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Dealers Urge Factory ‘Action’ ... 


Security Clamor Rises 


Territory Tests 


In Supreme Court 


ASHINGTON.—A former dealer 
suing an auto manufacturer 


i] told the U.S, Supreme Court last 


week that the good-faith law would 


"~ | not have protected him. 


‘The dealer is Webster Motor Car 


'|Co., of Baltimore, which asked the 


Court to review its antitrust suit 
against Packard. Whether a factory 
can close a territory after it once is 


; open is an issue in this case. 


alors Cited for Election Contributions— 


frendon Byrne, second from left, executive director, American Heritage Foundation, 
& @ foundation award for “promotion of citizenship" to NADA. Frederick M. 
WADA president, accepts the award, while Corl E. Fribley, left, immediate 
past t, and chairman of the public relations committee, and Walter 

7 , far right, NADA secretary, look on. Dealers were honored for their part 
Wing out the vote during the 1956 elections. 


5M’s Import-Car Move 
ipplauded by Dealers 


By John K. Teahen Jr. 
fe Staff Writer - 


the nation last week, 


franchise procedure or avail- 
ability of cars. 

It appears that not more than 
12,000 Vauxhalls and 12,000 Opels 
will enter this country during the 
first year of the program. A manu- 
facturing source estimated that 
that is the maximum number which 
the overseas plants could release 
for export. 


A LESS optimistic prediction was 
that a shortage of shipping 
space might hold the figure to 5,000 
models of each make during the 


The Court also received a 
similar petition from another 
former Baltimore dealer, Schwing 
Motor Co. whose suit against 
Hudson is similar to the Webster- 

Packard case. 

Both of the plaintiffs charge that 
the defendant manufacturers com- 
mitted antitrust violations by 
favoring other dealers in the Balti- 
more market. Circuit Courts of 
Appeal have ruled against the ex- 
dealers, although Webster won a 
$570,000 judgment in District Court. 

> * > 
SUPREME Court is not ex- 
pected to decide whether to 
review the cases before it recon- 
venes in the fall. 

The good-faith law, says the 
Webster petition, “will not protect 
a dealer in Webster’s position who 
is neither ‘coerced’ or ‘intimidated’ 
but instead is struck down silently 
—without threat, complaint or 
warning of any kind—because of a 
larger dealer’s threat to quit unless 
given monopoly power over the 
product.” 

Webster charges that Packard 
violated the Sherman Act when it 
gave the exclusive franchise for 
the Baltimore market to Zell 
Motor Car Co., thus bringing 
about Webster’s termination. 

If the Circuit Court decision 
stands, states the Webster petition, 
dealers “may be lawfully cancelled 


dealer may with impunity persuade 
the manufacturer to get rid of 
them.” 
af > * 
GOOD-FAITH law fails to 
cover this ‘type of situation be- 
cause it deals only with “unsubtle 
and crude acts of coercion and 
intimidation,” the petition declares. 


$8 Per Year, 25c Per Copy 


Area Service Plan 
Boosted by Sutter 


yAcEanac ISLAND, Mich.— 
NADA President Frederick M. 
Sutter championed the association’s 


“The only limit which Webster| posal Sa’ 


urges upon the automobile manu- 
facturer’s right to refuse to deal is 


this: 
“If the manufacturer has been 
(Continued on Page 4, Col. 2) 


Further details on page 40. 


Sales Challenge 
Faces Dealers 


In 3rd Quarter 


By Robert M. Lienert 
Associate Editor 


turday 
tion for the industry's marketing 
problems. 


In this, he joined a rising chorus 
of dealer demands that factories 
take steps to protect dealers 
against the inroads of cross-selling 
and bootlegging. An AvtTomorivs 

showed 


a majority 


ee Na ee 


first year. by the manufacturer if they are not 
Many importers say that the lack | vigorous enough to satisfy him, but 
(Continued on Page 6, Col. 1) if they are that vigorous, a large 
will begin arriving in 
Reasons included profits 


Output Edges Upward; 
June Total Is 496,000 


By Martin L. Whitmyer over the same period of 1956, when 
Staff Writer the makers rolled 3,192,598 cars 
S. AUTO manufacturers turned) from the lines. 
* out an estimated 122,958 cars Production of an estimated 
last week—a 3.5 percen* boost from 
the 118,805 units assembled a week 
earlier » 1 a 19.3 percent jump 
from yr 108,084 cars rolled from 
the li, “>during the week ended 
June 30 @ year ago. 


P week to 36,475 for the 
week ended Saturday (June 29), 
an whi 


d Chrysle: ich jumped 
assemblies 27,562 units the 
28,650 last week. 
cars, but a 15.3 percent increase 


over June a year ago, when -the! 54,658, and 
industry turned out 430,374 units. | mained about 
© + * 
vos month-end spurt also helped 
the manufacturers finish -the 


f the NBC television 

y, Nov. 17, starri 
is “the etna canen the manufacturers complete * June 
iglent ever assembled| With an estimated 496,226 car as- 
semblies. That’s a 66 percent de- 


a 


performance.” 


~CAR dealers today kick off 

the year’s third quarter—a 

period which they fear will be 

characterized by declining sales and 
profits. 


Dealers, 
stoc 


—_— 
utomotive News... 


Tests may set standards for truck sizes and 
weights. Page 17. 


There’s always a way to make money, Detroit 

dealer says. Page 11. 

Edsel abandons serwice absorption as fit 

yardstick. Page 2. ~*~ ™ 

mney Court upholds Sunday-closing law. 
age 3. 

What’s new in truck bodies, equipment and acces- 

sories? Page 32. 


New-car, truck registrations, Page 40. New-car prices, Page 39, 40. 
Vehicle production by makes, Page 45. 
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Service Absorption to Be Dropped . . 


Edsel’s Plan for Dealer Profits 


rena — When Edsel’s 1,200 ta 
1,500 dealerships open in early 
September, they will be operating 
on a new marketing principle— 
the “profit center” concept. 


ships, whereby the objective is = 
have the service de 

“absorb” the dealership’s fined 

and semi-fixed expenses. 

Edsels profit-center plan was ex- 
plained at the American Marketing 
Assn.’s national conference in 
Detroit by Henry G. Baker, mana- 
ger of Edsel’s planning and pro- 
gramming department. 

* * * 
— PROFIT-CENTER plan 
treats each of the dealeship’s 
departments—new-car sales, used- 
car sales, service, and parts and 
accessories—as a source of sales 
and profits. 
Actually, 


incentives to develop every sale 
in every department into a chain- 


500,000 Plymouths— 


reaction for further sales in the 
other departments. 

Baker said the following steps 
will be taken to develop each 
dealer’s new-car profit center: 


1..The dealership’s outside ap- 
pearance will be transformed 
quickly and cheaply with Edsel 
signs and colors, identifying the 
new facade immediately with Ed- 
sel’s national and local advertising. 
There will be a continuing effort 
to identify the local Edsel dealer 
with the national advertising and 
publicity. 

* 

9 PROMOTION within the 

* dealer's selling organization 
will be provided by an Edsel divi- 
sion budget aimed at getting 
dealers off to a flying start. In- 
cluded in this program is an idea- 
group for salesmen’s incentives and 
contests, training for salesmen and 
sales managers and an Edsel sales- 
men’s club to stimulate rivalry and 
grant recognition to producing 
salesmen. 

3. A publication, Your Edsel 
Marketer, will be sent regularly 
to dealers to provide them 


Plymouth greeted the half-way point of the year with its 500,000th "57 Plymouth 
assembled in the U. S. and Canada. The car wheeled off the assembly line at the 


Plymouth plant in Detroit. 


Assembly line workers join Jack W. Minor, second from 


, Plymouth sales vice-president, to mark the event. 


Business 
Barometer 


Auto Production — 144,650 cars, 
trucks in week vs. 123,229 year before. 
Department Store Sales—Down 


2 percent from year before. 

Loadings—746,125 cars 
in week, down 55,303 cars from the 
year before. 

Gasoline Stocks — 191,401,000 
barrels, a decline of 1,964,000 barrels 
in week. 

Jobless Ciaims—214,400 in week 
vs. 197400 year before. 
New-Car jons—2,151,- 
157 to date vs. 2,149,758 


year ago. 
New-Truck Registrations—301,- 
a in 1957 to date vs. 325,159 year 


466 in 


Ou Stocks — 274,227,000 barrels, 
on increase of 5,776,009 barrels 


<<, 


week. 
Soft Coa! Output — 10,295,000 F 


|cat_tor 


fons in week vs. 10,122,000 tons year 
before 


Steel Output — 86.7 percent of 
estimated capacity vs. 85.2 percent 
week earlier. 

Used-Car Prices—$893 average 
in June to date vs. $900 in May. 

Wholesale Prices—117.3 percent 
of 1947-49 index vs. 117.5 
week earlier. 

eS 


Common Stocks 


June June 1957 
26 19 
7% 8% 
75% 76% 
54%, 54% 
42%, 42% 
6% 6% 


Average 37.35 37.73 


percent 


Am. Motors 
Chrysler 


Ford 
GM 
S-P 


Big 3 Makers Reply a 


new management ideas and field- 
tested solutions to merchandising 
oeannaan 

Discussing the used-car profit 
center, Baker said, “In the U. &., 
the used-car business is a little 
known giant of retail trade. If new- 
car sales total $15 billion in a 
typical year, used-car sales match 
them dollar for dollar. 

“An Edsel dealer has this $15 
billion market at his doorstep as 
an immediate source of income and 
profit. Edsel has made it a first 
order of business to give its dealers 
a major competitive advantage in 
used-car trading.” 

* * ” 


Used-Car Drive Planned 


E SAID that Edsel will conduct 
a nationwide used-car program 
under the name of Green Light 
Used Cars which will give the 
Edsel dealership quick identity as 
a place where buyers can buy with 


“The Edsel dealer immediately 
sets up a used-car operation that 
not only banks quick profits, but 
supports all future new-car sales. 
Three out of four new cars sold 
today involve trades. In the six to 
seven million-car year now con- 
sidered typical, about 4.5 million 
are replacements for the scrappage 
which occurs at the low end of 
the car-life. scale.” 

+ > * 
AKER said that Edsel dealers 
will have an opportunity to 
make money immediately by pro- 
viding service for all makes of 
cars. He said the Edsel dealer will 
be able to exploit these factors: 


market that is 


2. Other- make dealers, over- 
whelmed by the car population out- 
growing ‘<veir facilities, cannot take 
advantage of existing conditions. 

3. The Edsel dealer will have a 
chance to build a reputation for 

(Continued on Page 8, Col. 3) 


Why No Small Car? 


HARRISBURG, Pa.—Why doesn’t 
Detroit make a good, economical, 
small car for the average American 


that 
to the presidents of the Big Three 
auto manufacturers. 

Replies from the auto makers 
cited high production costs, limited 
markets and other factors operat- 
ing against such @ development in 
the foreseeable 

Smith's ® Harlow H. 

Henry 


Curti 
H OF, ‘ Motor 
Os ssident of 
+ : follows: 
; fneral Motors 
irysler and Ford Co.) 
economical, small 
he American Family? 
are convinced there is a 


= Setien el 


Diamond T Denies 


White Owns Any Stock 


CHICAGO.—Diamond T Motor 
Car Co. has denied re- 
ports that White Moter Co. main- 
tains an interest in the company. 
The reports had intimated that 
White owns about 30,000 shares of 
Diamond T. 

Storrs Baldwin, assistant to the 
Diamond T president, said last 
week: “As of today, to the best 
of our knowledge, and supported 
by the stock registration records, 
neither White Motor Co. nor any 
of its officers or directors own any 
Diamond T shares whatsoever.” 


— and potentially most profit- 


success for such an American 
unde 


rtaking. 

“Importation of foreign automo- 
biles in the U. S. in 1956 totalled 
107,681, according to figures just 
published in 1957 Automotive News 
Almanac. Most popular import, ac- 
cording to the same source, was the 
Volkswagen, with 50,001 units. 

“From all sides I hear complaints 
from motorists that small American 
manufactured cars have gotten too 
large. In behalf of our 150,000 mem- 
bers, we are anxious to obtain your 
personal views on this subject.” 

Smith received replies from the 
three manufacturers. 

Curtice replied, in part, “No small 
car ever marketed in this country 
has been successful in competing, 
on a volume basis, with the good 
used cars that are available. The 
reason is that many costs of pro- 
duction remain virtually the same, 
including the important one of 
labor and retooling, regardless of 
the size of the car. Hence price 
cannot be reduced in proportion to 
size, and good, standard-size used 
cars represent outstanding values 
as compared to small: cars, even 


when new.” 
Clay Ford, vice-presi- 
dent of Ford Motor Co,, replied: 
(Continued on Page 45, Col. 4) 


Station Wagons and Camping Equipment— 


“Design for Station Wagon Living,” a comprehensive exhibition of 


recreation equipment designed especially 


for use with station wagons, 


nationwide tour of shopping centers at Detroit's Northland Center. ; 
Ford Motor Co., the exhibit includes more than 200 different items for ous 
living and five Ford and Mercury station wagons. The display will remain jp 


through July 6. It then will travel to 11 


centers in other cities for similar 


displays. Later in the year when Ford's new-car line, the Edsel, is introduced, 


Edsel station wagon will join the exhibit. 


Higher 58 Prices Clinched 
As Steel Cost Goes Up 


By John K. Teahen Jr, 
Staff Writer 


Price increases are vying with 


styling and engineering talk in 
every discussion of the 1958 auto- 
mobiles—discussions which are 
gaining momentum as the current 
model year moves into its final 
phase. 

And, despite the wails of deal- 
ers, customers and Government, 
it’s almost certain that another 
round of price hikes is scheduled. 
About all the dissenters can hope 
for is that the boosts will be less 
than the 1957 average of 7 per- 
cent, 

An increase of about 4 percent is 
forecast in many quarters, While 
this would bring plenty of protests, 
it still would be much easier to live 
with than last year’s price bomb- 
shell, 

. + + 
gram. prices will play a major 
role in the auto pattern, and 
at press time last Thursday the 
industry awaited the announcement 
of a steel increase. It was expected 
to average about $6 to $7 a ton. 

Steel workers receive a raise of 

nine cents an hour today (July 1) 


the package to about 16.5 cents. 
The steel industry figures the 
cost of the package at closer to 
24 cents because of the fringe items 
and higher Social Security taxes. 
Design changes and tooling ex- 
penditures—along with labor costs 
—are important factors in the price 
pattern. Since the 1958 model 
changes will not be as extensive as 
last year’s, many observers feel 
that the price hikes will not be so 
severe. 
x . * 
For? division, Mercury and the 
five Chrysler Corp. makes all 
had major model changes in 1957, 
as did Cadillac, Buick and Oldsmo- 
bile in the General Motors family. 
Presumably, these makes 


Manag@ment Material 
For Service Managers. 


Chevrolet and Pontiac will las f 
all-new models this fall, ang § 
a@ good bet that GM also wil] 
its “B” body since the thre 
rear window has not been 
too enthusiastically. 


EDS=t, slated for an 

tember introduction, wil] 
off the 1958 price season, but 
experts will wait to see which 
GM jumps. 

Last fall’s activities showed 
auto pricing is a game of fe 
leader—and GM is the leader, © 

It will be remembered ¢ 
Ford division was the first &é@ 
low-priced three to an 
1957 prices. 

Two weeks later, Chevre 
closed prices markedly hig! 
the Ford figures. Ford imn 
kicked its prices up to 
few dollars of Chevrolet. 

Another example: Linco 
nounced its prices before C 
When the latter’s 1957 
found to be higher, Lincoln 
$83 to $142 on various mod& 
bring its figures up to the C 
level, 

sler to Studyhn< 


Use of Troy Site 


DETROIT. — Chrysler Corp, 
assigned two firms to p 
liminary studies, including 
tectural pro for pe 
of a 1,700-acre site in Troy, Md Dealers 
for any future engineering ai of | 
search expansion that may @ tl 
quired. ‘a 

The company emphasized ti 
this time it has no plans to 
make use of the land. 


seve 
which 
char, 
‘eccou 
rates 


duced tar 
Those 
in | 
LAL 82 
‘ 


Ind 


Someone has said that man’s greatest invention is! 


work. And no where in an auto dealership is 
know-how more important than with the service 
He is a key man in the human relations of any de 
He has the responsibility of taking care of the se 
tomers, the backbone of the business, and of gu 
men who service the cars of those customers. 3 
For that reason, AUTOMOTIVE NEws will carry, | 


=o*F7~ 


a 


Fosereoor 


in the July 15 Service Section, a new series of 
provide management material for service manager 
Author of the series is John O. Munn, dean of au 


counselors. 





thave three friends, 60 years 
One of them has just 
a4 into 61. Add their ages to- 
sand you get 181. That is the 
of years since the signing 
s Declaration of Independence. 
gee what a young country 


) though the automobile age 

sned almost a third of it, 

are young. We fought for 

~ and gained it, Like our 

rs who fought for liberty, 

must ever strive to maintain it. 

ar was a memorable one 

gutomobile dealers when the 

w of the “good-faith” law 

wed greater freedom for con- 

“ing our business, according to 
judgments. 

pat 4 one part of our business 

we have always had the utmost 

since the founding of the 

I refer, of course, to the 

operation of the used-car depart- 


"We haven't put that liberty into 
best use. Now is a good time to 
wen over a new leaf and strive to 
much better job in the used- 
advertising department. 
Certainly we are free as individ- 
to improve the situation. Only 
we do, will we bring the 
from 'the sacrifices of our 
to this trade. 
la’s forget price advertising. 
instead tell what a wonderful 
nt a used-car is. How ~it 
mproves the opportunities and 
wes for those who use it. Let’s 
make the mistake of addressing 
used-car copy to the wrong 
Let’s tell the story to 
wone so that we can increase 
acceptance for this important 
tt we must merchandise. 
let us, forever, restrain ourselves 
writing our copy addressed to 
or answer competitors. 
may admire our own copy. It 
things off our chest. We might 
to stab back at competition 
operations make us sweat 
Don’t do it. It’s costly and 
tive to indulge yourself in 
manner. 
The purpose of your advertising 


Texas Dealers 
[old of Changes in 
pensation Act 


AUSTIN, Tex.—The 1957 session 
the Texas Legislature made a 
of changes in the Unem- 
mt Compensation Act which 
affect dealers, according to the 

fas Automobile Dealers Assn. 
Changes include an extension 
mm seven to 10 days of the time 
which an employer may protest 
charging of benefits against 
@ecount, faster determining of 
tates for each year and new 

for filing appeals. 
who first came under 
of the Act in 1956 have been 
apat they now can investi- 
f bilities of obtaining a re- 
tax rate. 

Those dealers who have had 
cto experience on claims 
in line for the reductions, 
said. The association also 


NAD 
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By John 0. Munn 


is to sell used cars profitably now 
and in the future. That can only 
be done by appeals to your whole 
audience. By telling that audience 
what they will gain in the shape of 
pleasure and satisfaction if they buy 
from you. 
* * * 


Schenectady Dealer’s Ads 


_ can be done in many ways. 
I give you an example of a 
series of ads run by the Van Curler 
Motors (Lincoln-Mercury), Schen- 
ectady, N. Y. These ads were three 
columns wide and four inches deep. 
The heading of each ad was in 
reverse type. In other words, the 
lettering in white set on a black 
rectangle. A 2%-inch photograph 
of the satisfied customer was in the 
upper right hand corner and the 
signature was centered at the bot- 
tom. 

These ads ran twice a week in 
each of the two local papers and 
appeared in the display section. 
According to a company spokesman, 
used-car sales are increasing at a 
very satisfactory rate. 


Testimonial ads are always good. 
Photographs of people attract in- 
terest. There are many other ap- 
proaches to sell your area audience 
on the quality of your merchandise 
and the safety with which they can 
be purchased with you. 

Following are the texts of some 
of the ads from the Van Curler 
Motors series. 

“|. . no better place. 

a don’t like high-pressure sales- 
men when I’m buying anything— 
especially an automobile. I purchase 
my cars at Van Curler Motors be- 
cause I’m treated as though that 
company really wants my business. 
As far as I'm concerned, there’s no 
better place to buy a car!’ 

“This statement was made by 
Werner F. Hillman, who lives at 
962 Altamont Ave., Schenectady. 
People who deal with us, like Mr. 
Hillman, know the way we do busi- 
ness: Low-pressure_ high-quality, 
reasonable prices. Won't you visit 
us , 


“Tll be back . ‘ 

“T don’t know about other 
people, but when I buy an auto- 
mobile I want to deal with a com- 
pany I can trust. I found that 
company when I bought my used 
car from Van Curler Motors. I'll be 
back when I’m ready for my next 
one!’ 

“These are the words of Bill 
Stearns, 1429 State St., Schenectady. 
If being able to have complete con- 
fidence in an automobile dealership 
is as important to you as it is to 
Mr. Stearns, why not visit us for 
your next car? We assure you of 
the same satisfaction.” 

> > > 


“... Ome of the best. 

“‘T can honestly say that the 1952 
used Mercury I purchased from Van 
Curler Motors .is one of the best 
buys I’ve ever made. As far as I’m 
concerned, this automobile dealer- 
ship is completely ‘trustworthy. I'd 
recommend it to anyone!’ 

“Mr. John Ellis, who lives at 62 
Homestead Ave., in Colonie, made 
this statement when asked what he 
thought of Van Curler Motors, If 
you're thinking of replacing your 
present car, we'd welcome the op- 
portunity to serve you, In addition 
to the automobiles we sell, we 
guarantee one other thing: cus- 
tomer satisfaction.” 


= * > 
Five-time Buyer 
SHOULD know... 


“The attitude of the entire Van 
Curler Motor Co, staff — manage- 
ment, salesmen, service people — 

(Continued on Page 45, Col, 1) 


By Supreme Court 


ASHINGTON, — The Supreme 
Court last week in effect up- 
held the validity of a New Jersey 
law banning the Sunday sale of 
automobiles and penalizing dealers 
who violate it. 
In granting a motion of the state 
to dismiss an appeal for review 
filed by a franchised dealer, the 
high tribunal stated that there was 
no substantial Federal question in- 
volved to warrant its looking at 
the case. The court’s vote was 8 
to 0, 
The statute at issue provides 
that any dealer who sells or tries 


Kaiser Compliments Dealers— 


Ruling... 


to sell cars on Sunday is liable 
to fine or imprisonment, In ad- 
dition, his license to do business 
may be revoked by the state 
director of motor vehicles upon 
conviction. 
The law was drafted by the New 
Jersey Automotive Trade Assn. 
= * - 
[| Saatrrr of the statute was 
challenged by Gundaker Cen- 
tral Motors, Inc., DeSoto-Plymouth 
dealership in Belmar, N. J., but the 
New Jersey Supreme Court upheld 
the validity and constitutionality of 
the law under both the state and 


Henry J. Kaiser jr. (seated), a vice-president of the Eastbay (Calif.) chapter of the 
National Safety Council, congratulates five representatives of the 24 San Francisco- 
area dealers who received awards of merit for lending cars to high school driver 
training classes. Standing: Vern Richards (from left), Walter Hartman, E. Robert 


Kromer, Jack Labadie and Reese Starr. 


24. California Dealers Cited... 
Car Lenders Honored 


OAKLAND, Calif. — Twenty-four 
dealers on the east side of San 
Francisco Bay have received tan- 
gible proof of their communities’ 
gratitude for providing cars for 
high school driver training classes. 

At five meetings between last 
December and June, these dealers 
were presented awards of merit 
for “outstanding community 
service to safety” by the Eastbay 
Chapter of the National Safety 
Council. 


The 24 dealers contributed 40 
cars to 23 schools in Oakland, Pied- 
mont, Emeryville, Alameda, Hay- 
ward, San Lorenzo, Castro Valley, 
Pleasanton, Livermore, El Cerrito, 
Richmond, San Leandro, Albany 
and Berkeley. 


The largest number of cars— 
seven—was provided by Hayward 
Motors to schools in vale San 
Lorenzo and Castro V; 

F. Carl Merner, sees of the 
Eastbay chapter, said that the ex- 
panding behind -the-wheel driver 
training program is basic to in- 
creasing accident prevention. 


Henry J. Kaiser jr., a vice- 
president of the chapter, said in 
presenting awards to the auto 
dealers that their cooperation and 
concern for safety were the fac- 
tors that made the invaluable 
driver training course possible. 

He asserted, “We know that in- 
struction for learning drivers under 
actual road conditions is one of the 
best means of assuring the future 
safety of our highways. Young peo- 
ple with this kind of training tend 
to have half as many accidents as 
untrained youths in the same age 
group. 

“The aim of this chapter is to 
have behind-the-wheel driver train- 
ing for every high school student 
in each of our communities. When 
we can persuade the cities to make 
the funds available and the schools 
can engage competent instructors, 
we feel sure on the basis of past 


performances that the auto dealers 
will provide the n cars.” 
Dealerships which have provided 


& Celli 
in Oakland; Eastbay Chevrolet 
(four cars), and Curt Campbell’s 


Ford (two), both in Albany. 

Good Chowyetet (two), Ala- 
meda; Motor (seven) 
and heehee mae Motor Co., both in 
Hayward; John Edgren Co. 
Pleasanton; Howdy Chevrolet 
a Livermore; Claar Chevro- 
let ( ), Trulson Ford, R. F. 
all in Richmond, 

Dailey Chevrolet (two), Peabody 
Motors (two) and Ed Chovanes 
Ford, all in San Leandro; J. E. 
French Co., Berkeley Buick, Crock- 
ard Chevrolet Co., Clarence Bull- 
winkel, Golden Bear Motors, Fidel- 


ity Motors and Doten Pontiac, all 
in Berkeley. 


Federal constitutions. It was this 
adverse decision which Gundaker 
was appealing. 

The dealership claimed that the 
state law abused and exceeded the 
police powers of the state because 
the sale of automobiles is a lawful 
business not dangerous to the pub- 
lic health, welfare, morals and 
safety. 

Gundaker also contended that 
the statute constitutes a depriva- 
tion of property in violation of 


Gundaker presented evidence— 
which the state did not contradict 
—that auto accessories and out- 
board motors could be sold on 
Sunday in the Belmar area, He 
said that right next door to him a 
motor boat sales agency operated 
on the Sabbath. 

* > + 


N REJECTING the discrimina- 
tion argument, the New Jersey 
Supreme Court declared that the 
law applies equally to all automo- 
bile dealers in the state, so none 
is losing revenue to competitors by 


1956, 
The Sunday ban law was enacted 
in December, 1955. 


New York Probes 

Inspection Units 
ALBANY.— The State Motor 

Vehicle Bureau said it is investi- 


gating 34 complaints concerning the 
new automobile safety-inspection 


program. 
The bureau said it had scheduled 


The complaints were filed by 
motorists and by a special State 
Police detail that checks on all of 
the 7,339 stations. 

Motorists’ complaints included in- 
adequate inspection and excessive 
charges for repairs, the bureau said. 
Police said some stations failed to 
account properly for inspection 


stickers and to keep prescribed 
records. 


On the House... 


Contrary to impressions of core 


the 
next year—as.decided by NADA directors 
an appeal to auto makers to adopt a territorial 
security plan—could be fatal to many dealers... 


By SO, ext prenestinn Wil Lo-ap to: 9 eee 


from present 165 million to 190 


population up 
million; : gross national product, wp from $412 billion to $560 billion; 
steel capacity, up from 130 million tons annually to 160 million 


Will this be a deterrent to unethical advertisers in auto trade? 
Robert Hall Clothes, Inc., recently pe $10,000 in settlement of a civil 


penalty suit charging the firm wi 
Commission order to stop = Shae 


th violation of a Federal Trade 
had been 


Customers 
deluded into believing they were receiving over-inflated savings when 


buying at “sale prices.” 


—Perre Wemuorr, Editor, 
Automotive News 
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Dealers Urge Factory ‘Action’ 
Area Service Plan 
Boosted by Sutter 


(Continued from Page 1) 





Here are a few of the replies 
from dealers who want a return to 
territory security: 

A West Coast Chevrolet dealer 
answered, “Sherman Antitrust Act 
should be amended to permit manu- 
facturers to legally re-insert ter- 
ritory protection clauses. Bootleg- 
ging is gradually becoming less and 
less of a factor as compared with 
cross-selling.” 

One eastern Buick dealer said 
the answer lies in “giving legis- 
lative powers back to the fac- 
tory.” 


spoke up for a combination of fac- 
tory action. and territory security 
and 5 percent recommended an edu- 
cational program to inform people 
of the dangers of buying a car from 
a source which cannot provide serv- 
ice. (The survey was made before 
disclosure of NADA’s new “area of 
service responsibility” proposal.) 

An interesting point revealed in 
the survey is that several dealers 
considered cross-selling (selling out 
of territory to consumers) to be a 
much greater problem than boot- 
legging (selling out of territory to 
retailers). 














































* * * 


aoa every dealer queried 
felt that both bootlegging and 
cross-selling are major problems in 
the current automotive market and 
that some positive action must be 
taken. 

Included in the 50 percent of 
the dealers who said factory ac- 
tion could halt bootlegging and 
cross-selling were several who 
said the factories were not in- 
terested in stopping these prac- 
tices. 

Said a southern dealer, “There 
are signs—bonuses and other things 
—that dealers in some slow-moving 
lines are being encouraged by zone 
officials to bootleg cars right now.” 

These dealers said the factories 
could halt bootlegging and cross- 
selling by: 


be expended in making the public 
aware of after-sales service, Too 
many dealers sell without service 
and are only one step from the 
bootlegging operation.” 


(Continued from Page 1) 
selling to numerous competing 
dealers in a metropolitan area 
where there is plently of business 
and all of the dealers are profit- 
ing, and if the manufacturer is 
pleased with all of the dealers and 
has never thought of stopping its 
sales to any, it violates the Sher- 
man Act if it yields to the threat 
of one dealer to quit unless it 
stops selling to the others in order 
to enable the preferred dealer to 
monopolize the market in the 
manufacturer’s product.” 

The Webster petition made refer- 
ence to the Schwing-Hudson case, 
in which the plaintiff charges that 
the manufacturer gave preferred 
treatment to another Hudson dealer 
‘n the Baltimore area. However, 
there was no award of an exclusive 
franchise, as there was in the Web- 
ster case. 


l REDUCING the pressure for 
© sales. 

2. Limiting dealers’ inventories to 
a 60-day supply. 

3% Warning a dealer (whose 
cars show up in bootleg chan- 
nels) three times and then can- 

him. 

4. Working out better distribu- 
tion programs. 

5. Stopping over-production. 

6. Educating dealers as to their 
real costs in selling a car. 

7. Better policing of bootlegging. 

All dealers in the survey were 
asked “How should bootlegging and 
cross-selling be controlled, if at 
all?” These are the replies from 
dealers urging factory action: 

. > 


A MIDWEST Pontiac dealer said, 
“Stop pressure from factories. 
Limit dealers’ inventories to not 
more than a 60-day supply.” 

A Texas Ford dealer com- 


N MAKING this distinction be- 

tween the Webster and Schwing 
suits, the Webster petition com- 
ments that the Supreme Court’s 
recent decision in the du Pont- 
General Motors case seems to over- 
rule the Circuit Court’s arguments 
against the Schwing suit. 

The Circuit Court held against 
Schwing because of the “vertical” 
nature of the relationship between 


Pont case, however, that “vertical” 
agreements (between manufac- 
turers and dealers) are embraced 
by the antitrust laws. 

Schwing accuses Hudson of con- 


Dealers Warned 
Of Efforts to Sell 


‘Dangerous’ Tires 


WASHINGTON.—NADA is warn- 
ing dealers to be “very skeptical” 
of offers to sell them “reject” tires 
at great discounts. 


“Certain discount tire dealers 
have gotten hold of stocks of these 
tires and are now marketing them 
to the general public without ade- 
quate identification,” NADA 
charged. 

The Better Business Bureau of 
Akron, in a report on the “rejects,” 
said major tire makers never 
market such tires while some 
smaller manufacturers sell such 
tires with their names taken off 
and “reject” burned into the tire. 


Most manufacturers scrap the 
tires, some of them feeling that 
the tires are unsafe for road use. 
Those sold are intended for use on 
farm vehicles. 

The Chicago BBB reported a 
case in which used tires with 40 
to 60 percent of the original tread 
remaining were repainted and sold 
as “factory surplus.” The advertis- 
ing in that case was corrected, the 
BBB said. 

NADA said, “There are still cer- 
tain discounters marketing inferior 
tires to the public. More than likely, 
the tires are not only worthless on 
the road but dangerous as~ well.” 


agreemen 

On the West Coast, a Chevrolet 
dealer asked, “How the heck can 
the factories control bootlegging 
with the Department of Justice 
looking down their necks. The fac- 
tories can help by not furnishing 
dealers with more cars than their 
ability and market will absorb.” 

A Midwest Lincoln-Mercury 
dealer asserted, “Dealers will not 
control this. The only answer lies 
with the factory.” 

Declared a Dodge dealer in I- 
linois, “The factory could control 
this if it cared to.” 


uu lengthy reply came from a 
Cadillac-Pontiac dealer in the 
Rocky Mountains: 

“Cross-selling is our most press- 
ing problem; it probably could be 
controlled by factory distribution 
and an educational program in- 
forming dealers of their true cost 
of selling an automobile. 

“Many 


as 


people. 

“Yet how in the world can a 
dealer hire canvassers and sales- 
men and pay them the necessary 
wages to do this sort of a job in 
today’s market where there is no 
protection for profits.” 

A Hudson dealer in New England 
urged the factories to “stop over- 
production and pressuring for 
volume sales.” 

= * * 
[pRB ARED a Nash dealer, “It’s 
very simple. If the factories 
wish to control it, they can.” 
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Service Engineers Attend Champion Clinic— 


Service engineers of Champion Spark Plug Co. visited the company’s Toledo head- 
Asserted a Dodge dealer in the} quarters for a week-long seminar on current spark plug and ignition development, 
upper Midwest, “More effort must/| as well as a review of recent engineering achievements. These service representatives 


have been conducting engine performance clinics throughout the U. S. and Canada. 
From left are Robert E. Dale, George M. Galster, William D. Dilday, Eugene E. 
Manley, Howard Tranum, A. A. Weinberg, Richard J. Gail, Ross E. Neilsen, Irwin 
Miller, Robert Stranahan IIl and James Boyle. Bending over the engine is E. E. 
Ecklund. 


Territory Tests in High Court 


have been, and are being victimized 
by monopolistic conspiracies. 

“The holding of per se validity 
of exclusive dealer arrangements 
resulting from conspiracies and 
illegal and unlawful methods of 
accomplishment, will inevitably 
result in great public and private 
injury and will further the 
destruction of the beneficient 
public policy written into the law 
of the United States by the Sher- 
man and Clayton Acts.” 

Unlike the Webster petition, the 
Schwing petition made no mention 
of the year-old good-faith law. 

If the Supreme Court upholds 
Webster and Schwing, any damages 
awarded will be assessed against 
Studebaker-Packard and American 
Motors, respectively. 

Schwing’s suit has been turned 
down in both District and Circuit 
Courts. Webster’s suit, after being 
adjudged in the dealer’s favor by a 
District Court judge and jury, was 
reversed by a 2-to-1 vote of the 
Circuit Court. A Circuit Court re- 
hearing was denied subsequently— 
also by a divided vote. 


spiring with a Baltimore “master 
dealer,” Bankert Hudson, Inc., to 
freeze Schwing out of the local 
market. Damages of $419,064 are 
claimed by the suing dealer. 

The Schwing petition alleges that 
a wide divergence of opinion exists 
among Federal judges on the appli- 
cation of the antitrust laws to 
factory - dealer conspiracies, and 
calls on the Supreme Court to re- 
solve the dispute. 

* * * 

PONTING to the decisions pro 

and con in the Webster-Packard 
case, the Schwing petition warns 
the Supreme Court “of the monop- 
olistic trend in this industry and 
the injury to the public which must 
inevitably result from that trend.” 

“The decision in this case is one 
of vital importance,” the petition 
concludes. “It is of vital importance 
not only to the protection of the 
public in interstate commerce by 
the Sherman and Clayton acts, but 
also to the individual dealers 
throughout the United States who 







Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


June 26 Country squire station wagon, 


. *. 
(Sold 197 cars out of 286 consign- 450," $1,215", Fi200, 
ments.) : 

BUICK — ‘56 Century Station wagon, 
$2,130° (ps); Hardtop, $1,350° (ps); 
Super Hardtop, #1, 810° Rg $990; ‘Main (6) sedan, ; 

sedan, $1,800*; $1 Crest (8) sedan, $850, $805, $780, 
$725; Custom 2-dr., $650, $640, $610; 

; Main 2-dr., 53 moons, $625, 

sedan, $1,325°, "$1, 230° (ps), : 

"54 conv., $1, 350° 5 

; $325: Custom sedan, $280, ’51 2-dr., 
$380, $255. 

LINCOLN — 
$1,000°, $750. 

MERCURY—’56 Monterey Hardtop, $1,- 

605°; Medalist 2-dr., $1,105. ‘55 
Stonistose conv., $1, 420°; Hardtop, 
$1,280* (ps), $1,265°; Monterey 
sedan, $980. °54 rf Hardtop, 
$815, $775; 2-dr., $755, 
$708. ’53 ' Monterey erdtos, 2 at 

0. 


NASH—’55 Rambler station wagon, $1,- 
80, $1,160 
BILE—'55 (98) Holiday, $1,- 
$1,750* (ps), $1,585*° (ps); 
sedan, $1,625*; (88) Super Hardtop, 
$1,600* (ps), $1,560*, $1,550* $1,- 
, $1,350", °54 (88) Super ‘Hard- 
$1,300* (ps), $1,230°; sedan, 
; (98) conv., $1,290* (ps). "53 
(88) Super Hardtop, $850*. 
PACKARD—’'55 Clipper sedan, $1,200* 
(ps). 
sedan, "$500. PLYMOUTH—’57 Belvedere (8) Hard- 
top, $2, —"s Belvedere (6) 2-dr., $1,- 
800*, ; 


Savoy (8) 
150*, $1,005; 
’55 Belvedere Hardtop, $1, 175°; 
tion wagon, $1,095; Savoy (8) sedan, 
$990; 2-dr., $710; Plaza (8) sedan, 
$770, $650: Plaza (6) 2-dr., $705, 
$660, °54 Plaza 2-dr., nt "53 
Cranbrook sedan, $400 ( ), $400, 
$295; 2-dr., $365, $340. by station 
wagon, $375. °51 Hardtop, $260. 
PONTIAC—’55. Star Chief sedan, $1,- 
360° (ps); Hardtop, $1,390. '54 Star 
Chief sedan, $810*, $760*, $690*. ’53 
sedan, $295*. '52 sedan, $410*, 


$215*, $170*. 
US—’'56 Dodge>-pickups=: 


’ ; MISCELLANEO 
. $1, 110, $1, 100, truck, $900, °55: Fiat’ sedan, $950*" 


“Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 34, 35, 36, 37, 38 and 39 - 


CADILLAC—'S4 (62) sedan, $2,150*, SS Commepaiiian eséen, 
$2,025° (ps), $1,840° (ps). ’53 coupe 

de Ville, $1,040* (ps); (60) sedan, 

$1,010* (ps). °52 (62) sedan, $925°. 

57 Bel Air (8) Hard- 

56 Bel Air (8) 


, $1,320°, $1, , $1,205°; 2 
$1,100; Bel Air (6) Hardtop, 
$1,060; Del Ray (8) 2-dr., $1,000; 
Two-ten (6) station wagon, $1,125; OLDSMO 
sedan, $905; Two-ten (8) 2-dr., $920°. 
"54 Bel Air 2-dr., lt” te at vas 


dr., 


DeSOTO — '53 Firedome 2-dr., $425° 
(ps). °52 sedan, $300. 

DODGE—’57 Coronet (8) Hardtop, $2,- 
275°. °56 Coronet Hardtop, $1,700*. 
’55 Royal (8) Lancer, $1,380*, $1,- 
260° ;. sedan, $1, 130; Coronet 

La Femme 
Coronet 


$390; sedan, 
"57 Fairlane (8) 500 Hardtop, 
conv. 


"Hardtop, 


Sales Challenge j— 
In 3rd Quarter 


Dealers Wind Up 
‘Good’ First Half 


(Continued from Page 1) 
model cleanup—a cleanup 
may well be oe dif 

a 

ACTORIBS estibiatied plang 

the summer do little to 
dealers. While several 
down “for inventory” and ,¢ 
are tapering off assembly act 
there are indications that 
quarter production this year 
run well ahead of 1956. 

Production cutbacks, 
came in May last year, ¢ 
dealers to work out from 
huge inventories and conduct ony 
of the more successful 
in history. Most showrooms wen 
stripped bare by the time new 
models appeared. 

Many dealers feel that the ye 
final quarter, with ’58 models 
deck, will pretty well take care 
itself. In fact, dealers in Gene 
Motors lines anticipate that ¢ 
fourth quarter may well be ¢ 
year’s best for them. 

GM dealers also feel that 4 
1957 cleanup may be one of # 
toughest ever. 

Said a GM dealer last 
“This is the first time I can 
member that I’ve looked forward 
getting a face-lifted model for ¢ 
new season.” 

* * : 
— BIG question for 
as the cleanup approaches 
how far they can go on t 
prices. With almost all state 
conventions so far this 
phasizing the “true cost” of 
a car, dealers are not 
inclined to discount so ; 
year as they have in the 7 

Many, too, are conc 
protecting the slim 
profit they managed to 
late during the first 

“I worked hard so far 
and made a few bucks,” 
Southwestern dealer 
“Now it looks like Ill b 
even harder this summer, 
probably lose it all.” 


N ANY discussion of 

profits, a dealer’s 
going to be influenced by 
position in the industry. — 

On the basis of most 
reported figures, the num 
retailed this year per fra 
as follows: 











































It may be osnuiaalll 
average L-M dealer sold 
a Hudson-Nash-Rambler | 
21.2, and a Plymouth- 


Imperial oem = 
” 


T THE whetiila u! 


















ing to Automotive News’ 
overall average price paid ft 
cars at wholesale auction | 
$9 to $893. It was the first 
three weeks that @ 
had declined. They 
above the level they 
fore the round of 
began. 

Prices of all m 
index were 
Adjustments were 
"57s, down $5 to $2 
$13 to $1,569; ’558, 
$1,171; 54s, down $13 
down $10 to $553; 
to $359; ’51s, down $8 
50sy down-$1rto $192. ~ 

Demand also tap 
only 69.1 percent of # 
wholesale offerings going ™ 
new owners. j 


ea 
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**..ewe d ‘have to be shown’ a 
better finance connection” 


says ERNEST ST. CLAIR, JR., DeSoto-Plymouth 
Dealer of Amarillo, Texas 


“‘We’re not from Missouri, but we’d ‘have to be 
shown’ a better finance connection than COMMERCIAL 
Crepit. We’ve had experience with several com- 
panies and CoMMERCIAL CrepiT is the best we’ve 
dealt with. We like their national reputation and 
their valuable sales assistance at the local level. For 
instance, the local office keeps us posted on pay outs 
or near pay outs. Just that one factor leads to addi- 


tional volume each year.” 


Commercial Credit dealers 
are successful dealers 


Write or call our nearest office for complete 
information on the benefits of ComMERCcIAL 
Crepir Pian. Why not do it today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 
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Dealers Are Enthusiastic... 


GM’s Import-Car Move Lauded 


(Continued from Page 1) 


of shipping space is the greatest 
headache faced by foreign-car dis- 
tributors in the U. 8. 

The question of who will get 
Vauxhall and Opel franchises 
presents a weighty problem for 
Buick and Pontiac. 

It is difficult to find a Buick or 
Pontiac dealer who does not want 
to handle the new lines, But it is 

obvious that there simply will not 
be enough cars to supply the nearly 
4,000 Pontiac outlets and the more 
than 3,500 Buick dealerships. 
* 


No Target Date 


As GM announced earlier, the 
first shipments will go to the 
“North Atlantic Coast” area, with 
the Pacific Coast being next in line. 

GM has not further defined the 
“North Atlantic Coast” designa- 
tion, but the first franchises — and 
cars — doubtless will go to metro- 
politan and suburban areas in 
which imported-car registrations 
are high. 

No target date has been set 
for distributing the cars in inland 
areas. In a letter to dealers, Har- 
low H. Curtice, GM president, 
noted that this would be done “as 
rapidly as possible.” 

Prices have not yet been an- 
nounced, but it is likely that both 
the Opel and the Vauxhall will sell 
for less than $2,000. 

The franchise situation was 
summed up by Curtice in the letter 
in which he announced the import 
plan. 

“There are a great many details 
that must be worked out in im- 
plementing such a program,” he 
= * * . 


- ‘As SOON as they are completed, 
Buick and Pontiac divisions 


are preparing to receive and con- 
sider applications for these foreign- 
car franchises.” 


here in the first four months of 

1957. ; 

Chrysler Corp., the only member 
of the Big Three which does not 
distribute an imported car, has 
little to say on the subject. 

However, it is known that James 
C. Zeder, the corporation’s engi- 
neering vice-president, studied the 
foreign-car field—both manufactur- 
ing and distribution—during a five- 
month visit to Europe in late 1956 
and early 1957. 

* 


+ 
N SAN FRANCISCO and Los 
Angeles, Buick and Pontiac 

dealers saw possibilities of being 
able to sell both the first and sec- 
ond unit to a two-car family. A 
Philadelphian also mentioned that 
point. 

Dealers also were impressed with 
the fact that foreign cars usually 
bring close to full markup. “At 
least we'll be able to make a decent 
profit on these,” said a New Yorker. 

Portland (Ore.) dealers felt the 
same way, and a Logs Angeles 
Pontiac man summed it up this 
way: “Imported cars carry a small 
gross, but the dealer keeps it.” 

Opinions differed widely as to 
the effect the imports would have 
on domestic sales of Buick and 
Pontiac dealers, but it was gen- 
erally agreed that the newcomers 
would increase floor traffic, 

Providence, Portland, San Fran- 
cisco and Seattle dealers thought 
the new lines would boost sales of 
Buicks and Pontiacs, but New York 
and Chicago did not believe it would 
help. New Yorkers doubted that 
Vauxhall or Opel fanciers could 
be sold a U. S. car, “It’s an en- 
tirely different market,” they said. 

> + * 
‘Curiosity Seekers’ 
A DETROIT dealer was sure Opel 
traffic would boost his Buick 
sales, “It’s this way,” he explained. 
“Opel will bring in a lot of curi- 
osity seekers—people who have no 
intention of buying a foreign car. 
A lot of those people will be Buick 
prospects.” 


said, “It's the best 


Fords were registered ' could happen to us,” and a Los 





GM Device Detects Unbalance .. . 


Taking Pulse of Engine 


DETROIT.—The General Motors 
research staff has produced an 
electronic device which it says 
detects unbalance in auto engines 
to lower limits than ever before 
possible. 

Known as the Pulse Synchronized 
Unbalance Indicator (PSUI), the 
new device literally takes the en- 


Already in limited use on as- 
sembly lines, PSUI is scheduled for 
expanded service. 

Thomas C. Van Degrift, head of 
GM research staff's special prob- 

- 


> * 


Balance Tester— 


The GM research staff says this new 
electronic device tests engine unbalance 
to lower limits than ever before possible. 
Called Pulse Synchronized Unbalance In- 
dicator, the device checks unbalance at 
the flywheel (shown here) and at the fan- 
belt pulley wheel. 


speed.| stalled at the end of a 
e 





lems department, said the electronic 
balancer: 


1, Provides improved quality 
control over engine production. 

2, Balances an engine faster than 
any former type of GMR balancer. 

3. Simplifies the entire engine un- 
balance detection routine. 

4. Saves floor space because of its 
greatly reduced size. It can be in- 
production 
line where each engine is mounted 
on a simple test stand for fina] run- 
in. It is less expensive than earlier 
— of balancers and it is port- 

e. 

The PSUI unit is mounted in a 
control cabinet and is capable of 
detecting both amount and location 
of any engine unbalance, both at 
the flywheel and the fanbelt pulley 
at the front end of the crankshaft. 

When an. engine reaches the end 
of the assembly line it is put on a 
stand for its final “hot” test. Seis- 
mic magnetic pickups at each end 
of the engine detect unbalance. 
Timing or synchronized pulses from 
the engine ignition are employed to 
determine the location of the un- 
balance. 


When the engine gets its final 
run-in adjustments at various 
throttle settings, the operator of 
the PSUI unit simply checks two 
pairs of dials on an instrument 
panel, Each set of dials informs 
him simultaneously both the 
amount and location or angle of 
unbalance at one or both ends of 
the engine. 

Both the flywheel and the fanbelt 
pulley have evenly spaced holes 
near their outer rims, Thus, any 
unbalance is cancelled out simply 
by riveting small weights in the 
hole opposite the “heavy” side of 
the flywheel or fanbelt pulley. 


AUTOMOTIVE NEWS, JULY 1, 1957 


Angeles importer declared, “The 
more interest, the more we all 
sell.” 

In Detroit last week, D, B. Mor- 
ren, North American representative 
of the British Automobile Manu- 
facturers Assn., said the GM de- 
cision would help all members of 
his group who market their ve- 
hicles in the U. S. 

- * + 


H= FELT it would spur other 
domestic dealers to seek fran- 
chises for British cars and said 
more than 200 such dealers have 
been added this year. 

“One of our manufacturers,” 
he said, “estimates that one-third 
of his dealers in this country 
are domestic-car dealers, Another 
has reported that 50 percent of 
the new franchises he has 
awarded this year have gone to 
domestic-car dealers.” 

In Philadelphia, a foreign-car 
dealer admitted that GM’s entry 
into the field would mean tremen- 
dously stiff competition, and a Los 
Angeles source wondered about the 
effect on the imported-car price 
structure. 

Both mentioned GM’s prestige 
and the value of the GM nameplate 
in switching buyers from other 
lines. 

* * * 
MICHIGAN Buick dealer 
wouldn’t go along with that 

line of thinking, He said: “I have 
a lot full of '57 Buicks with bars 
on the back windows. The GM 
prestige and the GM nameplate 
isn’t helping me sell them.” 

A New York importer said the 
Opel-Vauxhall announcement may 
help many Oldsmobile and Chevro- 
let dealers decide to take on a 
foreign line. A Detroit Chevrolet 
dealer already is handling the tiny 
Isetta (though not out of his own 
showroom), and another is said to 
be about to take on this line. 


A Chevrolet dealer wondered 
about the effect on his One-Fifty 
series, sales of which already have 
dipped this year. This series ac- 
counted for only 7 percent of his 
June sales, he said. 


- > > 
Like Volkswagen 
MIDWEST Ford dealer said he 
didn’t think Vauxhall and Opel 


fluence, but in San Francisco and 
Philadelphia it was asserted that 
some models of. these lines might 


drive Chevrolet - Ford - Plymouth 
(Continued on Page 46, Col. 1) 





ATA Defers Plans 
For Credit Agency 

















Ford Zodiac in San Francisco— 


James Stark, left, San Francisco area representative for Ford Inte 
Patricia Ozanne of Dagenham, England, inspect a Ford Zodiac that was 
loaded at San Francisco. Miss Ozanne, a British women's automotive ¢ 
watched the shipment of English Fords as they were loaded in Dagenham, 


U.S. Pay Aid Hit 


For Driver Clas 


followed them to San Francisco. 





Isetta Outlet— 


An estimated 2,000 persons turned out 
to see the BMW Isetia 300 cars and 
engines at the grand opening of Isettca 
of Beverly Hills in Beverly Hills, Calif. 
Two Isettas, operating until nearly mid- 
night, provided demonstration rides for 
most of the visitors. The 15 Isetta dealers 
in Southern California are supplied by 
Fadex Commercial Corp., New York. 


N. H. Senate Kills 
Bill to Limit Car 
Power and Length 


CONCORD, N. H—The New 
Hampshire Senate has rejected a 
bill which would have restricted the 
length and power of automobiles. 


A committee reported unfavor- 
ably on the measure after hearing 
testimony from spokesmen for the 
Automobile Manufacturers’ Assn. 
that the proposed legislation would 
“inhibit research.” 

Sen. Charles Humphreys said the 
top horsepower in 1957 cars pro- 
vides enough speed and that if no 
further increases were permitted it 
might be possible to halt New 
Hampshire’s mounting accident toll. 
He also contended that longer cars 
are making present garages and 
parking spaces useless. 

Motor Vehicle Commissioner 
Frederick N. Clarke endorsed the 
principle of the bill, but questioned 
the wisdom of a te law on the 
subject, although he said the Senate 
might ask Congress to enact Fed- 
eral legislation covering all states. 

Opponents. of the bill, who con- 
tended high horsepower does not 
necessarily mean high speed, in- 
cluded spokesmen for the Big 
Three; Thomas McKoan 


retary | sive road testing of new ¢ 
increase their cost. 
ae a 
saf , 
coat be well worth the . 


3 sec 
of the New Hampshire Automobile 
Dealers’ Assn., and spokesmen for 
the New Hampshire High way 
Users’ Conference. 


WASHINGTON. — P 
the Federal-aid bill for driver 
cation relating to appropriations: 
teacher training and salaries 
opposed last week by the 
Education Assn. 


that he 
that 
training or salaries of 5 
driving 


He said the grant of ge 
subsidies for a special gro 
create divisions in the 
profession and create “ad 
tive controversies.” 

Introduced by 
chairman Kenneth ob 
bama Democrat, the bill 
thorize $28 million 
states for driver educat 
grams in the schools, with 
the apportionments going 

and 


cars 
tional equipment, which 
the “greatest oS 


Roberts agreed that 
legislation would be 
versial if the Federal 
tions were earmarked 
equipment purchases. 

Another witness, Rep. 
J, Multer, New York D 
newed his plea for e 
several bills he 


apply throughout the cd 

provisions of the Uniform 
Vehicle Code; require each 

motor vehicle sold to " 
certificate of fitness <a ’ 
thoroughly inspecte - 
tested for 100 miles; prohibit 

makers from oS coal — cy 
buying unwanted . 
ment; require the sealing of 






Spend on Equipment 
Instead, House Urged 
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They've taken more punishment than your customers can give ‘em 


|GOODYEARS NEW 3T NYLON CORD TIRES! 


There’s a big difference in nylon cord. 
3-T Nylon Cord is different because it’s 
triple-tempered by an exclusive 
Goodyear process. Better because 
triple-tempering makes it triple-tough! 


HE TIRES you sell have to take punishment 

—a lot of it! That’s why they should be 
made with the best cord—nylon, pound for 
pound stronger than steel! 


But, unless properly pre-conditioned, nylon 
stretches under tension. To control the stretch 
of nylon, Goodyear developed an exclusive 
process involving precisely controlled Tension, 
Temperature and Time. The result: a nylon 
cord that is fully controlled at its point of 


SUMORSGER COG THEE (OUSHDE bins Giesi”’ backed: The aclendis deeb ef Gestyeers tana “SOE tee eh eee. 

$2,000 crushing pounds of pressure bear down relent- § 3-T Nylon Cord means longer, safer tire life for your Triple-tempered, triple-tough 3-T Nylon 

lesly on this Goodyear 3-T Nylon tire. The steel  customers—greater protection against blowouts... Cord withstands flexing better than any other 

wheel buckles—yet not one single 3-T Nylon Cord is more miles of safe driving. tire fabric. This “high-flex” strength makes it 
more durable and blowout resistant —even after 
long, punishing service. 

Your customers get more service . . . safer 
service . . . greater freedom from tire worries. 
And don’t forget to feature Goodyear’s famous 
Lifetime Guarantee. 

This exclusive 3-T Nylon Cord tire, with its 
two fully independent treads, is your customers’ 
safest insurance against all kinds of road haz- 
ards. And now, you can sell it at the lowest 
price ever. Goodyear, Akron 16, Ohio. 


SAFER ON THE INSIDE! These two cars hit dangerously. The other car, on Goodyear nylon tires 
this oil-slicked road at 50 miles an hour—then both with the new Twin-Grip tread, came to a safe straight- 
(rs braked at the same instant. The car on the right, line stop 38 feet quicker! That’s Goodyear’s famous 
Miding on ordinary-type tires, slipped and fishtailed | extra margin of safety. 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! 


NEW 3-T NYLON CUSTOM SUPER-CUSHION 


GOODSYEAR 


This diamond is a tire dealer's best friend. Super-Cushion, T. M., The Goodyear Tire & Rubber Compasy, Akron, Ohio 
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By Cornell Crash Research .. . 





Belts Found of Value | 


In Study of Injuries 


NEW YORK.—A detailed study | listed as being thrown from the car 


on factors at play in auto accidents 
is presented in the annual report of 
Automotive Crash Injury Research 
directed by John O. Moore at Cor- 
nell University medical college. 

The report found, among other 
things, that: 

1, Many factors other than 
speed operate to produce injury. 

2. Seat belts are of definite 
value in preventing injury in a 
collision. 

According to the report on 
studies of 3,000 injury-producing 
accidents, approximately 75 percent 
of the cars were traveling at speeds 
under 60 m.p.h. 

However, an overall view of all 
speed ranges showed steady in- 
creases in the frequency of grades 
of injury as impact speeds or trav- 
eling speeds increased. 

The increases in grades of injury 
were relatively small in the ranges 
progressing up to 60 mph. but 
beyond this point, the increases in 
dangerous or fatal injuries became 
more marked. 

Among all persons traveling 
below 60 m.p.h. at the time of an 
accident, 6 percent sustained 
dangerous or fatal injuries. 
Among persons traveling above 
60 m.p.h., 17 percent received 
such injuries. 

The report pointed out, however, 
that “even if it had been possible 
to control completely the speeds to 
@ maximum of 49 m.p.h., 60 percent 
of the dangerous or fatal injuries 
would still have occurred.” 

Factors. aside from speed were 


Fisk Offers Tire 
With Permanent 
Built-In Balance 


DETROIT. — Fisk Tires division 
of U. S. Rubber Co, has introduced 
the “Safti-Flight” tire, which it 
says is “the first passenger tire 
with permanent balance.” 

Fisk Manager John A. Boll said 
the tire gives vibration-less and 
quieter ride, easier steering and 
longer tread wear. 

A tire with permanent balance 
has been sought since 1934 when 
independent front-wheel suspension 

on new cars. 

In the conventional method of 
tire-making, a piece of rubber is 
cemented to the liner at the tire’s 
light spot after the tire has been 

canized 


vul . 

Fisk said its new tire has a thin 
strip of very dense rubber which 
runs completely around the inside. 
The balance band, as it is called, 
is vulcanized to the lining when 
the tire is cured. 

Fisk said the tire will be offered 
only in tubeless models. The tire 
is made with nylon cord. Fisk 
claimed the tire is the only pas- 
senger tire in the world with an 
eight-ply rating and said that it is 
considered virtually blowout-proof. 


. = > 


Built-In Balance— 






(ejection); seat area occupied, and 
external site of crash impact. 

The report said that interpreta- 
tion of data brought these two 
hypotheses about injury-producing 
accidents: 

1. Dangerous or fatal injuries ob- 
served in accidents where the 
traveling speed was less than 60 
m.p.h, are influenced far more by 
the design characteristics of ob- 
jects which the occupant may con- 
tact than by the speed at which 
the cars were traveling before the 
accident. 

2. Those injuries in accidents 
where the speeds were above 60 
m.p.h, are closely associated with 
speed plus interior design charac- 
teristics and possibly other vari- 
ables such as type of accident and 
area of impact. 

In studying the effects of ejec- 
tion, researchers found that per- 
sons thrown from the car were 
injured five times more frequently 
than those who were not thrown 
out. 


Two studies were made in regard 
to seat belts. One compared in- 
juries of belt-wearers and those of 
persons thrown out of the car. The 
other compared injuries of belt- 
users and persons not using belts 
who were not ejected. 

In all cases, the researchers 
found injury rates reduced when 
belts were used. When compared 
with ejected nonusers, belt-wearers 
had 80 percent fewer moderate- 
through-fatal grades of injury. 

When compared with nonejected 
nonusers, belt-users had 60 percent 
fewer moderate-through-fatal 
grades of injury. 

The chance of any type of injury 
was also reduced by 60 percent for 
belt-wearers, the report said. 


N. Y. Group Reactivated; 


Schmidlein Elected 


MOUNT VERNON, N. Y.— The 
Mount Vernon-Hastchester Auto- 
mobile Dealers Assn. has been re- 
activated, and Joe Schmidlein has 
been elected president. 

Other officers are Lou Burcheri, 
vice-president; Pete Mellas, treas- 
urer, and Judge Vernon Murphy, 
secretary and attorney. 
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Ford Officials, Parts Managers Meet— 


Fourteen parts sales managers, representing the 7,000 Ford dealers throughout the U. S., are shown at division 
offices in Dearborn, where they met with factory officials to review parts and service operations and discuss future Plans, 
delegates compose a subcommittee of the National Ford Dealer Council which meets periodically with the division 
change ideas. From left are Don Carlson, Chicago; William A. Kirkpatrick, Cleveland; Oscar Renstrom, Modesto, Calif; 
White, St. Cloud, Minn.; W. C. Bartlett, Abilene, Tex.; Dan Pinholster, Philadelphia; James G. Greene, Kansas City, 








Charles Powell, Jackson, Miss.; Jim McKnight, Birmingham, Ala.; Ernest Ward, Boston; Andrew Murphy, Brooklyn, N, Yy 
J. Depke, St. Louis; John Fisher, Los Angeles. Representing the National Dealer Council is Robert Battat, Newark, 0, 


Reed Cundiff, Lexington, Ky. 


Service Absorption to Be Dro 1% 


Edsel’s Plan for Dealer Profits 


(Continued from Page 2) 
service while compiling a new-car 
prospect list. 

4. Dealer service development is 
the number one item in Edsel’s 
program to aid dealers. 

Asserting that Edsel division 
considers service as a profit 
maker, Baker said, “Certain 
accounting theories, such as ‘serv- 
ice absorption’ of the entire 
deealership overhead, have led 
some dealers to conclude that 


But in actual dollars, the typical 
well-managed service shop makes 
30 percent gross profit, 
“Our Green Light service pro- 
gram of cooperating with dealers 
in service development is far more 
extensive, realistic and closely 
geared to dealer needs than any 
ever offered by a manufacturer, 
we believe.” 
™ > a 
ADDED that Edsel will also 

assist dealers in facilities plan- 

ning and in training mechanics. 


In regard to the parts and acces- aah 


sories profit center, Baker said that 
the market necessarily will mature 
with the growth of the Edsel car 


population. 
Until this happens, he said the 


Credit Laws Go Into Effect 
In Minnesota, North Dakota 


ST. PAUL.—Laws governing in- 
stallment sales of vehicles go into 
effect today (July 1) in Minnesota 
and North Dakota. The North Da- 
kota law covers sales other than 
those of vehicles. 

The 


‘| the licensing of those who hold in- 


stallment contracts and governs 


.| other details of installment deals on 


all vehicles. 
IL C. Rasmussen, state banking 


commissioner who will administer 


_|At Steubenville 


sT , O-—The Tri- 
County Automobile and Truck 
Dealers Assn.. composed of dealers 
in Steubenville area of Ohio and 
West Virginia, has elected John 
— nm, Wellsburg, W. Va., presi- 
en 

Jack Winston was named first 
vice-president and George Kopras 
was elected second vice-president. 
Leonard Hastie continues as execu- 


| tive secretary-treasurer, All three 


The dividers point to a thin strip of | are of Steubenville. 


dense rubber which is said to give per- 


Board members are Robert 


manent balance to the “Softi-Flight" tire,| Catrell, Al DeJohn, Jack Jones, all 
produced by Fisk tire division, U. S.| of Weirton, W. Va; Winston, 
Rubber Co. The strip runs completely; Kopras, Mitch Mozur, Ralph Crew, 
Ground the inside of the tire and is| Mike DiNovo, all of Steubenville, 


vulcanized to the lining, 


and Queen. 


the law, told dealers it is not the 
intention of his department “to run 
or control in any way” the busi- 
nesses of dealers. 

He added, however, “Where 
failure to comply with any pro- 
vision of this act is willful or in- 
tentional, prompt action will be 
taken.” 


Rasmussen’s instructions to 
dealers pointed out that all details 
on payments must be shown on the 
contract. Model changeovers will be 
@ffective on the first day of each 
year, he said. 

The North Dakota law is much 
like the installment sales laws 
passed in other states. It is pat- 
terned on the New York credit 
law. 

New conditional sales forms had 
to be prepared to meet require- 


ments of the law. A legislative com-|* 


mittee has been appointed to study 
the law in action and prepare sug- 
gested changes for the next session 
of the Legislature. 


Anderson Now Chairman 
Of 3 Deals in Baltimore 

BALTIMORE.—A. D. Anderson 
has assumed the post of chairman 
for his three General Motors deal- 
erships, H, L. Hosford, with Ander- 
son management for nearly 20 
years, has been named president of 
the firms, 

The dealerships are two Oldsmo- 
bile outlets and one for Chevrolet. 





To help the dealer make his 
office a profit center, Edsel has 
created a special department to 
give the dealer the benefit of com- 
pany management know-how. 

This department, called Manage- 
ment Services, will have an ex- 
Perienced management consultant 
in every district office, available 
to dealers at no cost. This depart- 
ment also has developed modern 
accounting aids to simplify the 


dealer's task of keeping abreast | T 


of events. 
* 7 > 
On Same Foundation ~ 
y[ Sie Management Services mana- 
ger will supervise all the 
functions of business nt, 
es planning, and sales 
promotion of new cars, used cars, 


“We are not seeking to run any- 
body else out of business and we 
are not out to ‘shrink the economic 
pie’ in any town, city or state. 

taking business away 


we will have good businessmen for 


dealers.” 
a * e 


$75,000 Investment 


CCORDING to Baker, Edsel 
officials estimate that the mean 
dealer will invest between $75,000 
and $125,000 in a franchise and 
that he should do a mean ann 
SS . 
“Ordinarily, “a 
dealer might invest at least hage 
000 working capital, plus build- 
ings and facilities for a 
but our whole 
working with 


if 


is that each individual 
establishes his own sales 
and his own investment 
ments.” 


Baker said that as a 


research, the division's 


and promotion will push Edsel 
the smart car for the 
tive or professional family o 
way up. 
. > > 

H= CONTINUED, “It will say 

the young man: ‘Hdse 
faith in you, son.’ To attract 
lies, it will not be e& 
masculine, but will seek @ 
some ‘good’ role. We will 
‘Successful status to Ford 
who are trading up.” 
attempt to exploit two 
pendable tendencies of 


E 
= 
g 
g 
me 


vertising agency — Foote C 
Belding—Baker said that he« 
the division and Edsel to 
indefinitely because both 
importance of the dealer, 
on high-ticket items.” 


a 


-oGa*. FF eersst 2. « 


be introduced early this fall, 
J. C. Doyle, general sale 

marketing manager of 

lined the full 18-model co 

here at a luncheon sponsor! 

Edsel for Buffalo-Niagara ba 


ing with the lowest wi 
be Ranger, Pacer, C 
Citation. 


The separate series of five ™ 
station wagons, Doyle said, W1 
clude the Roundup, a twee 
six-passenger model; the Vil 
available as. a four-door 


which also will be either 
nine-passenger, 

The lowest price 
will offer a two-door 


there also will be a fou 
two-door hardtop and 








BENDIX DUO-DUTY AUXILIARY BRAKE 
Power to hold on grades ... Power to stop at road speeds 


The Bendix* Duo-Duty auxiliary brake serves the 
double purpose of a positive parking brake and an 
emergency road-speed brake. 


FOR PARKING, the Duo-Duty brake has ample 
torque capacity to keep the braked wheels from 
rolling on any hill or ramp, regardless of how 
steep. 


FOR EMERGENCIES, it has the torque and thermal 
capacity to serve as a dependable stand-by brake 


at road speeds should the main braking system, 
for any reason, fail to work. 


Minimum physical pull at the hand lever, less 
weight, fewer parts, mechanically simple. 


A heavy-duty drive shaft brake that is rugged 
and right . . . built and backed by Bendix. 
*REG. U.S. PAT. OFF. 
BRAKES « POWER STEERING « POWER BRAKING + CONSTANT VELOCITY 
UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


Bendix 2% South Bend, »». [Rae 


Export Sales and Service: Bendix International Division, 


205 East 42nd Street, New York 17, N. Y. 


| 
| 
| 
| 
| 
| 
| 
| 
| 





AUTOMOTIVE NEWS, JULY 1, 1957 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


New Governor Controls 


Road and Engine Speed 


eo interesting details recently 
have become known on a new 
type of road speed governor—a 
product now under development at 
Stewart-Warner. Timing of. this 
project is aimed at having available 
a “true road speed governor” that 
will meet requirements arising with 
the appearance of a new generation 
of high-output truck engines, 

A major change now is taking 
place in the truck industry. A 
few manufacturers already have 


These new engines are designed 
specifically as powerplants for high- 
capacity, heavy-duty truck applica- 
tions. No engineering compromises 
were made with adaptations of en- 
gines taken from either passenger 
car or light truck service. 


Motivating force behind this new 
cycle of engine development is the 
fact that the needs of the truck 
transportation industry have ex- 
ceeded the economical operating ca- 
pacities of many designs. The so- 
called “standard” engines in heavy- 
duty applications labor under full 
power to maintain highway speeds 
when fully loaded. 

Operating at this continual high- 
rpm throttie-setting, fuel consump- 
tion is excessive and maintenance 
costs are high, Basic considerations 
of the engine designer in develop- 
ment of specifications for the newer 
engines, thus, have been predomi- 
nantly economic in character. It is 
expected that the “newly designed” 
engines will offer increased power, 
improved fuel consumption and 
greater life expectancy. 

> * * 
the boosted capabilities of 
these new engines, Stewart- 
Warner engineers believe, the need 
for a road speed governor is 
“urgent.” They say: “In all prob- 
ability, a speed-controlling device 
will become standard equipment on 
heavy-duty highway trucks and 
optional equipment on light trucks 
in the near future.” 
Heavy-duty trucks with the ad- 
engines will cruise under 
load at 45 to 55 miles per 
at part-throttle engine 
The need for a governor 
obvious — because trucks in- 
mded to operate economically 
this speed range have top 
speeds far in excess of the desig- 
nated cruising speed. 

With certain combinations of 
axles and transmission, dangerously 
high road speeds will be possible. 
Yet, trucks with potentially dan- 
gerous top speeds are desirable 
economically because of low fuel 
consumption when the engine is 
“loafing along” at normal highway 
speeds. 

+ ” > 
Various Designs Tried 
A that is necessary, is that 
this excessive speed potential be 
held under positive, automatic con- 
trol, Recognizing the existence of 
this problem, Stewart-Warner en- 
gineers have explored various ave- 
nues of development in their search 
for an “ideal” governor. In develop- 
ment work on gasoline engines, 
various methods of controlling en- 
gine fuel or ignition coil output 
were judged unsatisfactory. 
“Forcibly taking the throttle 
pedal from the operator at ex- 
cessive speeds was considered 
worth investigation” and a work- 
img governor was developed on 
this principle, This ap 

shelved, however, as 

pressures of 125 pounds were re- 

quired to prevent drivers from 
violating the governor. 

Space limitations, standardization 


problems and prohibitive costs also 
were factors in discouraging 
further work on this approach for 
truck applications. 

It was decided that two basic 
mechanisms are necessary to govern 
road speeds: (1) a speed sensing de- 
vice operating as a function of 
road speed; and (2) an engine con- 
trol mechanism that modulates 
engine rpm when the speed sensing 
device indicates that road speed 
has exceeded the desired rate. 

What Stewart-Warner finally came 
up with is a speed sensing device 
(No, 1, above) or governor de- 
signed for use with a commercially 


available (from another company) 
engine governor or engine control 
mechanism (No, 2, above). 

The commercially available en- 
gine governor (already used as 
standard equipment on many 
heavy-duty highway trucks) con- 
tinues to govern top engine rpm— 
but, in this application, it also 
serves a secondary function to 
govern road speed. 

= > * 

SSENTIALLY, the new Stewart- 

Warner road-speed governor is 
a centrifugal mechanism that ro- 
tates proportional to vehicle speed, 
and modulates a needle valve 
allowing air flow to the engine 
control mechanism at excessive 
road speeds. 

The air is directed to the atmos- 
Phere side of the carburetor 


take-off to the lower connection of 


the governor. Standard speedometer 
flexible shafting runs from the 
upper connection of the governor 
to the speedometer, Standard tub- 
ing connects the air reservoir tank 
and the governor inlet port, and the 
governor outlet port to the atmos- 
phere side of the diaphragm servo 
on the carburetor. 


+ * * 
Vapor Pressure Test 


Modified by GM 

ENERAL MOTORS engineers 

have developed a “practical 
method” of measuring and express- 
ing vapor locking tendencies of 
gasolines. As described in a recent 
SAE report by GM engineers John 
D. Caplan and Charles J. Brady, 
this method utilizes a modification 
of the conventional Reid vapor 
pressure apparatus. 


work was 
measuring 


According to Caplan and Brady, 


advantages of this new 
include: (1) It provides gq 
number that predicts re 

the vapor locking tendencies 
gasolines, It is claimed that « 


number is “easily and rap 
.termined.” Naty & 


(2) It more realistically 
ates the effects of small weathss 
losses .on vapor locking ter : 
than does the standard Reid yas, 
pressure method, a1 

(3) It allows direct comp 
of vapor lock test results to 
made when using different 
ence fuel systems. 

(4) It makes possible the 7 
of distribution curves of volt 
requirements of the car popy 
for vapor-lock free operation 
of the vapor-locking tende / 
gasolines marketed commercially 

(5) It permits comprehension 
the vapor locking tendencigy 
both passenger cars and 5 
by both petroleum technol 
and automotive engineers, 

The new method is designateg 
General Motors Vapor P 
(GMVP), and now is in 
measuring and describing 
volatility in GM engineering 
test facilities. 
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By Joseph M. Callahan 
Staff Writer 
OIT.— Hi Dawson, a re- 
Be spected Detroit Ford dealer for 22 
. who has acquired three other 
oF reed outlets in the past four years, 
a there is always some way for 
> ay nterprising dealer to make 
= e in the auto industry. 
By n’s views on this subject 
gd other matters were obtained 
ni iast week in the. following AvurTo- 
og 


News interview: 
Q How does the car market look 
to you’ 


A. Confusing. And there’s not 
much money in it. 
How many dealerships are you 
now the major owner of? 
A Four, plus three used-car lots. 
Q What dealerships? 
A This place, Hi Dawson, Inc., 
on Livernois Ave. in Detroit; Ray 
McKay, Inc., Indianapolis (acquired 
WE rom McKay in 1953); Downtown 
Ford (a Detroit deal acquired from 
George Holzbaugh in 1954) and an- 






















of leads. 
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«| pi Dawson Looks at Auto Industry: 


‘Always a Way to Make Money’ 


other Michigan dealership acquired 
this year. 

Q. If the market looks unprofit- 
able to you, why are you adding 
these dealerships? 

A. The only way I'll take on a 
dealership is on a buy-out basis; 
that way I make a capital gains 
profit. 

Q. When you buy these dealer- 
ships do you install any particular 
methods of your own? 

A. Not to speak of. The factory 
lays out a program for the opera- 
tion of every dealership department, 
except the used-car operation. 
Everybody more or less follows 
these programs. 

In the used-car operation there is 
no important factory rule except— 
sell everything within 30 days. So 
you have a chance to use some of 
your own methods. 

Q. What method do you use in 
your used-car operation? 

A. Just sell the cars. 

Q. If the auto business looks con- 


DIVISION OF GENERAL MOTORS -« 
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fusing, why are you buying these 
dealerships? 

A. There’s always some way to 
make money in this industry. 

Q. Are you going to take an Edsel 
franchise? 

A. I’m not interested in mission- 
ary work. 

Q. What's the biggest problem in 
the auto business today? 

A. The thing that concerns me 
most is the shortage of good auto 
salesmen. They’re all leaving the 
business. They can’t make as much 
money as the mechanics and they 
have more expenses and need 
greater talent. 

today 


salesman 
does no prospecting or file-build- 
objec- 
incentive. 
10 cars a 


E 


alt 


all this ertising 
on TV and in the newspapers about 
the “long deal,” all he succeeds in 


DELCO-REMY ANNOUNCES 
NEW ONE-PIECE, PREADJUSTED IGNITION 
CONTACT SET FOR THE REVOLUTIONARY 
EXTERNAL ADJUSTMENT DISTRIBUTOR 


Never before such convenience, accuracy, quality, and sales appeal in 
ignition contact sets. This new, completely assembled, factory-adjusted 
unit specially developed for Delco-Remy external adjustment distributors 
offers these important advantages: 
One-piece construction for easier, quicker installation. 

Fully adjusted, including spring tension and contact alignment. 
Convenient primary terminal for easy attachment and detachmen 


Revolutionary new adjusting screw permits easy, accurate adjust- 
ment of cam angle while the engine is running. 


New moisture-proof, heat-sealed foil package protects contacts from 
dirt and oxidation—is easy to stock, identify, and sell. 


Each set is enclosed in the new Delco-Remy moisture-proof metal foil 
package. These colorful, distinctive packages stack neatly in your parts 
cabinet, are easily identified, and assure your customer factory-fresh, 
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Dealer Sued in Crash; 
Pair Wins $16,500 





doing is getting the prospect roll- 
ing on his shopping rounds. The 
chances are that the salesman 
who's sitting in the showroom will 
get the deal; so he might as well be 
sitting in the showroom, 

Q. What can be done about this 
situation? 

A. We need an overall educa- 
tional program for the public. All 
they do now is shop, shop, shop. 

The manufacturers and the 
dealers may have the answer, but 
I don’t know what it is. I will say 





INDIANA 


11 


that the factories and NADA 
have done something to educate 
the dealers as to what it costs 
the dealer to sell a car. But, some 
dealers still refuse to recognize 
this. 


Q. What do you think about to- 
day’s selling techniques? 

A. Too many salesmen assume 
people buy only when they get the 
urge. You have to create that urge. 
We depend too much on TV and 
newspaper advertising. TV has be- 
come a narcotic. 


One thing about it, they have 
managed to change the selling sea- 
sons with this advertising. There’s 
no such thing as a spring market 
anymore. 

Q. What about the unions’ claim 
that they could improve the posi- 
tion of the auto salesmen by setting 
a minimum commission which 
would be included by the dealer in 
his costs? 
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THE FORWARD LOOK 


MEANS BUSINESS... 


Ss ybe TELL ME THAT The Forward Look has become the living symbol 
of one of this nation’s great corporations on the: move. They’re right. 
It has. 
“I’ve often heard that The Forward Look stands for all the styling and 
engineering leadership we have gained and are determined to maintain. 


“And it has been rightly said that The Forward Look represents the 
progressive personality of Chrysler Corporation and all our ideals and 
hopes for the future. 

“But let us never forget that, primarily and basically, The Forward 
Look means business . . . good, profitable business for Chrysler Corporation 
dealers. And perhaps even more significantly, The Forward Look means 
a way of doing business . . . and a firm conviction of the solid strength 
beneath the partnership that now exists between us and our dealers. 


“This working partnership we call dynamic. It is dynamic for Chrysler 
Corporation dealers in the forward momentum it creates for continuing 
progress. It is dynamic for Chrysler Corporation in the responsibility it 
places upon us to provide products which make that progress possible. 

“Tn over thirty years of automotive manufacturing, we’ve never experienced 
anything like the public enthusiasm which has welcomed functional fin- 
styling. This is the styling that’s winning us new customers like never before 
... the styling that will be setting the pace for years to come. 


“These are the cars which offer more of the modern things young-minded 
Americans want and expect. Our new Torsion-Aire Ride makes practical a 
whole new idea of the way modern automobiles should corner, handle and 
ride. Our Chrysler Corporation pioneered full-time power steering is now, 
literally, an automotive household word. Chrysler Corporation pushbutton 
controls have been proved by six billion miles—a million drivers! To these 
we can only add that the best is yet to come from the Chrysler Corporation 
way of building better automobiles. 

“You will have an opportunity, from time to time, in the pages of this publi- 
cation to meet a number of the men who run successful Chrysler Corporation 
dealerships. In their own words, you will learn exactly what they. think of 
us and of our products. You will see why they are called Dealer Profiles! 
We're convinced it will help to prove what we’ve been hearing all along. . . 
there’s room to grow and prosper with Chrysler Corporation.” 


L. L. COLBERT, 
President, Chrysler Corporation 
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ity. 

Oct. 2-44 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

° 20-2i—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 


Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 


Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

dan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 


Auto Shows 
Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 
Oct. 30-Nov. 10—international Automobile 
Show, Turin, Italy. 
Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 


Nov. 27-Dec. I—St. Paul Automobile Show, 
Auditorium, St. Paul. 
Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 
Jan, 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 
Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 6-12 — St. Paul Automobile Show, 
Auditorium, St, Paul. 
Show, 
Pitts- 


Jan. f Automobile 
Hunt National rd Armory, 

Jan. 18:26—Cincinnati Auto Show, North 
eee South Wings, Music Hall, Cincin- 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—T. Auto Show, Fort Hes- 
terly Armory, Tampe. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 
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"One good thing about the old days . . . the cars 
too high for the salesmen fo rest on.” 


Letterbox 
‘An Inaccuracy ... . 
















































GM Import Move Expected 
To Aid Sales, Profits 


ENERAL MOTORS has decided to start importing for- 

eign-built automobiles into the U. S. after getting along 
rather nicely without them for the half-century it has been 
in business. 

The effect of GM’s move on the traditional U. S. market 
ean only be estimated at this but it would seem that 
everybody is going to profit by the decision—dealers, fac- 
tory, customers and friendly foreign nations alike. 

















Dealers should find the imported jobs efficient builders of General , national manager, 
floor traffic. A certain number of showroom visitors are| °¢.,,'*/S-Truck Body and Equipment Sales, E. I. du Pont de Nemouns# 
to buy the foreign cars; others can be dovdepel into an Arete iar Hota Atients.. Co., Detroit. 
or Pontiac once they’re in dealership. . 9) — homntive Whalesaler: of 2. Se 
Dealers will be to learn that the majority of deals Hiten Hotel Son Astonio. Good Information 
on imported cars usually retain a greater amount of full) Nev. 24—13th tematic Decien Anne une at coe of a 
Reng ase. lena —- aon it on my desk as 
The factory will profit by virtue of strengthened dealer-| “Sei Engineers, Annual Meeting, Conrad req re 
ships, and a weapon of its own with which to combat the Hilton Hotel, Chicago.” "4 | Pont's production...’ . . . en sare an ae 
increasing sales of foreign cars by independent dealerships. gene @ 






30 Years Ago ee 
The Big Stories 


New-car buyers will have additional choices in the econ- 
omy-car field as a result of GM’s action. Many who prefer 
a foreign utility car will be cheered having well-estab- 





lished franchised dealerships’ service departments open to vonage, te 
them. A common complaint of foreign-car buyers in the past A world’s record for a stock model car was set at the General ‘S01, ks ee ae 





Motors proving grounds by a LaSalle roadster with Willard Rades 
at the wheel. In 253 laps of the new speedway the car did 955.65 
miles in 10 hours 4 minutes and 4% seconds, or an average of 95 
m.p.h. The maximum speed for a single lap was 98.8 m.p.h. 

The U. S. has reached a point in the development of the automobile 
market where more than 50 percent of the cars sold are to replace 
those which have been retired from service, according to Irving H. 
Taylor, of the Department of Commerce. 

From January to June 1 this year, Chrysler Corp. produced 85,330 
cars, as compared to 61,541 for the same period last year, or a gain 
of nearly 40 percent, according to Walter P, Chrysler, president. 

Rumors to the effect that Studebaker Corp. has been merged with 
General —- Corp. were denied by Albert R. Erskine, Studebaker 
president’ 





has been the price gouge when service is needed. 


Not the least of the benefits of the new development is 
the effect it will have on national and private economies in 
Germany and Great Britain, two of America’s staunchest 
allies in the free world. 


Importing of more autos into this country will have a 
favorable impact on the trade balances of England and Ger- 
many. And the little guy on the assembly lines will be work- 
ing more weeks per year, earning more money. A little of 
America’s high standard of living is going to rub off abroad. 


And it’s better to do it through trade than through aid. 














—F¥rom the files of Automotive News. 









Ever Sold /- 


Recommend this for the fine cars you sell and service: 


NEW GULF CREST 


New Gulf Crest surpasses all other gasolines in these significant ways: 
® It’s made with a new and exclusive Gulf formula to keep modern en- 
gines cleaner, quieter, smoother-running than any other gasoline. 
® New Gulf Crest is packed with more potential power per gallon than 
any other gasoline. 
% Gulf guarantees peak performance without knock or pre-ignition—even 
in the highest-compression cars. 

It’s the gasoline you can recommend without reservation—the finest 
gasoline ever offered to the motoring public . . . new Gulf Crest. 


Now, more than ever- 
to get the best from 


wey AD GULF GULF NEW GULF SUPER WO.NOX . . 6000 GULF 


best ever sold for the for all but the most that famous 
finest cars ever built critical of today’s engines high-value gasoline 











— big controversy is on again. 

Is the machine—this time the 
mechanical brain—going to dis- 
place a lot of workers? 

Earlier, in the 1820s, it was James 
Watt's steam engine, Eli Whitney's 
cotton gin, and other mechanical 
substitutes for muscle. Now it’s the 
electronic calculator, the punch- 
card system, the general field of 
cybernetics and automation. 

“Automation” is not in the dic- 

tionary. The word was coined by 
John Diebold, a young industrial 
consultant. Diebold, Prof. Gordon 
Brown, of the Massachusetts In- 
stitute of Technology, and Walter 
P. Reuther agree that automa- 


AUTOMOTIVE NEWS, JULY 1, 1957 


tion will speed the arrival of the 
four-day week. 


One result of a 30-hour week 
would be that the country would 
have to learn how to use more 
leisure time, But wouldn’t that be 
fun? 

Time was when the British Par- 
liament seriously deplored the move 
to cut the working day from 16 
hours to 12. They feared the mis- 
chief-time it would give. Indeed, 
when the 12-hour day came about 
in England, the Government spent 
millions of pounds sterling to cre- 
ate parks and games and shows 
they thought the “laboring class” 
could understand. They called this 
“developing new means of common 
enjoyment.” 


* cal * 


Based on Cybernetics 


_ unions say they believe this 
second industrial revolution—it 
really is the third, because it began 
in England about 1750—is inevtita- 
ble. They suggest that labor, man- 
agement and government, should 
plan ahead to retrain workers in 
terms of electronics. Unions can’t 
collect dues from machines, but ma- 
chines can’t buy cars, either. 
Automation has created many 
new industries. It has opened up 


Mercury Promotion in Alabama— 


Crowds of curious onlookers gaped at the caravan of Chess McCartney and his 
goats as they paraded through Anniston, Ala., under the sponsorship of King-Chapman 
Motor Co., Inc. (Lincoln-Mercury). McCartney, whose rolling junkyard and goat herd 
are known all over the South, carried signs declaring the “Big M" is making “goats” 
of all other makes. J. F. King, dealership president, said the publicity stunt was “a 
riot and backed up traffic at times for approximately two miles." 


millions of jobs since Watt and; mated telephone system, nearly 
Whitney fathered America’s indus-| every woman in the U. S. would 
trial revolution. have to be a telephone operator 
—so greatly has the use of tele- 
phones increased. 


ample: If we didn’t have an auto- Automation is based on cyber- 
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... WHEN 


BEARINGS YOU NEED 
YOU NEED THEM 


Bower tapered roller bearings hold adjustment and pre-load longer 
. . » because Bower Spher-O-Honed design gives you roller heads 
ground to the operating contour that other tapered bearings must 
acquire through run-in. Bower exclusive higher flange design provides 
large, two-zone contact for roller heads to improve roller alignment, 
cut down wear and resultant end-play. That means performance 
that's right for you and your customers. 


Bower roller bearings are widely used as original equipment and are 
readily available when you need them for replacement work. 





| cause it is essentially a logical 















netics, and cybernetics is } 
mathematics. Cybernetics eg 
from the Greek word mes 
steersman. For years and 
have counted on math 
There was Archimedes and 
ory of the lever. There wag 
and his mathematics of play 
solid areas called geometry, 

* * * 


An Intellectual Revol 

bRv™ Omar Khayyam, who 
in the 11th century, was 

tinguished mathematician qa — 

Omar’s fame is chiefly from ga isi 

Persian love lines as: 

“A jug of wine, a loaf of breag 
and thou 




























7 A aS c New-t 
Beside me singing in the wilde. four mc 
ness— Bh ney: 
O, wilderness were Paradig Mh wa Pes. 

enow!” 1—108,7 

They say the world of aut — 93,7 
tion is the young man’s new g— 33,2 
But only 23 percent of our hmm 4239 
schools give courses in chemistry 5— 17,8 
physics and geometry. What's é 31 
pening is just as much an intelige t 43 
tual revolution as an in e 46 
revolution. Even college profe e 2,9 
have to retool every few years, § i 13 
taking courses to keep up withg,g U— 8 
new knowledge. mw 2 


If this goes on, and it will, 
ery will disappear and we shy 
work to live and not live to wom 
While machines click away for ™ 
we'll at last have time to live 


I suppose my grandson, 
took geometry, physics and chem 
istry in high school. Today hey 
in the Army. In a recent letty 
he told me he is saving his @ 
wages to finish college when & 
gets out, 

Later in his letter I began & 
wonder how much he could sy 
because he wrote: 

“Just bought 150 electrical 
... part of a gadget I'm bull 
that is clear in my own mind i 


rey e 


culator incorporating the prine | 
of both logic and calculus.” Gov, Ave! 
* * * a bill, In 
Basutos Have It Rough an 
ELL, I hadn't retooled 1 hicles sol 
matically enough for this paRell ty satisfy 
graph. So I called his mother, ane Commissi 
to find out what on earth he The bill 
She said her retooling bi @ iw as C 
reached analytical geometry, a @ in New Y 
calculus—but that she a the T: 
Pete meant he was doing that the h 
research that combined mount to 
sciences including cybernetics. § cumbranc 
Janie thinks he’s aiming at As ame 
at solving the human equatiags vides that 
Both mothers and grand mortga 
think their offspring will do agreement 
derful things. But we're both tion of th 
dering now what Pete will do shall have 
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he gets to college. 
P. S. I dare not write to Gm 
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son Pete that most savages ment to | 
their counting on five, 10 ; warned b 
because they use their fingers mt Purchase 
toes as models. The Yuki a weurity | 
in California base theirs on on free ar 
three or four, because they cure the | 
the space between their fing chase obli; 
stead of their fingers. + Likewis 

But what really appeals # @ a. 
i 

s that the African Basutes highway 


handicapped in their cyber 
because when they get up 
their word for it is Mac! , 
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bilengmonoolemongame that in} 
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But with both youth and KngHll wise we 
edge moving so fast now, 5 moded “4 
doubtless knows about savage 0 far as ar 
and savage fingers. He’s 4 "ER truck tr 
doing his computation with an a that has | 
tric calculator . . . which : At leas 
part of GI equipment now. mart en 
 ‘ wder the 
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60 Drivers Await J@ 

* * e cs 
Pike’s Peak Climb § -* 2 
COLORADO SPRINGS. —Storg lndustr 
car and race-car drivers Sate of N 


will conduct their annual 
of July assault on Pike's 
They'll traverse a 12.4-mile 


se roclke ~ 


which starts at an altitude of M0 ames 

feet and rises to 14,109 feet. — 3 ously curt, 
Some 30 stock cars and an ¢(® & @onomica) 

number of race cars are = 

to participate. Drivers will ine I 


Jerry Unser jr. Lakewood, (i 
who won last year’s event in #™ 
Chevrolet. This year, Unser ™ 
drive a ’57 Ford V-8. TE 
The race first was held in? 
and has been staged annually, © 
cept for World War years. @ 
stock-car class was revived in ® 
after a 22-year absence. oF 
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ommerecial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 





Buses, Commercial Vehicles and Equipment 










Top Trucks 


Newtruck registrations for 
months plus 25 states for 





=i 
ao Make 1956 Pos. 
716 Chevrolet 108,941— 1 
g— 93,750 Ford 95,912— 2 
¢— $3,204 Internat]  39,894— 3 
4 23,906 GMC 31,486— 4 
B 5— 17,620 Dodge 20,145— 5 
BS g— 8122 Willys 7,617— 6 
B i— 4884 White 5,885— 7 
| g— 4679 Mack 4,690— 8 
g— 2,989 Studebaker 3,768— 9 
1o— 1,300 Diamond T 1,542—10 
B — 393 Reo 1,060—11 
B w— 25 Brockway 371—12 
6205 Misc. 
. Total All Makes 
301,503 325,159 
Further details on page 40. 


Project Could Help Solve Truck-Law Mess .. . 





Road Tests May Set Standards 


1 importance of truck trans- 
portation to the economy of 
this nation has been brought force- 
fully to the attention of the public 
in several ways within the past 
year. 

Perhaps the greatest move in 
this direction was the signing of 
the Federal-Aid Highway Act 
which started the construction of 
approximately 41,000 miles of the 
interstate highway system. 

It is extremely doubtful that 





y gene dealers in New York no 
doubt were happy to know that 
Gov, Averell Harriman has signed 
Int. 2717, which restores to 
the conditional vendor his normal 
lien status in the cases of ve- 
sold to operators who fail 
the New York State Tax 
on their ton-mile-taxes. 
which has now become 
as Chapter 649. Laws of 1957 

York, amends Section 506 
Tax w which provided 
highway use tax was para- 
mount to all prior liens and en- 
cumbrances of any character. 

As amended, the law now pro- 
vides that a duly recorded chattel 
Mortgage or conditional sales 
given to secure a por- 
tion of the purchase of the vehicle, 
hall have priority over subsequent 

use taxes. 
protection of this amend- 
Ment to the tax law, dealers are 
Warmed however, applies only to 
Pitthase money liens and not to 
liens given by customers 
and clear equipment to se- 
performance of new pur- 
obligations. 
Likewise, there is no requirement 
the Tax Commission maintain 
Public record on lien docket of 
ligiway tax liens. Both of these 
were in the bill as 
lly introduced. 

is seems to be indicated, 
in New York, as far as 
g0, they have returned to 


. 
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used, 
Gov. Harriman was 
h to recognize that 
old law there would be 
trucks sold to individual 

on time. He stated, 
clear that the present prior 
M Provision adversely affects all 
try and commerce in the 
of New York, as well as the 
Mumber of honest and law- 
‘motor truck operators, by 
limiting the credit re- 
, available to the motor 
and, consequently, seri- 
curtailing the availability of 
motor transport serv- 
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gaze 


T hear you say, “That can’t 
, my state.” Just remem- 
‘at New York has some smart 

dealers who don’t watch 
naeene on capital hill too 
’ . 


eS 


eg 


“ 
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Wer Moves Before Start 


Press party thrown by 
-Warner to introduce 


— 


the new “Minit Heat” device that 
is claimed to make the average 
car heater start producing BTUs 
in less than a minute, rather than 
the normal 10 to 15 minutes it 
takes your present hot water boiler 
to heat you up, the engineer of the 
South Wind div., which produces 
the new device, let it drop that 
they are now working on a device 
for trucks that can be turned on 
and the hot water circulated before 
the engine is started, as I under- 
stood it. 

This sure will be not only a boon 
in the matter of starting their 
oversized coffee pots on cold winter 
days to many truck wheelers in 
the northwestern part of the coun- 
try but should considerably prolong 
the time between engine overhauls. 

Well, somebody is going to take 
pity on the kidneys of the heavy 
” and the lower 


Harold Bostrom, president of the 
Bostrum Mfg. Co. which makes the 
truck seat that takes the backache 
out of truck driving, is starting a 
research firm that will operate as 
a separate division and will con- 
duct field and laboratory tests for 
(Continued on Page 18, Col. 1) 


How They Fared... 
















Commercial Car Registrations 


By Makes 


First Four Months, 1957-1956 


without the importance of truck 
transportation and its affect on 
the economy, that this great 
project ever would have come 
into being, although trucks will 
represent but a minor percentage 
of the vehicles that will use the 
roads, 


The next outstanding recognition 
of the importance of trucks and 
truck transportation is being ex- 
pressed in the beginning of con- 
struction of the $20 million test 
project near Ottawa, Ill. sponsored 
by the American Assn. of State 
Highway Officials and administered 
by a private nonprofit organization, 
the Highway Research Board of 
the National Academy of Sciences 
—National Research Council. 


While this project is aimed at 
finding the most efficient materials 
and methods of road construction, 
it could ultimately result in more 
uniform ‘state laws regarding truck 
sizes and weights since many of 
the present restrictions would be 
meaningless if the entire interstate 
highway system were constructed 
to withstand the same stresses and 
strains, 


Fund Grab Averted 


AN? the third important mani- 
festation is the action of Con- 
gress to make certain that the 
multimillion-dollar road fund would 
not become one of the greatest 
“pork barrels” of all time. 

The first step in this regard was 
the Senate’s rejection of the Labor 
bid for $365,000 to 
reimburse the department for 
the hours it expects its men to ex- 
pend in the interest of the project. 





many public utility companies to 
dump the expense of relocation 
of their facilities on either the 
Federal Government or the states. 

It is being forcefully indicated 
in many quarters that such reim- 
bursement should not come from 
the funds collected and set aside 
for road construction. 

In fact the Western Assn. of 
State Highway Officials has asked 
Congress to “enact proper legis- 
lation to prohibit the payment or 
reimbursement from Federal-aid 
highway funds of any portion of 





150 Fords in Driveway— 
Police line up 150 Ford trucks for a 
dealer driveaway near the Mahwah (N. J.) 


assembly plont. Ford said it was the 
largest convoy ever assembled for a one- 


who are fighting the efforts of | day delivery. (See story on Page 22). 


Five Makers Show Gain 
In Registration Totals 


By Kenneth C, Kelley Jr. 
Staff Writer 


pros topped Chevrolet in new- 

truck registrations in April as 

total registrations continued to lag 

behind those for last year. 

There were 26,346 Ford trucks 
+ + 
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registered in April while Chevro- 

let registrations totalled 24,225. 
It was the first month thig year 
that Ford was in front of Chev- 
rolet. 

The showing enabled Ford to cut 
into Chevrolet’s lead for the year. 
Chevrolet sales for the first four 
months of 1957 totalled 92,980 while 
Ford was second with 82,746, 

7” * . 


‘POTaL. registrations were down 
in April, compared with April, 
1956, Last year, the month’s sales 
amounted to 82,699 while this April’s 
were 75,438. 

Lower sales in April followed the 
pattern for the year to date. Total 
registrations for the first four 
months of 1957 were 269,214. 

The 1957 figure is down 
percent from the 291,509 trucks 
registered in the first four months 
of 1956. 

However, April registrations ex- 
ceeded the March figures. Totals 
were 75,438 in April and 74,668 in 
March. 

7” - 7 
Ao the larger producers, 
Ford, GMC, Dodge, White and 
Mack showed increases over March, 
according to figures compiled by 
R. L, Polk & Co. 

Here’s how leading producers 
fared in April, compared with 
March: 


Make April March 
Ford ‘26,346 24,860 
Chevrolet 24,225 25,166 
International 1,344 7,808 


(Continued on Page 22, Col. 1) 


the costs for moving, removing or 
adjusting the facilities of utilities 
when such utilities are located 
upon the publicly owned rights of 
way of a public highway.” 


Guarding the Money 


HAT the Government and state 

highway authorities in most 
instances are jealously guarding 
the appropriated monies is indi- 
cated in the rejection early last 
month of the single bid of $6,622,514 
for paving the six test loops for the 
AASHO Road Test project. 


The bid was rejected because it 
exceeded the funds available for 
(Continued on Page 19, Col. 1) 


Trailer Makers 
To Hear Panel 
On Public’s Views 


yaar. — A public rela- 
tions panel discussion and 
“brainstorming” session on 
to improve the public acceptance of 
truck-trailers will highlight the 
ninth summer meeting of the 
Truck-Trailer Manufacturers Assn. 
July 15-17, at Hot Springs, Va. 
A, Kearney 
though only a 
small percentage of the public have 
criticisms the entire trucking in- 
dustry must cooperate and do all 
possible to further reduce that per- 
centage. 
“We realize the impossibilty of 
,” he said, 


Moderator will be Walter 
director of public relations, Ameri- 
can Trucking Associations. 

Panelists will include Rex Pax- 
ton, director of public relations, 
Sutherland Paper Co., Kalamazoo, 
Mich., representing private car- 
riers; L, C. Allman, president, L. 
C. Allman Agency, Detroit, speak- 
ing for public relations and ad- 
vertising; Charles Ray, vice-presi- 
dent, Markel Service, Inc, Rich- 
mond, speaking on highway safety 
and courtesy; Leigh Culley, Great 
Southern Trucking Co., Jackson- 
ville, Fla, representing common 
carriers, and George Richard Abels, 
public relations manager, Trailmo- 
bile, Inc., Cincinnati, representing 
trailer manufacturers. 

+ . a 

EP. WALTER H. JUDD, now 

serving his eighth consecutive 
term as a member of Congress from 
Minnesota, will make the keynote 
address and Ewan commis- 
sioner of the Bureau of Labor 
Statistics, will speak on “Current 
Economic Trends.” 

Harold M. Hock of the U. 8S. 
Bureau of Mines will present a 
“Dissertation and Demonstration on 
the Dangers of Static Electricity,” 
while Cloyd Steinmetz, Reynolds 
Metals Co., Louisville, will discuss 
sales training for the truck-trailer 
industry. 


Co., will present awards to the 
winner and five runners-up of 
TTMA’s 1956 Plant Safety Award 
Contest. 


Truck New Products 


Page 32 
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By Jack Weed 


(Continued from Page 17) 


industry and government agencies. 

Research will also continue on 
the company’s “Shakedown Proj- 
ect” which is claimed to be the 
first fully instrumented study of 
human reaction to ride vibration. 
Both physiological and psychologi- 
cal effects are studied. 


* * * 


Bohn Leaves Trucking 


OHN ALUMINUM AND BRASS 

CORP. has finally gotten out 
of the truck business by selling 
Reo to White and their 32 percent 
of Diamond T holdings to Mailman 
Bros. and Assoc, of Montreal, Prexy 
Simon D. Den Uhl’s dabbling in the 
truck business with visions of mak- 
ing a big one out of several small 
ones reminds me of the time when 
W. E. Bassick of caster making 
fame had visions of building a sec- 
ond Mack Truck Corp,, which was 
having phenominal success on the 
New York stock exchange. 

He started in by taking over 
Commerce where I was sales man- 
ager and then went on to absorb 
the Service Motor Truck Co. 
Wabash, Ind. and the Garford, 
Lima, O. 

All three trucks were good trucks 
and in the consolidation they had 
some outstanding and original fea- 
tures, but Bassick was more inter- 
ested in developing a fast moving 
stock on the New York Board 
than in developing good, hard- 
hitting truck dealers and trucks 
that would make a name for them- 
selves. 

He overlooked a cardinal point of 
the truck business that is still not 
too well realized, even by many 
dealers who hold truck franchises, 
and that is to make money in the 
truck business the trucks must be 
sold to the user and not bought by 
the shopper. 

Every money-making truck 
dealer I call on in my wanderings 
around the country has made his 
mark because of three things. He 
ig a smart merchandiser and fully 
realizes the value of his salesmen 
making calls on truck users, he 
knows the value of providing the 
type of service that keeps his own- 
ers “down time” to a minimum and 


This regional manager kept after 
him however and finally he took 
what to him was a big leap. He 
sold two big jobs to a hauler and 
took in two heavy-duty Interna- 
tionals in trade. 

He felt certain that he was going 
to lose all the profit on the deal 
on the tradeins and screamed to 
high heaven about the risk he was 
taking. 

But when he got these jobs in his 
shop he put his boys on the tele- 
phone and out calling on every 
prospective buyer in his area of 
used equipment of the size and 
type he took in. 

Every time he sees this official, 
who has since moved in to a home 
office job, this dealer apologizes 
over and over again for screaming 
so loud and long over the deal—he 
made $1,400 net on the sale of the 
two tradeins alone—and moved 
— the day after he took them 
n. 

+ * = 


Second Deal Is Best 


IHEN there is the other dealer 

that this former field man likes 
to talk about. This dealer, after 
quite a little persuasion, finally 
agreed to try out the heavy-duty 
business and eventually dug up a 
prospect for a tractor. 

He immediately came to the rep 
for aid on what truck to sell and| 
other information, and did sell this! 
operator a cab and chassis | 

Full of pride in his accomplish- | 
ment he called the rep and told 
him he had gotten the order and 
at a reasonable profit, The rep 
asked him if he had sold the pros- 
pect the fifth wheel, a trailer, the 


air brake equipment and proper- 
size tires for the job. 

No, he hadn’t thought of that, 

So the rep told him the type of 
trailer this man would need, the 
size tires for the load that he was 
going to carry, the axle and other 
data that would make the cab and 
chassis a useable unit, where to 
get them and about what to charge. 

The dealer finally screwed up his 
courage to near the breaking point 
and went out to get the rest of the 
deal. When he succeeded, much to 
his surprise, he called the rep and 
told him and very, very sheepishly 


Maine Aids Wood Trucks 

AUGUSTA, Me.— Gov, Edmund 
Muskie has signed a bill permitting 
a 10 percent tolerance above truck 
weight limits for trucks hauling 
firewood, pulpwood, logs or bolts. 
The law does not apply on the inter- 
state highway system. 


admitted he had made more money 
on the trailer and equipment than 
he did on the cab and chassis, 

I can’t for the life of me under- 
stand why so many dealers who 
scream about the truck business, 
and the loss of profits during the 
last couple of years of high trading 
on cars, don’t even take the trouble 
to ask the prospects, after they 
have sold a cab and chassis, if they 
can’t figure with him on the other 
things he igs going to need, 

The worst the dealer can be 
hurt is to get a “no” from the 
prospect, But nine times out of 

10 Fl gamble such a question 
will lead to some profitable busi- 
ness for the dealer, 

I’ve even seen dealers who won't 
even quote on a body or other 
equipment and tell the customer 
who wants to buy to go down the 
street to an equipment distributor. 

I don’t believe that even that 
type of a dealer can afford to be so 
blind to the money-making poten- 

tial in truck equipment or bodies. 
They must be either awfully lazy 
or downright afraid of learning 
something about the truck business. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend. Use it often for staiis- 
tics, buyer information and personnel data. 


Diamond T's Model 922— 


Diamond T's new diesel-powered model 922 features a gross combinatiog 
rcting of 65,000 pounds for single-axle tractors and 76,000 pounds for 
tractors. The unit is said to combine light weight and heavy-duty 
through extensive use of aluminum. Three Cummins diesel engines, the 
HRFB-600 and the turbo-supercharged NTO-600, and a wide choice of 
auxiliary transmissions, rear axles and wheelbases are available. 


NEW, SAFE, EASY-TO-USE 
NEE Ve Na eC: 


So easy to pour, you can even fill a thimble without spilling a 
drop! Ends acid damage! Big easy-to-grip hand-holds on each 
side of the new Du Pont “‘Cubitainer’’ control pouring, let you 
put the electrolyte just where you want it. Hands never touch 
the acid container itself. And the spout is drip-proof. 
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¢ for Solution to Confli ing Laws... 


transportation where competitive 

‘phase of the construction interests could no longer prevail 
* » and it was announced that 
"tan peen found necessary to 
east a new course and set new 
dates for the completion of 
suction and the start of test 


~ means that the first esti- 
of the completion of the con-| tion of the system has been slowed 
ion of the project and the) by politics, lack of funds in many 
of the — will be set back | states and the need for stove oe 
a year. ee work than was 
is estimated that by re- Satictented’ 
"the method of letting the 


* s . 
n bids and by some re- ° 
seworking of the origi- Conclusive Data Sought 


that the necessary con- IS hoped that the results of 
can be obtained within Pa AASHO tests will do more walaee ioues ame ss 
“yadget and the six loops fin-| than merely point the way to which/ this nature. Each of the other 
lseed and ready for the start of| types of roads and which materials|two projects—the Maryland road 
tests by September, 1958. would stand up best under modern| test of 1950-51 and the Idaho test 
Ben then, with two years of | automotive transportation. of 1952-54 was criticized severely 
It is anticipated that this project|in many quarters as not being 
may lead the country out of its| properly and completely conducted. 
ort ,| present condition of being the “Dis-| It is the aim of the highway 
any other pertinent facts united States of Truck Transporta-| commissioners, with the experience 


eautomotive industry, every week): 1» ond into a new climate of|of the other two tests behind them, 


NOW—FOR ALL DRY-CHARGED BATTERIES 


Du Pont Electrolyte 


in the new 


“Cubitainer” 


%pDu PONT’S EXCLUSIVE BATTERY-ACID PACKAGE 


@ One convenient size—4.2 quarts 

@ Easy to pour—drip-proof spout 
@ New protection against leakage 

@ Easy to stack and store 


Here’s the most sensible way you’ve ever seen to handle battery 
electrolyte. The new Du Pont “Cubitainer” holds 4.2 quarts in a 
614” square container with built-in hand holds and a pouring lip. 
It’s safe and easy to pour, safe and easy to store . . . gives greatest 
protection against leakage. Du Pont Electrolyte exceeds govern- 
ment specifications for quality and purity, assuring maximum bat- 
tery service. Ask your jobber for Du Pont Electrolyte in the new 
“Cubitainer” for all dry-charged batteries. 


REG. U.S. PAT.OFE 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


More convenient—no messy bulk storage, Snip—and it’s open. The heat-sealed 
no little packages. New Du Pont “Cubi-, liner of acid-resistant Du Pont “Alathon”’ 
tainer”’ holds 4.2 quarts. Cubeshapestacks polyethylene plastic with a hard fiberboard 
easily in storage. To use, just push the shell has a built-in spout for safe, drip- 
hand holes on each side, then . . . proof pouring. 


Illinois M 


e test conclusive. 
e * + 


total cost of this project will 
and it will 


project will p 
planned, with the exception of 
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new member of the Ford Family of Fine Cars 


THE CAR AHEAD IS EDSEL 


Priced where more than 60 percent of all new cars are sold, the Edsel blankets 
the entire medium-priced field with 18 models, 4 series, including a full line of 
station wagons. And no matter how the future market shifts—to the high end 
or to the low—the Edsel dealer will have the advantage. Many years in the 
making, backed by Ford Motor Company experience and an investment of over 
a quarter-billion dollars, the Edsel has more that’s new about it than any new 
car has ever had before. Clearly, the Edsel is slated to become one of the 
country’s most important automobiles. Selling the Edsel is one of the country’s 
most important business opportunities. 


How Accredited Edsel Dealers are being selected 


While our initial dealerships will only number around 1,500, we now have 
over 4,300 direct inquiries on file. However, we are well aware that except for 
the car itself, nothing will affect the Edsel’s future more than the caliber 

of the men who become Accredited Edsel Dealers. We are determined, 
therefore, to secure the strongest group of dealers a new car has ever had. 


a ee ee ee 
qualified men: 


Men who have the capacity to do things better than they’ve ever been done 
before—because this is the whole philosophy behind the Edsel automobile. 
Men who have the character that secures friendly cooperation from 
employees and trust and goodwill from customers. 


Men who have or can obtain the capital it takes to do this job right. 
If you are such a man, or if you know of such a man, we urge you, 


in your own interest, to get in touch with our nearest Edsel District Office 
as soon as possible. 


EDSEL DIVISION @ 


FORD MOTOR COMPANY 
P.O. BOX 637, DEARBORN, MICHIGAN 


Philadelphia District Mgr., William J. Magarity 
Parkade Building, 519 Federal St., Camden 2, 
New Jersey, EMerson 5-5258 
Syracuse District Mgr., C. F. Sytvester 
The Romax Bidg., 731 James St., Syracuse, 
New York, GRanite 4-7551 
Washington District Mgr., Emerson Planck 
Insurance Bidg., 2116 Wilson Bivd., Arlington, 
4-2400 


St. Lowis District Mgr., A. E. Jacobsen 
Meramec Bidg., 111 S. Meramec Ave., 
Clayton 5, Missouri, PArkview 7-4777 


‘Twin Cities District Mgr.. Chet W. Johnsen 


Virginia, JAckson Atianta District Mgr. Rey A. Blount 
1330 West Peachtree St., N.W., Atlanta 9, 
MIDWEST REGION: Georgia, TRinity 5-8721 
Chicago District Mgr. D. Edward Manning Dallas District Mgr_, Rebert J. Sanford 
wetthay gh yes hn hg Water St., 1120 Mercantile Building, Dallas 1, 
Chicago 1, Mlinois, ANdover Texas, Riverside 1-3171 
ee Seg ne Houston District Mgr., George O. Simmons 
300 Fleming Bidg., Sixth and Walnut, 211 Melrose Building, Houston, Texas 
Des Moines, Iowa, ATlantic 8-2165 CApital 8-7571 


Kansas City District Mgr., Elwood S. Gress 


4141 Broadway, Kansas City, Missouri 
VAlentine 1-6051 


priced where most people buy 


Momphnts District Mgr. William W. Sugg 
1200 Edway Building, 147 Jefferson Ave., 
Tennessee, JAckson 5-S601 


New Orieans District Mgr, Claiborne H. Weigand 


San Francisco District Mgr., Wallace E. Boyer 
209 World Trade Center, San Francisco 11, 

California, YUkon 6-5403 

Seattle District Mgr., Richard J. Siewers 

521 Second Ave., West, Seattle 99, Washington 

MUrdock 7920 
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Ford Leads First Time. . . 


3 Makers Show Gain 
In Registry Totals 


(Continued from Page 17) 
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May Road Check] 
Shows Defects on§ - 


WASHINGTON.—The BE 
_|Motor Carriers of the 
Commerce Commission in 
ported that its May road 
interstate trucks fevealed 
-|89.9 percent of them hag 












































April March| seven makes, had a sizable increase more defects. 
GMC 5,892 5,595 | —0.87 percentage points. A total of 11,140 veh 
od 4,47 4,286/ California continued to lead all drivers were inspected at 
Waiys 1,715 1,866 | states in number of trucks regis- ®| points throughout the cc 
White 1,211| tered, although its total was well ,|compliance with the Com 
Mack 1,215 1,135|/ below the number registered in safety requirements. , 
All Others 3,026 2,741 | 1956. The top 10 states for April The principal violation 5 
Total 75438 — 74,668) were: by the Bureau was the b 
The figures for the first four 1957 1956 tems which were defective 
months of this year showed that; L —? 8,197 9,045 aot Spe oa oe 7 
Chevrolet and Ford are gaining a| 2. Texas 5,559 6,265 ciencies in iver . 
bigger share of the total market; 3. New York 5,298 5,493 ae and lighting 
than in 1956, 4. 3,357 3,701 . o or 103 
Chevrolet captured 34.54 percent| 5. Mlinois 3226 08=6—. 3,538 of the trucks were marke@ 
of the market for the four-month| & Pennsylvania 2,907 83,234 _ ae poet 4 for ~~ ey Mobi 
period, a gain of 0.83 percentage| 7- Michigan 2,651 2,942 ene at they were shioe hep 
points over last year. Ford’s per-| & Florida 2,583 $2,021 he Old N in T accident or a bre: n. aus 
centage was up 1.35 percentage| 9 New Jersey 2081 2,629 Ti and New in Trucks— The Bureau also repo og 
points to 30.74. 10. Missouri 2,033  2,017| A sharp contrast in the equipment used in the trucking industry then—and now—|four or more deficiencies rdi 
* * « Reflecting the national decrease, | is shown at the National Transportation Week exhibit at Williamsburg, Va. The 1912| found on 36 percent of tj aeons 
ACK and Will ed total registrations declined in 38| Autocar was restored by Davidson Transfer & Storage Co., Baltimore, which now | authorized trucks, on 62.7 
M an ys registered gains | tates while increasing in 10| uses White 9000 Highway units like the one shown behind it. The Autocar is in| of the private carriers ang — 
of less than one-half of one! states and the District of Columbia. | running order. percent of the exempt c =e 


percentage points while the eight 
other major producers took smaller 
shares of a smaller total market. 
However, the “miscellaneaus” clas- 
sification, representing more than 


Light-Duty Jobs 
Put ‘New Look’ 
Into Trucking 


_— N. J.—There’s a new 
look in hauling today, Bright 


Ae 


For Today’ Most Complete Line of C t a 





SAU LU 


Whatever your requirements for highway or off-the-road-equipment... 
Timken-Detroit offers you a full line of torture-tested axles and brakes, both 
proven by almost 50 years of field testing and laboratory research! 










meet the requirements of fast door- Yy 
Nulty a es - Timken-Detroit manufactures today’s most quality, service, safety and dependability. ec 
And become of 2 —- complete line of driving, trailer and front Today we are manufacturing the in- Si 
omy, he said Ford truck p ers , ; i 
are p that factory sales in axles, plus brakes and gear boxes . . . with dustry’s most complete line of front axles ti 
1957 would increase by 50,000 units — hee Seeen light commana kt 
to 1,150,000 and would another a full range of capacities in each product ... ranging in capacity from 
ota ile a a OF el ee eee 
, P ap supplier is nation’s au applications. 
van af the 1957 ‘ata he said motive industry for nearly 50 years— An example of the engineering features 
CCORDING ~ rates available Timken-Detroit has learned the exacting and superior quality built into every a 
1867 sales figures, Melulty snid, needs of the trucking industry. The result: | Timken-Detroit product is the F-900 Front : 






TDA® Axles and Brakes meanleadershipin § Axle shown below. 







' 






Plants at: Detroit, Michigan » Oshkosh, Wisconsin 
Utica, New York * Ashtabula, Kenton and Newark, Ohio Y \ = 
New Castle, Pennsylvania samen 














showed a slight gain over April 
and a 13 percent increase over 


May, 1956. ; ' ) , Bi 
At Mahwah, where trucks are , Z bs 4 = ard : \ 
assembled for both domestic and - = \ a 2 
a id 


export markets, 91,444 trucks have 
been produced since July, 1955, = 

when the plant opened, through A xX a Fa 4 a or 
this June 12, McNulty said. : 


ROCKWELL SPRING AND AXLE COMPANY 


pax ceoceet A) [Y Starctacd 
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Could End Conflicting Laws 


| Tests May Establish 
Standards for Trucks 


(Continued from Page 19) 
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Mobile Sales Unit in Sweden— 

ives of Arco Co., Cleveland, have found a way to 
gies message for Arco automotive refinishing materials and color 
jowns ond cities in Sweden. A mobile sales unit seemed to 

a fleet of four Volkswagen buses has been specially equipped 
demonstration purposes. These buses have had their roofs raised to make additional 
jesdroom. As many as four persons may move about comfortably in the bus while 
fey woich a demonstration of how to mix and match colors on an Arco color machine. 


ordinary highways. Sections that 
fail entirely will be replaced. 
Hundreds of electronic instru- 
ments, many of them embedded in 
the pavements and the base 


will 
havior and its effects on soil and 
pavement. 
Several of these instruments were 


and it is estimated that, before the 
project is completed, millions of 
related facts will have to be eval- 
uated. 


* +. + 
2 Classes of Measurement 
O main classes of measure- 
ment will be made. The first 
pertains to the main objective of 
the test, the study of the relation- 
ship een the behavior of dif- 
ferent pavement sections and the 
loads operating on them, or the re- 
lationship of the highway and the 
vehicle. 


The second will be concerned 
with the mechanics of pavement 
behavior, or a search for answers 
to the two related questions: 
one” does a particular pavement 
How does it fail? 


TIMKEN-DETROIT FRONT AXLES OFFER 
YOU GREATER STABILITY, SAFETY AND SERVICE! 


You get better vehicle performance—under all 
conditions — with the F-900 Series Front Axles. 
Superior Timken-Detroit design and construc- 
tion features give you front end stability — 
maximum strength and balance. 

These improved Front Axles reduce driver 
fatigue . .. make steering easier . . . hold the driv- 
ing path better . . . offer greater maneuverability 
... and contribute to increased vehicle life and 
superior performance. 


Forged Axle Centers of high carbon steel are 
specially hardened for greater strength. The 
unique “Equalized-I” design between the spring 
pads provides uniform resistance to both horizon- 
tal and vertical forces, 


Forged Knuckles of Alloy Steel are hardened for 
best metallurgical characteristics . . . are of im- 
proved design with large size spindles. A generous 
fillet where the spindle joins the knuckle body 
gives additional stiffness. These design features 
along with shot peening assure utmost strength. 


Forged Steering and Tie Rod Arms are also of 
alloy steel and hardened. Stub arm design with 
carefully proportioned sections give these arms 
extra stamina and rigidity. 


True Sphere Ball Studs in steering and tie rod 
arms have generous radii for maximum strength, 
and are induction hardened for long wear. 


©1957, RS&A Company 


WORLD’S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSSES AND TRAILERS 


gineers who do know about it, 
the fact that in certain western 
open-pit mines and lumbering op- 


Here, then, for the first time, the 
people who build the highways and 
those who use them and pay for 
them will be able to determine 
scientifically the best methods for 
their construction and maintenance, 

+ * o 
Experts Direct Project 
7 Highway Research Board 
has drawn the project staff 
from among the leading authorities 
in the state highway departments, 
universities, the Bureau of Public 
Roads and from many private re- 
search organizations. 
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No. 37 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


Lincoln dealer, Fremont W. Mitchell of 
Minneapolis, Minnesota (at left), and 
Henry B. Daniels, General Sales Manager, 
Lincoln Division (at right), listen to 
William D. Singleton, General Manufac- 
turing Manager, Lincoln Division, as he 
explains one of the many gigantic quality- 
control jigs that will weld and master- 
check entire bodies. 


Mr. Mitchell has been a Lincoln dealer 
since 1945 . . . and in the automobile 
business for 36 years. The dealership he 
and his partner, E. W. Boyer, operate is 
Mitchell & Boyer, Inc., 1125 Harmon 
Place, Minneapolis, Minnesota. He is a 
member of the Lincoln-Mercury Dealer 
Council and Chairman of the LMDA 
Twin City District. And, this year he has 
the high. honor of being selected as 
President of the famous Minneapolis 
Aquatennial to be held July 19-27. 


Mr. Mitchell meets with Ben D. Mills, 
Vice-President and General Manager, 
Lincoln Division (at left), and Henry B. 
Daniels, General Sales Manager, Lincoln 
Division (center), before touring the new 
Lincoln assembly plant. 


oe a ae Tle OT ig EE 


Mr. Singleton explains the ‘‘master plan” e =~ 

of the new plant. On it all plant operations Pee 
are portrayed in movable templates . . . to i — 
determine. the best’ production scheme. ™ 





The. new 325 acre national headquarters 
of the Lincoln Division, Ford Motor 
Company, Novi, Michigan. 


Lincoln Dealer, F. W. Mitchell says: 


“Great Car— 
Great New Plant— 
Great Future for Lincoln!” 


“Recently, I had an opportunity to inspect our new Lincoln 
assembly plant at Novi, Michigan—and, believe me, what I saw 
would make Paul Bunyan green with envy. 


“Beyond a doubt, we have the finest and most modern facilities 
for the production of a prestige car in the whole world. 


“It’s a big place—the second largest, in terms of size, in the Ford 
Motor Company. But, as a dealer, it wasn’t the sheer size alone 
that impressed me. Instead, as I walked around, I was struck by 
the thought—the complete planning—for top quality production. 
It’s really something to see! 


“Even though full production of the new Lincoln hasn’t started 
yet, they’re running intensive training sessions for the super- 
visory people in the plant . . . and, even such things as test runs 
of material handling and distribution in order to coordinate 
timing and minimize costs. 


“This kind of preparation for efficiency ought to pay off right 
from the start. 


“And, mighty important to us are the quality checks our new 
Lincolns will get. I was fascinated by the gigantic jigs that will 
check and weld entire bodies to the closest tolerances. There’ll 
be no ‘ifs-ands-or-buts’ with these metal task-masters making 
completely sure. 


“There were the smaller things, too! Like the body storage area 
that will mean quick delivery on those special orders of ours. 
And, the interior trim shop where all the cloth and vinyl uphol- 
stery will be cut and sewn right in the plant. All part of that 
careful planning for quality and efficiency that impressed me so. 


“Ben Mills really summed up my feelings for this new plant when 
he said . . . ‘It symbolizes the confidence we have in the- future 
of Lincoln and the American economy.’ And, let me add—I’ve 
never been prouder to be a part of the Lincoln team!” 


IHG 


Mitchell & Boyer, Inc. 
Minneapolis, Minnesota 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family ot Fine Cars 


' FORD e THUNDERBIRD ¢e MERCURY ¢ LINCOLN « CONTINENTAL 
FORD TRUCKS ¢ TRACTORS ¢ FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


Mr. Mitchell and Mr. Singleton inspect 
the final assembly line . . . where soon 
new “made-to-order” Lincolns will emerge 
complete to the last tinted mirror and 


COMING SOON THE NEW EDSEL 
rear-seat speaker. 





































































Lawsuits Affecting Dealers... 


By Leo T. Parker 
Attorney at Law 


N.Y.S. 265. This higher court held: 

“I know of no presumption in law 
that when a sales- 
man offers goods, 
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Court Decisions 


order or offer never is a valid and| terms of credit. 
enforceable contract until the em- om 
wr respect to an offer by a| ployer notifies the purchaser that Consideration A Must 

salesman to sell an automobile| the order or offer given to the sales- DurEns the recent past it seems 
at a stated price see Senner, 173| man is accepted and approved. 

Another important point of law 
is that an offer made by an auto- 
mobile dealer to a prospective 
purchaser never is a valid con- 





he did not answer the purchaser’s 
letter of conditional acceptance. 
This was so because when 4 
seller offers to sell an automobile 
at a stipulated price, the courts 
assume that the seller intends that 
the purchaser shall pay cash, unless 
in the offer the seller stipulates 






that some finance companies 
are not satisfied to handle the paper 
of certain automobile dealers with- 
out a substantial guarantee against 
financial loss signed by some re- 


to a purchaser 
and the purchaser 
agrees to take 
same that the or- 
der will be filled.” 

And, in Gauld, 


tract until such offer is uncondi- 
tionally accepted by the pur- 
chaser. 


See Show v, Willis, 201 Pac. (2d) 
1066. Here the testimony showed 
facts, as follows: A seller gave an 


sponsible person. 

This situation has not been 
prevalent during recent years 
and, therefore, the law is some- 
what uncertain as to when and 
under what circumstances such a 





41 So. 675, the 
higher court held 

Murphy Offers Tires— that always be- 
Bill Murphy Buick, Culver City, Calif..| tween the date a 
emphasizes complete one-stop service by| salesman takes 
adding a tire department to its service} an order and the 





L. T. Parker 


offer to a purchaser to sell a ma- 
chine at a named price. The pur- 
chaser answered the letter in which 
he stated that he accepted the offer.| dered an important decision which 
However, the seller in his offer had|very clearly explains the present 
not stipulated credit, yet the pur-/ law on this subject. Since the writer 


guarantee is valid and enforce- 
able. 
Last month a higher court ren- 


facilities, The new department is a co-| date the employer accepts the or-| chaser in his letter of acceptance/has in the past received several 


operative venture of Bill Murphy, dealer-| der, the purc 
ship president, and Phil Smith, Santa| order. 
Monica, Calif., representative of Generol| This is so because the higher 


haser may cancel the| stated that he wanted 60 days’|inquiries from officials of finance 
credit. 
In subsequent litigation the} who want to know whether such a 


companies, and automobile dealers, 


Tire and Rubber Co. Shown at the opening | courts consistently hold that ordi-| higher court held that no valid con-| guarantee is valid and enforceable, 
a. from ‘teft, Bill Ates, tire deportment| narily a salesman is a mere agent| tract was made, and that the seller) I shall review this new higher court 
manager; Smith; Murphy, and Ed Breunig,| authorized to accept orders for ap-|could rightfully refuse to deliver} decision in considerable detail. 


General Tire territory manager. 





proval of the employer, and that an| the machine to the buyer, although 


For example, in Universal C.LT. 


driving force... 
in the military market! 


Each year tens of thousands of cars are bought by U. S. 
Armed Forces families for personal use. To influence 
the buying decisions of these young people, tell your story 
to them through advertising in Army Times Publica- 
tions. Because they are edited and published for the 
particular interests of the members of the Armed Forces, 
Times publications have achieved high readership 
throughout all levels of all the Services. Combination 
rates and regional editions permit flexible, economical 
coverage of all or any part of this market that has a 
“guaranteed annual wage” in excess of 9 billion dollars. 


Let us show you how to cultivate and sell to this, one of 
the world’s most fertile automotive markets. 


ARMY TIMES 
AIR FORCE TIMES 
NAVY TIMES 


(Members: Audit Bureau of Circulations) 


and 
THE AMERICAN WEEKEND 
U.S. COAST GUARD MAGAZINE - 
THE MILITARY MARKET 
ARMY-NAVY- AIR FORCE REGISTER 


ARMY TIMES PUBLISHING CO., 2020 M ST., N.W., WASHINGTON 6, D.C. 


Detroit Office: 1661 Guardian Bldg., Detroit 26, Mich. WOodward 3-5750 
U.S. OFFICES: Charleston, S.C. Detroit, Honolulu, Los Angeles, Miami, New York, Philadelphia, San Francisco 


FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo 


y 


Credit Corp. v. De Lisle, 297 
(2d) 302, the testimony is 
facts, as follows: Sometime 4. 
Eagle Co, and Universal gy! 
Credit Corp. signed what 9” 
termed “Retail Protection Agu 














ment for Automobile Dealerg” 


Under the agreement C.LT y 
pay cash for automobiles 
Nash factory and place 
Eagle’s floor. When the dealas 
the cars, it paid C..T. off, Gy. 
tracts were also handled undes a, 
arrangement. When Eagle 
car, it would sell the contra 
C.LT. for cash and CLT. 
carry the contract. 


One De Lisle was president 


Eagle. In order to satisfy Orr 
De Lisle and his bro 















CIT “continue” 
Eagle’s deals. 

In this contract De Lisle ang 
brother clearly requested O17 
make money advances to Eagie; 
der wholesale floor plan ; 
ments, purchase notes, con 
sale contracts, chattel me 
bailment leases or other of 
generally termed “paper.” 

e FS 


Important Omission 


contract further st; 

in consideration thereof a 
benefits to accrue to each 
(De Lisle and his brother) 
from, each of us as a pri 
ligor jointly and severally 
conditionally guarantees” to 5 
C.LT. all present or future 
tions assumed by Eagle. 







Subsequently, Eagle becai 
cially involved, resulting in a 
C.LT. of several thousand ¢ 
This loss resulted from pc 
and sale contracts finane 
C.LT. for Eagle. C.LT. sued De 
and his brother to recover 
amount. 


It is interesting to ob 
the higher court refused 
C.LT. entitled to a 
money from De Lisle 
brother. 

This court held that there w 
“valid consideration” on 
above mentioned contract a 
antee was based. This was 
though the contract st 
C.LT. would continue to 
deals for Eagle in consi¢ 
De Lisle and his brother 
responsibility for debts 
resulting from C.LT.’s 
ness relations with Eagle. 


a 


guaranty : 
indicate that it was given in 
sideration of the extension 
ther credit. Appellant (U 
C.LT. Credit Corp.) has f 
prove that the guaranty wai 
— by an independent ¢ 

ion.” 


Apparently the contract and 
antee signed by De Lisle 
brother would have been : 
enforceable if the contract 
stated that De Lisle and his 


were signing the guarantee it 
or 


——_—_—————_— TT 

Oil Group Joins Drive 
To Engrave Hub Caps 

SOUTH BEND.—The St J 
valley oil industry club has) 
the drive of the South Bes 
Mishawaka police to engrave 
or serial numbers on ™ 
wheel discs and other 
auto accessories. 

Thefts of these items cc 
ists of the two cities al 
@ year. 
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Stainless Steel trim can help you sell! 


Stainless Steel trim can be a good selling point 
when you talk ’57 Oldsmobile to your customers. 
Be sure you make them aware of its advantages 
over substitute brightwork. 

Mention the hardness of Stainless trim. Stress 
how well it resists dents and scratches, rusting 
and peeling. No other trim material can match 
the effective way Stainless stands up against 
the harshest road salts. 

The beauty of Stainless Steel trim is another 


important feature in the over-all quality of the 
new Oldsmobile. Assure your customers that 
this beauty will endure for years to come. Tell 
them, too, that they can keep Stainless clean and 
gleaming with ordinary car-washing detergents. 
Let these sales points go to work-for you. 


USS 
Stainless Steel 
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Sales Conditions in Various Areas... 


Auto Market Reports 


were: Che 53; Ford, 43; 





in May except for last few days,” 
Plymouth, 22; Pon 22; Mer- |said one large dealer, though he 
cury, 19; Buick, 18; dsmobile, | hastened to add that used cars 
18; Dodge, 9; r, 8; Ram- | picked up remarkably. 

bler, 6; 5; DeSoto, 4; “New-car business was only fair 
Hudson, 1; Metropolitan, 1; Nash, | in May but even these results took 
1; Studebaker, 1, and miscellane- | some hard selling,” reported the 
ous, 3, : head salesman of another dealer- 


ship. 

- oO 

gees toa, Senin on 7 Other dealers offered similar re- 

in April. By makes, registrations |P°Tts but almost all said new-car 

were: Ford, 27; International, 8; sales began picking up in last week 

Dodge, 8 and Chevrolet. 4 of May. As one big dealer put it: 
Used P sal i Ma "totalled “It’s going to be a hard grind in 

sed-car es in y June but we'll boost sales over last 
1,375, compared with 1,408 a month year’s June figure.” ae 
earlier.— (Leslie Woods.) Schwartz.) . 


Richmond, Va. 


Auto saits — new and used — in 
Richmond and Chesterfield and 
Henrico counties totalled 4,398 in 
May, compared with 5,181 the pre- 
vious month and 4,238 in May, 1956. 

The May breakdown showed 1,392 
new-car sales compared with 1,532 
in the year-ago month. Used-car 
sales, however, rose to 3,006 from 
2,706 a year earlier. 

For the first five months of 1957, 
new-car sales totalled 6,808, down 
from 7,359 in the corresponding 
1956 period. Used-car sales rose to 
14,801 against 14,454 last year. — 





(L, D. Bray.) e:' 65.4 * *¢ «¢ 
* > 7 
di Ottawa Toledo Southgate, and Stan Walker, Los Angeles. 
Medina, O. New-car sales in Ottawa were| New-car sales in Lucas County 


(Toledo), O., registered increases in| crease of 130 units over April and 

May over th the preceding| 85 over May, 1956. 

month and the year-ago-month, ac-| May new-car registrations by 

cording to a report by the Toledo|make were: Ford, 451; Chevrolet, 

Automobile Dealers Assn. 400; Plymouth, 218; Dodge, 164; 
May sales totalled 1,199, an in- ' Pontiac, 148; Oldsmobile, 111; Mer- 


only fair for most dealers during 
May, except for last few days of 
month when some dealers recorded 
gains, but used-car business showed 
a definite upward swing. 

“Our new-car sales were spotty 


New cars purchased during May 
in Medina County (Medina), O., 
totalled 234, compared with 231 in 
the previous month, according to 
the clerk of courts. 

Car by make 


ncrease Trailer Road Satety with 
Wagner Air Brake Trailer Kits 


eee everything you need for easy field installation... 


COMPLETE 1 QE PACKAGE / 


You can make every trailer you operate a safer vehicle by standardizing 
on Wagner Air Brakes. Available in complete factory-engineered kits, 
Wagner Air Brakes are easy to install, reduce air brake maintenance 
cost and increase road safety. 

Each Wagner Air Brake Kit contains all parts and connections needed. 
Time and labor required for installation are kept at a minimum. All 
parts fit easily into position with little or no drilling or tapping. 











See your Local Wagner Air 
Brake Representative 


Complete Unit Package Wagner 

Air Brake Trailer Kits are avail- 
able for single or tandem axle 
i trailers with either type 24 or 
: type 30 chambers. Kits for tandem 
: axle trailers include additional 

chambers and parts required for 
: these installations. 






SINGLE AXLE 
SEMI-TRAILER 








LOCKHEED HYDRAULIC BRAKE PARTS and FLUID + WoRol * ColiaX BRAKE LINING * AIR BRAKES * AIR HORNS © TACHOGRAPHS * ELECTRIC MOTORS * TRANSFORMERS * INDUSTRIAL BRAKES 


Plymouth Dealers Elect Vane— 


Van Vane, holding gavel, reelected president of the Plymouth Dealers 
Southern California, talks over plans for next year with some of his board 
From left are Harold Fogle, Santa Ana; Joe Phillips, Burbank; Vane; Tom 


SECTION. Others are 
AUTOMOTIVE - 


you? 







































cury, 100; Buick, 90; Ch 
Cadillac, 39; Studebaker, 
Soto, 27; Imperial, 17; 
Willys, 4; Nash, 1, and 
1.—(George E. Toles.) 

* > > 


Youngstown, 0. — 

In Mahoning County (You 
town), O., during May, a t 
1,064 new cars and 86 new tm 
were registered, compared@ 
1,016 new cars and 72 new tm 
in April. 
By make, May car 


i 
-¢ 


ms were! 
33; Chevrolet, 14; GMC, 13; 
11; International, 4; Whi 
Diveo, 1; Mack, 1; Willys, 
miscellaneous, 4. 


28 Olds Dealcelll 
Attend Meeting 
National Coune 


LANSING. — Twenty-eight { 
mobile dealers, one from 
the division’s sales zones, ati 
the 19th Oldsmobile Dealer C 
meeting last week. They met 
company officials and also 
the General Motors 





































W. Bradley, 
Conn.; H. L. Peterson sr. J 
town, Pa; F. S. Pohanka 
Washington; A. A. Nelson, U 
N. Y.; R. Swartsel, Dayton, 0; 

. Shaker E 



























NEWS WANT 





RTIFIED BODY- 


0 
New F Desert Heat! 


withstands 


at high 
Tested un cafety 8 took fire temper 
_$. Royal day after day, without 


To thousands of new 1957 car owners, the new U. S. Royal Safety 8 spells 
Mw assurance. New assurance against desert heat. New assurance against 
blowouts, “flats”, skids. Engineers designed this brand-new tire especially to 
give the utmost protection to today’s high-performance automobiles. Its 
: dramatic advances, like Fortified Body-Strength, have made it a tire achieve- 


ment of the year! 


AVAILABLE NOW! INFORMATIVE NEW FILM 
—tells the full story of the new U.S. Royal Safety 8. Call your U.S. Royal Tire 
District Office to arrange a showing at your place of business. 


ROCKEFELLER CENTER * NEW YORK 20, NEW YORK 





































Newspaper Representatives Elect Officers— 

Officers and directors elected at the annual meeting of the Detroit Chapter of 
American Assn. of Newspaper Representatives are, seated, from left, Stanley E. 
Cloutier, Story, Brooks & Finley, Inc., secretary; Edwin Charney, Branham Co., presi- 
dent; W. E. Anderman jr., Hearst Advertising Service, inc., first vice-president. 
Standing: C. F. Taylor, Hearst Advertising Service, Inc., director; Robert Erickson, 
Moloney, Regan & Schmitt, Inc., director; John Baker, Chicago Daily News, treasurer; 
Charles A. Miller, Sawyer-Ferguson-Walker Co., director; and James B. Jones, Scripps- 
Howard Newspapers, director. E. S$. Stagg, Kelly-Smith Co., second vice-president, is 
not pictured. 
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Affecting Factories and Dealers .. . 


Auto Advertising 






By Martin L. Whitmyer has become, in some respects, a 
Mal Writer monster.” 
A Canadian automobile executive, SS 


whose company sponsors television |Ed Bows to Edsel 

programs, has taken a swipe at| Ford Motor Co. will take over the 
the value of advertising on tele-| Ed Sullivan time period on the Co- 
vision. He likened it in some re-|!umbia Broadcasting System one 
spects to a “monster.” Sunday night in the fall to present 
its Edsel television spectacular, ac- 
©; O, Hurly, sales vice-presi- | cording to John B. Simpson, vice- 
dent at Chrysler Corp. of Canada | president in charge of radio and 
Ltd, told delegates to the annual (television for Foote, Cone & Beld- 
convention of the Canadian Fed- = go vg ge ~ er. _— 
eration of Advertising and Sales | date for the hour-long ow 

Clubs the “great home world of has not been determined. 
entertainment, which started a | The Edsel show will be produced 
years umble serv- | 27d staged entirely separate from 
pe ee the Sullivan operation, said Simp- 


be calling the tune.” ae * * «& 

“In our eagerness to use him| Black & Decker Cites Apsey 
and his abundant talents,” he said,| john F. Apsey jr. director of 
“we as advertisers and advertising | advertising and sales promotion for 
people have babied, humored and/ Black & Decker Mfg, Co., Towson, 
spoiled him to the extent that he| Md. recently received recognition 








of labor in the entire U.S. ways, bridges, tunnels 








Trucking is now the second largest employer The 33-billion-dollar program for new high- _— Trucking is taking over the delivery of high- 


requires many trucks. value, perishable goods. 


There've never been better prospects 


for the man with 


UDGE FOR YOURSELF. As America’s healthy 

economy moves toward ‘the 500-billion-dollar 

level — the demand for more trucks by more busi- 
nesses will be greater than ever. 


And GMC dealers have proved they can cash in 
on it. This past year, in fact, they reported a net 
profit-to-sales ratio almost four times better than 
NADA car dealer averages. And there’s promise 
of even better things ahead. 


For GMC’s new Money-Maker trucks answer the 
biggest problems users face today: New V8’s are 


GMC TRUCK 













a GMC franchise 


extra-powered for easygoing performance. New 
tandems have stamina far beyond normal require- 
ments. Dual-purpose cab models swing bigger 
payloads within legal limits. And brand-new 
Super-Economy Diesels are setting amazing new 
records for low fuel and maintenance costs. 


So it’s easy to see why GMC franchise-holders are 
so optimistic about the future. And why they’re 
backing that optimism with multimillion-dollar 
investments in new facilities. It seems they all 
agree that it’s great to be a GMC dealer. 


& COACH — A General Motors Division 


THE BETTER YOU KNOW GMC—THE BETTER THE TRUCK BUSINESS LOOKS 


Modern farming calls for modern machinery _ The new highly mobile Armed Services require —_ Leading truck rental service sees bigger-than- 
—with trucks the most useful tool of all. more and more trucks for national defense. ever business ahead. 





for completion of 30-years’ 
with the company, 
Black & Decker’s t 
orange, black, and gold he: i 
service pin _ es te 
by Robert D. Biack, 
The 30-year pin contains g 
stars, one for each five me 
period, 

Apsey, 56, joined Black & Deg, 
in 1927 as a member of the aa. 
tising department. He ¢ 
pointed to his present positigny 

+ * = & 
Wheeler Shifted by MJ&A 

Expansion of the Mac Mg 
John & Adams, Inc. non-autg 
traffic department into a ¢ 
ized operations group has bee, 
nounced by Ernest A. Jones, 
dent. 

Headed by Carl Wheeler ag » 
supervisor the newly-creat 
partment will be responsible for 
traffic functions on non-auty 
accounts handled from the Big 
field Hills (Mich.) headquarters i 
will also exercise budget c 
both advertising and pro 
material. z 

Wheeler, a 10-year veteran j 
MIJ&A, has been a oe 4 
ager and traffic supervisor, 


RAB Budget at Alltime 


Approval of an alltime 
erating budget for the final & 
1957, and authorization of 
tension in the regional . 
selling activities of the F 
vertising Bureau were 
major actions taken by 
ganization’s board of di 
semi-annual meeting. 


The enlarged to 
effective today ‘Guy te 
dicted upon an operating 
the annual rate of $8 
final six months of this 
ent indications are that 
will be operating on a f 
of $925,000 by Dec. 1. 

* 












































































Names 

Frank W. Nobile has 
pointed Detroit-area m 
TelePrompTer Corp. Before 
eee Noble was 
gene: sales ae 
merchandising of S 
ard Corp he 
edvestistnaaal " 
specialist for Ford Motor Co,” 

- » . 

Douglas L. Sinn has been 
to the Detroit sales staff 
Journal of Commerce 
Journal of Commerce Int 





with the New York office of R 
Durstine, Inc., where he 
account supervisor. 


FTC Investigat ; 
Oil Compani 
Dual Price P 


ing into a dual peicing s 

} + major oil c 
A. Babcock, chief in : 

announced, 

Under the system. oil 
sell to regular filling 
one price and to some 
peting operators, classified 
companies as “jobbers,” at @ 
price, 

The Court of Appeals 
ruled against the FTC in 
pricing case against § 
Co. of Indiana, The 
has appealed the ruling @ 


























FTC said it dropped the 
plaints without prejudice 
further investigation on the @ 
The complaints were dropP 
cause of the length of time 
they were first filed, the 
sion said, 









How to put 
more drive behind 
your 


advertising 


An able new-car salesman wants particu- 
larly to sell the key prospects in his terri- 
tory. If he can sell them, they’!I influence 
others. The national automobile adver- 
tiser has the same problem. But it’s 
tougher. For up to now you haven’t been 
able to find a place where you can be 
sure your advertising will get this valu- 
able extra word-of-mouth drive. 

Now The Saturday Evening Post has 
found a proven way to start this chain 


reaction. In a recent Politz study of the 
Post’s impact on its readers, it was dis- 
covered that most Post readers, in fact, 
8 out of 10, recommend or talk about the 
things they’ve seen in the Post! 

These are the POST-INFLUENTIALS 
—the people who read and talk, who 
think and act, who can’t keep ideas to 
themselves. They influence other key au- 
tomobile buyers. Consistent Post adver- 
tising sells them — they tell the others. 


ee ee le ee teller 


Ss? 
| 


the Saturday Evening 


POST 


A CURTIS MAGAZINE 


Sells the POST WT INFLUENTIAL 
-the mass market of active influence 




















TT omens = anced — 


TELESCOPIC HOIST — A line of Gar 
Wood—St. Paul front-mounted telescopic 
hoists, designed to permit greater pay- 
loads under current axle weight-limit laws, 
is being produced by Gar Wood Indus- 
tries, Inc., Wayne, Mich. The hoists 
feature an exclusive ball and socket 
mounting arrangement at the base and 
top of the cylinder to eliminate side load 
stresses, it is said. In addition, special 
“X" type bracing gives the sub-frame 
unusual strength and rigidity. An auto- 
matic safety relief valve is said to elimi- 
nate extreme high pressure at the end of 
the cylinder stroke, reducing overheating, 
weor and leakage. A safety contro! valve 
stops further movement of the hoist at 
the end of the stroke to prevent over- 
travel damage. > — 


Bus Flooring Adhesive 


An adhesive designed to give 
quick tack and high early strength 
—two qualities needed for install- 
ing bus flooring in production line 


operations—has been developed by|ond the 10-ton, 6-inch cylinder model and Kenworth, it is claimed. The mirror| 35, Mass. ~ 
the industrial division of Arm-|TH-96 also fits 60-102 CA, all body folds back to within five inches against i i 


strong Cork Co., 1010 Concord 8t., 
Lancaster, Pa. 





UTILITY TRUCK BODIES — Utility truck 
bodies designed for termite control opera- 
tors, pest exterminating and fumigating 
specialists have been announced by Read- 
ing Body Works, Inc., Reading, Pa. This 
line of Reading bodies is especially 
edapted to the transportation and field 
utilization of portable and stationary tanks, 
hose reels, insecticides, sprayers, pumps, 
tools and other supplies and equipment. 
Available models include special pone! 
bodies and utility type bodies with or 
without canopy tops, in chassis sizes from 
Y% to 1% tons. All bodies ore constructed 
of heavy gauge steel welded into one 
integral unit, with completely watertight 
doors. 


pounds in confined spaces. The 
“Tugster” is an industrial tractor 
with a drawbar pull of 750 pounds. 









TRUCK HOIST—Lundell Mfg. Co., Chero- 
kee, la., has announced the establishment 
of an industrial division for the manu- 
facture of truck hoists. All three model 
hoists are front mounts and offer five, 
eight, or 10ston capacities with normal 
dumping angles and average lifting times. 
The five-ton, 4-inch cylinder model TH-54 
hoist fits trucks 48-60 CA in all body 
lengths, weight is 482 pounds; eight-ton, 
5-inch cylinder model TH-85 fits 60-102 
| CA all body lengths, weight is 585 pounds, 


lengths, weight is 596 pounds. The relief 
valve built into the four-piston pump by- 
posses on dangerous overload with op- 
erating pressures to 2,000 pounds, it is 
claimed. Mounting clearance is about 11 
inches on the five and eight-ton models; 
about 13 inches on the 10-ton hoist. 
> . > 


Persenalized Flaps 
Akro truck and trailer fender 





flaps, featuring company names or 
trademarks molded into the flaps, 
are available from Buxbaum Co., 
Canton, O. 





LOW BED TRAILER—A low bed trailer, 
with removable gooseneck, that is said to 
moke it easy for one man to load or 
unload heavy construction equipment off 
the front end, has been unveiled by lo- 
Crosse Trailer Corp., LoCrosse, Wis. The 
trailer bed is raised and lowered by 
meons of a romp mounted on the rear 
of the tractor. Two standard fifth-wheel 
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truck which carries up to 4,000 






lyn Ave., Westbury, N. Y. 





ae 
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CARGO COOLER—A cargo cooler, the 
second in Hunter's series of high-capacity 
mechanical refrigeration systems for truck 
bodies, has been introduced by Hunter 
Mfg. Co., Solon, O. Weighing only 315 
pounds, the compact Model C-10-A is 
especially designed for the maintenance 
of temperatures for products in the 35-45- 
degree range. Capacity-wise this model 
can be employed in adequately insulated 
bodies up to 18 feet long, it is claimed. 
Powered directly by the truck engine, the 
model consists of a self-contained “factory 
package” that contains all components, 
except the compressor. 








TRUCK MIRROR —A truck mirror for 
wide cab-over-engine tractors and tilt cabs 
has been introduced by Power Brake 
Parts Mfg. Co., 3441 S. Racine Ave., 
Chicago 8, Ill. The mirror is the No. 962 
Fold-Back truck mirror designed to fit the 
1957 Ford tilt-cab line of trucks. This same 
model also fits all cabs over 76 inches 
wide, both cab-over-engine and tilt, in- 
cluding International, Diamond T, Mack 





* 

















the cab door for maximum clearance in 
close areas and fo meet state regulations. 
The mirror is extendable from 14 to 16 
inches. The mirror head measures 6 x 16 
inches, with a lifetime warranty on the 
silver against spoilage. 

> * 





SERVICE TRUCK BODIES — Morysville 
Body Works, Inc., Boyertown, Po., has 
announced a “RD” series of service truck 
bodies for % to !'%4-ton chassis with 
CA's from 38 to 60 inches and body 
weight from 690 to 1025 pounds. All 
models have rod type hinges, weother 
sealed doors and adjustable shelves and 
trays as standard equipment. Other feo- 
tures are said to be solidly framed doors 
ond panels, double flanged panel edges, 
rolled edges on all shelves, and recessed 
spring loaded double latches with inde- 
pendent locks o mester locking device. 

. 


Lighted Switch 

A space-saving lighted pushbut- 
ton switch is being marketed by 
Micro Switch, Freeport, IL, a divi- 
sion of Minneapolis-Honeywell 
Regulator Co. It can be mounted 
on one-inch centers, both horizon- 
tally and vertically, and requires 
requires only 2% inches below its 

mounting panel. 
> > 






INDUSTRIAL ENGINE—A compact, light- 
weight industrial engine, repyted to pro- 
vide more power per pound thon ordinary 
engines of comparable horsepower, is 
ennounced by Fageol Products Division, 
Twin Coach Co., 850 W. Main St., Kent, 
©. Known as the Fageol 44, the engine 


r.p.m., with running engine weight as 
low as 160 pounds, it is claimed. Power- 
to-weight ratio of 3.55 pounds/horsepower 
is attained, the manufacturer says. Ex- 
tremely compact, the 44 chic inch dis- 
placement engine measures only 23% 


Steering Analyzer,” has been devel- 
oped by Kwik-Eizee, Inc., 54 Brook- 


Electronic pickup arms make all 


measurements which are relayed 
to a television-type screen for read- 


produces up to 45 horsepower at 5,500| Said to be unaffected by car 










VALVE SHIM GAUGE—A 
shim gauge for servicing Ford 
from 1953 through 1956, ; 
600, 700, 800 and 900, has & 
nounced by Houser Engin 5 
Co., Bluffton, Ind. Shims are 
able for Ferguson and int 
tors. 





+ * * ; 
For a Tough Surfag 


A chemical-resistant 
Rubber-Coat Liquid HB 
now available from Wilbur 
liams Co., 130 Lincoln 
































23 
AIR COMPRESSOR—An air 
for trucks equipped with Cu 
is being manufactured by 
Products Co., Owosso, Mich. The s 
compressor is said to require 
power per cubic foot of air. 
from zero to 100 pounds per ore 
at crankshaft speed of 2,500 r.p.m, ied 
15 seconds with a 1080-cubic-inch tank, 
is claimed. 






Park Chemical Introduces 
Car Polish and Cleaner 
A car polish and cleaner that 












ing compounds, bugs, tar, tree 
or extreme heat or cold has 
announced by Park Chemical 
Detroit 4, Mich. 

Called Parko’s New Blue 
it is said to be a pure 









































































































_ page couplings—one on the tractor and one inches long including SAE No. 5 bell-| concentrate. It comes in & F 

Two Industrial Vehicles on the front deck of the trailer—are used housing, 15 9/16 inches wide and 23% | equipped with squirt spout 
to attach the gooseneck to trailer and inches high. eliminates spillage and waste, re 

- > +: ¥. 


Added to Hyster Line 


Two industrial vehicles have veen 
developed by Hyster Co., 2902 N. E. 
Clackamas St., Portland 8, Ore. 

The “Freighter” is a platform 


tractor. Trailers are available in 25 to 50- 
ton capacities, with tandem waiking-beam 
or spring-mounted running gear, and up 
to 75-ton capacity with the new LoCrosse 
triple-axle design. 











CLEARANCE LAMP—A recessed dome 










light with oval mounting for surface in- 
stallation as clearance or marker light 
hes been added to the Pathfinder line 
produced by Auto lamp Mfg. Co., 2909 
indiana Ave., Chicago 16, Ill. The movunt- 
ing of one-piece metal in bright roto- 
plate finish measures 4% inches across 
the length of the oval, and has two holes 
for mounting. The fiat-dome lens in red, 
amber or clear plastic is held in place by 
a plated snap-ring which permits easy 
replacement of bulb. Lenses are shatter- 
proof, three inches in diameter, with high 
reflection power. Designated the Pathfinder 
No. 661 Flush ‘Mounted Clearance Light, 
the unit comes complete with 2 cp. bulb 
for six or 12-vele, oytems. | 


Electronic Pickup Arms 


Check Wheel Alignment 


An automatic electronic wheel 
alignment -system, “Vide-O-Matic 





























UTILITY TRUCK BODY—A truck body “job-planned" for the installation and servicing 
«Of parking meters has been produced by Reading Body Works, Inc., Reading, Pa. 
Mounted on a %-ton Ford 250 chassis, the vehicle serves as a mobile workshop for 
on-the-spot maintenance. Meters, coin boxes, paint supplies and such specialized 
fools as a jack for straightening meter posts are carried in divided bins and shelves 
within the body's six watertight compartments. Horizontal compartment doors serve 
@s worktables when opened. Sand, cement and digging tools are carried in the box 
section of the body, which is equipped with a snap-on, waterproof tarpaulin. 


ANTI-JACKKNIFE DEVICE—A safety device that is said to prevent 
as well as provide added protection to keep trailers from breaking away 
towing vehicle or tractor, has beenmarketed. According to the inventor, 97% 
_| Beain of Schenectady, N. Y., if a tractor sways in one direction beyond the # 
point, the device will counteract the direction of sway, it will absorb the #0% 
the load and will preventthetractor's jackknifing. The unit can be 5 
type of tractor-trailer either by welding or by bolting. It is produced by KW # 
Inc., 218 S. Brandywine, Schenectady, N. Y. 
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4 Co-op Advertising: 





i 
t 





for a shakeup in the automotive field? 


First, General Motors, next Chrysler Corp., 
Ford, then American Motors in rapid succession 
recently announced decisions to drop dealer co-o 

_ advertising programs. Immediate result of this 
» mew factory policy was reflected in list price in- 
ases for most models, floor price cuts in others. 

Dealers wanted to know: How much more per 
far will this cost me? Manufacturers asked: t 
will be the result of this decision in the field? But 

most sensitive soul-searching occasioned by this 

iden shift was indul in by advertising s 

sentatives who eeehoad x fase Is mane ies 


| To find the answers, those financially concerned 


. manufacturers and ia men—turned 
») Maturally enough to the Newspaper of the In- 
ry, AUTOMOTIVE NEWS. As far. back as 

ber 3, 1956, AUTOMOTIVE NEWS pub- 

i the “very first” definite information on 
co-op—‘‘Ad Charge Assumed GM.” 

was followed by “Chrysler Adopts GM Plan 
Co-op Ads” (Jan. 7, ’56); “Ford to Drop Ad 

ges; GM, Ford Boost Freight” (Jan. 14, °57); 
"AMC Drops Ad Charge” (March 11, ’57). These 

» Me just a few examples. And now comprehensive 
yh a. the dealer reaction and Sead te 
e of the new co-op plan has a in 
% a 4 and June 3 Seiad! of AUTOMOTIVE 


4 - with the abandonment of co-op advertising — 


This then, is the job AUTOMOTIVE NEWS— 
and AUTOMOTIVE *NEWS alone — is doing; 


gathering, sorting, editing, interpreting and pub- 
lishing vital information of the vitally important 
automotive industry. To deliver this news — 
weekly, while it still is news—to 44,000 paid sub- 
scribers* takes 14 experienced full-time editors, 
and 106 on-the-spot correspondents constantly in 
touch with dealers, manufacturers, field repre- 
sentatives and service men. 

No wonder that in its 32 years of publishing 
AUTOMOTIVE NEWS has come to be regarded 
by automobile men as the newspaper of their in- 
dustry, to their needs, suited to their 
tastes. Discover yourself the difference in response 
your own selling message generates among auto- 
motive men when you place it with their weekly 
must reading publication. 

Why not inquire about how AUTOMOTIVE 
NEWS has helped boost the sale of many other 


Where to 





from Here? 


products, and may be able to do the same for 
yours? Simply get in touch with your nearby 
AUTOMOTIVE NEWS representative and ask 
him to call, at your convenience, of course. He 
can show you how to take advantage of 
AUTOMOTIVE NEWS’ big 2-market coverage . . . 
coverage of both automotive manufacturing execu- 
tives and the buying influence in 28,000 car 
dealerships. 
*86 percent of whom annually renew their subscriptions 
at the regular $8 rate. They're offered no premiums, cut- 
rates or special inducements. 

= . > 
NEW YORK: Edward Kruspok, Roy Billingham, Howard E. 
Bradley, Murray Hill 7-687). 
CHICAGO: J. Goldstein, William H. Gallagher, State 2-6273 
DETROIT: & |. Webber, Williom & Meas, Roy Holihan, 
Woodward 3-0495 
LOS. ANGELES: & H. Deibler, Dunkirk 3-0303. 


Keeps you in front of the fast-moving automotive market 


The Newspaper of the 


New- 


Industry 


oe ot ee le ot oe 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
9 
2 0 
8 8 7 & 0 
1 3 : 
8 7a 5? . 
$ | 
5 






Champion 2-dr., $375*. '52 ¢ 
4-dr., $180*, $155°. 
ISCELLANEOUS—’55 Vol 
$1,195. 








(Colorado Auto Auction, Sale 
. Prices are for sale of June 
BUICK—’57 Special 4-dr. 
$2,740°, $2,660*. '56 Special “ 
era, $1,700°. °55 Century 4-dr a 
wagon, $1,865* (ps); Super 2-dr, 
$1,450° (ps). °52 Super 2-dr 
$375; Special 2-dr., $355. °50 gps 
dr., $215*, 
CADILLAC—’57 (60) 4-dr., $5,608 
(62) coupe de Ville, $5,100* (pg), 
$4,205 (ps). °56 (62) 4-dr,, 
; -, $3,300° (ps), 
* (ps), $2,130° ¢ 
CHE VROLET—’57 Bel Air (8) 
320°; (6) 4-dr., $2,155°, °56 Bey 
2-dr. Hardtop, $1,865* (ps), 
conv., $1,395 (ps); Two-ten ( 
$1,840*, $1,735; (8) 4-dr., 
$1,830*; One-fifty (6) 4-dr., 
Bel Air (8) 2-dr. Hardtop, $1 sm 
ten (6) 4-dr., $1,070*, $1,0652” 
$810; One-fifty (6) 4-dr., $729, 
vette, $1,430°; Two-ten 4-dr 
wagon, $850*. '53 Two-ten 
wagon, $850. '52 SL Deluxe 2-d¢ 
CHRYSLER—’56 NY 4-dr., $2, 
NY Deluxe 4-dr., $950* (ps), 
sor 4-dr., $275°*. * 
aa og na 4-dr, 
Pps); resweep (8) 2-dr. H 
percent from 173.4 percent the 505; Two-ten (8) 2-dr., $1,245, $1,230. $495°*, $355. 750°. °55 Firedome (8) 4-dr 
Market Trend previous week. ty Ry gt og Th a — SE agg ge I A A 
price of Prices marked with an as- $865, $860; One-fifty (8) 2-dr.; $870,| wagon, $795, ’53 Ambassador Super 4-| DODGE—'57 Coronet (8) 2-dr & 
The overall average terisk indicate a unit equipped ors, $750. 54 Twe-ten cation wagon,| dr., , 3940; Statesman station wagon, $2.760"; Custom (8) Royal , 
; 2-dr., $720*, ‘ , $580, $560; 10*; Statesman Su 4-dr., $350*, top, 510° ( .— Royal ¢ re 
declined $9, accord- with an automatic transmission | Bei Air 2 Ny $040°. *88 ‘Onecfifty station $310". ne Hardtop. $930" a 
sale auction or overdrive and (ps) indicates wagon, $560. OLDSMOBILE — ’57 (88) Super Holiday,| FORD—'57 Fairlane (8) 2-dr, Haj 
ing to Automotive News’ auction. power steering. CHRYSLER—’'54 Windsor 4-dr., $675*. $2,795* (ps); (88) 4-dr., $2,425*. "56 (98) 350° (ps), $2,245*, $2,070*; 
* 
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DeSOTO—’53 Firedome 4-dr., $480*. Holiday, $2,255* (ps); (88) Super Holi-| 310*; Country sedan 9- 
It was the first time in three * * DODGE—’55 Royal Diplomat, $1,215*; 4- day, $1,920°. 55 (se) conv., $1,830° Reneaere, SNe. "56 Crest 
weeks that average prices had YE IND dr., $980°. ’ Coronet Diplomat, $390; ps); (88) oliday, 565°. ‘54 (88) Victoria, $1, ps); 
. off DYER, ° 4-dr., $400*, $250. "52 Meadowbrook 4-| Super 2-dr., $1,110* (ps). °53 (88) 2-dr.,| toria, $1,600, $1,405; 
declined. Leveling at $893, | ‘pyer Auto Auction, Sale every Friday.| dr., $300; Coronet 4-dr., $100. 2 at $695° $585°, $570° $545". Hardtop, 2 at $1,400. 
prices were still $12 above the | Prices are for sale of June 14.) FORD — '57 Thunderbird, $2,850* (ps);| PACKARD—'51 4-dr., $125*. $1,525* (ps), $1,475* ; 
the (Market was strong. Prices appeared Fairlane (8) 500 Victoria, $2,250* (ps),| PLYMOUTH—’57 Belvedere (8) coupe, $2,- Victoria, oes (ps); Main (8) 
,090. °54 Co - 


te be up as much as $50 on sharp cars. $2,240°*; Fairlane (8) 500 2-dr., $1,950, 200°. °55 Plaza (8) station wagon, $1,- 

235 cars out of 302 consignments.) $1,930°. °56 Fairlane (8) Victoria, $1,- 090°; Savoy (8) 4-dr., $940, $910, $870, $1,110*. '53 Custom (8) 4-dr, 
Riviera, $2,940° (ps); 665° (ps); 4-dr., $1,550° (ps), $1,300; $865, $860, $795, $775*; Plaza (6) 4-dr.,| HU IN—'55 Hornet (6) 4-dr.,” 
. °56 Super Riviera, Custom (8) 2-dr., $2,165, $1,178, $1,005; $765. °53 Belvedere coupe, $505; Cran- ae 

., $1,980° (ps). Custom (6) 2-dr., $1,000; Ranch Wagon, brook 2-dr., $440, $420. "51 station wag- 
, $1,440°; 4-dr., $1,- $1,350*. ‘55 Fairlane (8) Victoria, $1,- on, $380. 
; Century Riviera, $1,365*; 295°, $1,025*; Custom (8) 2-dr., $880,| PONTIAC—’S6 Chieftain Catalina, $1,540*; 
$820. Star Chief Catalina, $1,850° (ps). °54 
HUDSON—’56 Hornet 4-dr., $1,150°. ‘55 Star Chief 4-dr., $1,000° (ps), $885* , ° 
(ps), $855° (ps); comv., $995° (ps); ‘| ; Custom 2-dr. Hardtop, 
Ville , be \ Chieftain station ; -395; Medalist 2-dr., $1,205, "§ 
150° (ps). "41 (62) 2-dr., $185. coupe, ‘ : dr., $585. °53 -dr. tom 2-dr. Hardtop, $925*. Z| 
57 Bel Air (8) Sport coupe, Custom Hardtop, $1, ° ° NASH—’'56 (6) station 
$2,195*; Hardtop, $2,155°; Two-ten (6). onterey | STUD Rambler (6) Cross Country, § 
4-cr., $1,745. '56 Bel Air (8) 2-dr., $1,- (Continued on Page 35, Gol. 1) 


































































1OWA MISSOURI NEW YORK PENNSYLVANIA 
alec Sessa . 
TOM FLETCHER'S 

DES MOINES AUTO AUCTION ST. LOUIS AUTO MNWATIONALLY KNOWN MANHEIM AUTO AUCTION 
ln jhe Fieert of he Giese Cer Cowmtry | AUCTION BARN, INC. || T!'M ANSPACH pp 
4701 S.E. , Ee te nae 15, lowa 3807 East Ave. a —- ie 5 arty oe ae 
isle Svory, Mendoy—1!_ AM. St. Louis, Mo. “Tee car sele average oe ot ee ee 
Phone Franklin 1-3845 All Titles and Checks Guaranteed : 




















_______ MASSACHUSETTS SALES EACH TUESDAY 
PEABODY AUTO AUCTION AND FRIDAY NEW YORK CITY'S =—= 
——_————$—$$$ $$ . Checks and Titles Guaranteed 
MID-WEST AUTO AUCTION aos i Owned and Operated by SKYLINE JOHNSON AUTO 
pang hie Bd ti Se san Namuyoan Tarai, oa et st (Dealers Only) EXCLUSIVELY FOR AUTO DEALERS ; adn. ee 
Auctioneer: Harvey Greenwood Joseph Herbert Phillip Glick Ves ~~ e safe because ail titles 
Sale every Tuesday at 11 A.M. checks are insured 100% Insured—No Registration 
Phone Sherman 4-3263 Pees let ae EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. WASHINGTON 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 











DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
45% S. Santa Fe (Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 


P 
Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located % mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK... 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 











CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 
b SOUTHERN AUTO SALES, INC. MICHIGAN 
AUCTION 


Phone Dunkirk 3-0150 






dealers. They meet at the 




















Warehouse Pt., Conn. 








































INC. AUTO DEALERS AUCTION 2 
os Senn ee ities sat Indes EY: Mos MONTPELIER AUTO AUCTION CO.|| tions of the nation . . . and 
Mich. ndependence MONTPELIER, OHIC 
Checks & Titles Guaranteed pages of Automotive News. 
ILLINOIS EVERY TUESDAY—CHECKS INSURED Bob Ring, Owner — Fred Reed, Mgr. Sale Every Monday, 12:30 P.M. 
At 1:00 P.M. Sharp—Dealers Only Auctioneers “ You will reach both groups 
; : Auctioneer: Col. W. E. “Bill Nagy ee | eo eee Gee ee . 
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3202-3220 Broadway, Every 


Phone: ARdmore 64720 An effective channel to buy and soli | O* Y & Rewte 20a Phone 5-9535 
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(Continued from Page 34) 


(8) 2-dr, Hardtop, $1,280*. 
an 2-dr. Hardtop, $760* (Le- 


$330; Ambassador 4-dr., 


6. 57 (88) Holiday 4-dr., $2,- 
apenore $2,600°; 2-dr., $2,480°. '56 


Oe (). S y-dr., $2,198 (ps); 4-dr., 
(88) Holiday Super 4-dr., $1,900° (ps). 
amr Super 4-dr., $1,450°; 

® (ar., $1,285". "54 (88) Buper 4-dr., 
tse, 63 (98) Holiday, $775°. 
phoxaRD—'5 Clipper (8) Constellation, 


’57 Fury, $2,910°; Belvedere 


ardtop, $2,465°; Savoy (8) 
, $2,100°. "56 Savoy (8) 
. 56 Plaza (6) 4-dr., $805. 


"53 Cambridge 4- 


poxttac—'55 Star Chief (8) conv., $1,- 
Chieftain (8) 4-dr, station wagon, 
Chief- 


6s, 53 Catalina 
isin (6) 4-r., $390°. 
ER—'53 Champion 

Be 57 COE (4), $1,520. 
. 47 (4), $500. 

), $10 0US —'57 Ford %-ton pick- 
$1,950. 566 Ford %-ton pickup, $1,- 

) %-ton pickup, $1,550; Ford 

* ye ickup, $1,040. "55 Ford (8) 
© oe pickup, $900, °54 Ford (6) %-ton 
piekup, g665°. °52 Dodge (6) %-ton 


prckup, $325 
FT. 


(Port Wayne 
gimday. Prices are for sale of June 18.) 
: (Gold 35 out of 59 offerings.) 

pouck—'56 Special 4-dr. Hardtop, $2,000°. 
CADILLA' '56 (62) 4-dr., $3,000°. 
(CHEVROLET '56 Two-ten (6) 4-dr., $1,- 
155 Two-ten (6) 4-dr. station wag- 
a #1.870°. ‘54 Bel Air 2-dr., $740*. *53 
Teoten 4-dr., $535. °51 Deluxe 2-dr., 
s175°. ' . ; 
CGURYSLER— 51 Windsor 4-dr., $230*; 

. $155. 50 NY 2-dr., $180°. 

66 Lancer 2-dr. Hardtop, 

ae, "S56 Royal (6) 4-dr., $1,020°. 
yoRD—'57 Ranch Wagon (6) 2-dr., 
| "66 Country sedan (6) 2-dr 


(8), $590°; 


(6) 4-dr., 


WAYNE, IND. 


Auto Auction, 


$1,- 
$1,- 


., $1,- 
"55 Country sedan (6) 4-dr., $1,340°; 


(6) 2-dr., $1,085*°; Custom (6) 


005. "54 Crest (62) 2-dr. Hard- 


., $1, 
$870*; station wagon (6) 2-dr., $790. 
‘Custom (6) 2-dr., $560; Main (6) 
., $450. "52 Custom (6) 4-dr., $420°; 
. 


.§1 Monterey 2-dr., $360*. 
r — 'S4 (88) 4-dr., $1,225° 
"Si (98) 4-dr. $185°. "50 (88) 4- 

$250°; 2-dr., $190°. 
‘S55 Clipper 2-dr. Hardtop, $1,- 
a. "53 Clipper 2-dr., $395°. 

'53 Cranbrook 4-dr., $395. 
)—."55 Catalina 2-dr. Hardtop, 


$050°.~ "52 


., $265°. 

S33 Firedome Sport coupe, $530*; 
., $160°. "51 Custom coupe, 
$200, $135°. *50 Custom 4- 


"S4 Coronet (6) 4-dr., $650°, 
Coronet (6) club coupe, $420°. 


Fairlane (8) conv., $2,380*. 
sedan (8), x J 
(8) 4-dr., $1,595, $1,580*. 
sedan (8) 9 pass., $1,250*; Cus- 
Victoria coupe, $1,160°%: 4 

, $975; 2-dr., $960, $850°. 

(8) 4-dr., $840° $700°; 2 

‘33 Sunliner (8), 

$595; 2-dr., 

(6) 2-dr., $350. 

; 4-dr., 


aie 


senate 


H 


oT 


: 
| 
i 


"57 (98) Holiday 4-dr., $3,- 

(88) Holiday coupe, $2,100*. 

(88) 4-dr., $1,360°; 2-dr., $1,- 

§88) Holiday coupe, $1,220° ‘54 

coupe, $1,390*° (ps); Super 
coupe, $1,170°. ‘53 

* (ps). ’52 (98) 4-dr., 


57 Belvedere (8) 2-dr., $2,- 
eee station wagon, §2,- 
ere (8) 4-dr.. $1,520; 

. "55 Plaza (6) 


(88) Holi- 


"55 Jeep 


Sale every 


NY 


coupe, $190. °50 Deluxe station wagon, 
$180. 


PONTIAC—’57 Star Chief (8) conv., $2,- 
675° (ps). '55 Chieftain (8) 2-dr., $1,- 
080, $1,060*, $860. °54 Chieftain (8) 
2-dr., $730°. '53 Chieftain (8) Catalina 
coupe, $740*; 4-dr., $430°. °52 Chieftain 
(8) Catalina coupe, $390°; conv., $365*. 
*51 Chieftain (8) 4-dr., $170*. °50 4-dr., 
$100. 

STUDEBAKER — ’51 Land Cruiser 4-dr., 
$120. 

WILLYS—’53 (6) 4-dr., $200°. °52 (6) 2- 
dr., $210. 

MISCELLANEOUS—’57 Renault 4-dr., $1,- 
250. ‘56 Volkswagen 2-dr., $1,360, $1,- 
275; Ford (8) %-ton pickup, $925. °51 
International %-ton pickup, $200. 


SIOUX SALLS, S. D. 


(Sioux Falls Car Auction, Sale every 
_— Prices are for sale of June 3 and 
10.) 

(There is s shortage of good ciecan 
used cars. Sold 94 cars out of 185 con- 
signments.) 

BUICK—’57 RM Riviera, $2,525° (ps). '56 
Special station wagon, $2,275* (ps), 2 at 
$2,050° (ps). "55 Special Riviera, $1,350* 
(ps); 4-dr., $1, ; coupe, $1,625°, $1,- 


575*, °54 RM Hardtop, $1,050* (ps). °53 
Special 4-dr., $500°. 

CADILLAC—’56 (62) coupe de Ville, $3,- 
700* (ps), $3,400* (ps). ’55 (62) 4-dr., 
$2,800* (ps). '53 (62) 4-dr., $1,600°, $1,- 
500° (ps), $1,425°. "562 (62) 4-dr., $1,- 

. "61 (62) 4-dr., $700*. 

CHEVROLET—'56 Two-ten (8) station 

3; 4-dr., $1,575*, $1,435°; 

a) o-ten (6) 4-dr., 

. "54 Bel Air (8) 2-dr., 

, $450. 53 Bel Air Hardtop, $655°*, 
, $550°. °52 2-dr., $385°. 

CHRYSLER—’56 Windsor 2-dr., $2,100*. 

—. Starflite 4-dr., $1,500*, $1,- 

DODGE—’55 Coronet (8) 4-dr., $1,100*. 
mw. 4-dr., $800*; Coronet (6) 4-dr., 


F OR D — ’'57 Fairlane (8) 4-dr., $2,100* 
(ps), $2,015*. ’56 Fairlane (8) Victoria, 
$1,675*, $1,525°; Custom sedan, 
"55 Fairlane (8) conv., $1,255°; 
wagon, $1,200°; $1,575°*, 
050°; Main 4-dr., $880; Custom 2-dr., 
$870. °54 Custom 2-dr., $870*, $820*; 
Main 2-dr., $740. ‘53 station wagon, 
$650°; Crest Victoria, $785*. °50 2-dr., 


$390, $135. 

MERCURY—’56 Monterey 4-dr., 2 at $1,- 
550°. 55 Monterey 4-dr.. $1,250, $1,095°. 
’54 Monterey 4-dr., $1,050*, '52 Monte- 
rey Hardtop, $605°; 4-dr., $455. 

NASH—’54 Rambler 4-dr., $600. 

OLDSMOBILE—’56 (88) 4-dr., $1,875°. °55 
(88) 2-dr., $1,525*. °564 (88) Super 4-dr., 
$1,070* (ps). '53 (88) Hardtop, $865* 
(ps), $800*, $660°. 49 conv. $150. 

PACKARD—’51 4-dr., $190, 2'at $160. 

PLYMOUTH—’55 Belvedere (8) Sport 
coupe, $950°; P $850. °54 Belvedere 
2-dr., $650, $645, * (ps). °53 Cran- 


esa Ts 
ee hale 
a) UA A 
PE le 


THE 


PERFECTION 


Model Breakdown 
Of Auction Averages 
May, April, 
1957 1957 
$2,236 


1569 1,576 
1,211 


June, 


Model 1957 


1957... 


al seagate 


brook 4-dr., $500, $350, $330, $275; conv., 
$700, °52 2-dr.. $295. °50 4-dr., $235. 
PONTIAC—’56 Chieftain station 
$445. 
STUDEBAKER — ’53 
(6) 


Tractor, $1,290. °54 Chevrolet 2-ton 
truck, $775; Ford %-ton truck, $775. °53 
Chevrolet 2-ton truck, $600. °52 Chevro- 
let 1%-ton pickup, $335; Ford 2-ton 
truck, $350. °51 Ford 2-ton truck, $360. 


LITTLETON, COLO. 
(Denver Auto Auction, Sale every 
day. Prices are for sale of June 14.) 
( percentage of cars sold. More 
activity.) 


$2,250*. °53 Chieftain 4-dr., $710*, 
*51 Chieftain Catalina, $276*. 
Commander 4-dr., 
$585* (ps). °51 Commander 2-dr., $100. 
MISCELLANEOUS — ‘55 Chevrolet 


Fri- 


35 


$2,525* (ps). 


BUICK—’57 Special 4-dr. 
*, $1,305°; Su- 


"655 Century 4-dr., $1, 

4-dr., $1,495° (ps); 4-dr., 

. '54 Super Riviera, $1,115*. ‘52 

Super 4-dr., $435*, $290*; Riviera 
coupe, $410*, $220, '50 2-dr., $230*. 

CADILLAC—’57 (62) conv., $5,045* (ps); 

4-dr., $4,550° (ps). "56 coupe de Ville, 
$4,550° (ps). °41 (75) sedan, $150, 


CHEVROLET — '57 Two-ten (8) station 
wagon, $2,645* (ps); Bel Air (8) coupe, 
$2,275*; 4-dr., $2,250°. °56 One-fifty (8) 
2-dr., $1,230, $1,040; Two-ten (8) 2-dr., 

. 56 Bel Air (8) 4-dr., $1,270*; 
$1,050*; Two-ten (8) 3-dr., $1,- 
; One-fifty (8) 2-dr., $980. 
2-dr., $705*. 


(ps); NY 4-dr., $1,495* (ps). 
sor 4-dr., $850°. "53 NY Newport, $685°. 

DeSOTO— 52 4-dr., $220. 

DODGE—’55 Coronet (8) coupe, $1,400°*. 
’54 Royal (8) 4-dr., $800°. ‘S53 4-dr., 
$440, $400. '51 4-dr., $225, $220. 

FORD—’57 Retractable Hardtop, $3,000* 

Fairlane (8) 500 Victoria coupe, 
$2,425*; 4-dr., $2,420°. '56 Thunderbird, 
$2,390; Main (6) 2-dr., $870; Custom (6) 
4-dr., $850. °55 Fairlane (8) Victoria, 
$1,385; Fairlane (8) 4-dr., $1,125*; Cus- 
tom (8) 4-dr., $730. "64 Ranch Wagon, 
$960; Crest (8) 4-dr., $825°. 

HUDSON—’53 Hornet 4-dr., $440°, $295. 
"62 2-dr., 


MERCURY—’57 Montclair coupe, $2,490°. 

"54 coupe, $920; Monterey 4-dr., 

$890*. °53 Sport coupe, $690. ‘52 Custom 
(Continued on Page 36, Col. 1) 
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4-dr., $390°, $260; Meadowbrook 2-dr.,| PONTIAC—’56 Star Chief Catalina, $1,875° 
$380. °52 Coronet 4-dr., $205. (ps). '55 Star Chief conv., $1,565* (ps); 
Thunderbird,’ $2,850*; Fairlane} Catalina, $1,550° (ps); 4-dr., $1,080, ’54 

(8) 500 conv., $2,280°%, $2,275*. 56 Coun-| Star Chief 4-dr., $955°, 9 (ps). 53 
$1, 790* (ps) ; Fairlane (8) Chieftain Deluxe 2-dr., ; Chieftain 

sedan, $1, Catalina, $365°*, °51 Star Chief Catalina, 

Thunderbird, $2,085*; Fatt STUDEBAKER—'s6 Commander (8) 4-dr., 













toria, $1, 300°; Country sedan, $1,400. °55 Champion 2-dr., $775. 
(Continued from Page 35) $1,150*; Town sedan, $1,165*; Custom| Commander 4-dr., $410*; 2-dr., $325. 

(8) 4-dr., $960; -, $945, ‘3890. MISCELLANEOUS—’57 Isetta conv., $885; 
4-dr., $390. °51 2-dr., $345, °50 Custom era, $2,035*, $1,880°; 4-dr., $1,645°. '55 Crest Visserte, see nanos (ps); Jaguar 2-dr., $2,700, °55 Chevrolet Ppick- 
2-dr., $175. RM Riviera, $1,540° (ps), '$1,370* (ps).| 2-dr., $580%; Custom (6) 2-dr., ‘ up, $750. 

NASH—’52 4-dr., $275°*. . 54 RM Riviera, $1,250° ; Super Riviera, Victoria, $695°, $670°; Custom’ (8) 2-dr., 
OLDSMOBILE—'53 (88) Super 4-dr., $651°.| $1,200, $895°, $875*, $825°, ‘53 Super ’52 Victoria, $460; Crest (8) conv., PORTLAND, ORE. 






PACKARD —'56 Patrician 4-dr., $2,000*° conv., $795*, $580*; Riviera, $630*, $425°. 





(ps). '52 4-dr., $225°. $625°; 4-dr., $400; Special 4-dr., $650.| HUDSON—’56 Rambler 4-dr., $1,200*. ’53 Se Auto Auction, Sale every Tues- 
PLYMOUTH—’'57 Savoy (8) 4-dr., $1,895; *52 Super Riviera, $330°, '51 Special 4- Super Jet 4-dr. $255. Prices are for sale of June 18.) 
Plaza (6) 2-dr., $1,665. '56 Belvedere (8) | dr., $245*. LINCOLN—’52 Capri 4-dr., $340°*. BUICK — ot Special 2-dr. Hardtop, $2,505 


4-dr., $1,435* (ps); Savoy (6) 2-dr.,| CADILLAO —’57 coupe de Ville, $4,885*°| MERCURY — ‘57 Montclair Hardtop, $2,- 55 Special 4-dr, station wagon, $1, sen": 
$945. '55 Savoy (8) 2-dr., $895°, ’54 4- (ps), $4,810° (ps). '56 coupe de Ville, 585° (ps). °56 Montclair conv., $1,625°*. 2-dr. Hardtop, $1,670*; Century 2-dr. 
dr., $695*, '53 Cranbrook 4-dr., $450;| $3,750* (ps); (62) coupe, $3,215* (ps),| ‘55 Montclair Hardtop, $1,460° (ps);| Hardtop, $1,540*, '54 Special 2-dr. Hard- 
Cambridge 2-dr., $440. $3,015* (ps). '55 (62) conv., $2,700*| Custom 2-dr., $950. "54 Monterey Hard-| top, $1,365*; Super 4-dr., $1,125* (ps). 
PONTIAC—’57 Star Chief Safari station| (ps), $2,450* (ps); coupe, $2,450° (ps).| top, $905*; Custom 4-dr., $810°, $655°.| °52 Super 2-dr. Hardtop, $670*. '51 Super 
wagon, $2,775* (ps), ’52 4-dr., $355°,| °54 coupe de Ville, $2,280 (ps). 53 (62)| ‘53 Montclair Hardtop, $740*. '$2 Mon-| 4-dr., $300*; RM 2-dr., Hardtop, $205°. 












$310°. 4-dr., $525°. °50 (62) 4-dr., $335°, °49 terey 4-dr., $245* (ps). ’51 2-dr., $315. 50 Super 4-dr., $260*; RM 4-dr., wT 
STUDEBAKER —’53 Champion 4-dr., pt 4-dr., $300*. NASH—’ 56 Rambler 4-dr., $1, 175°. ’53 Su- | CADILLAC—’52 (62) 4-dr., $955* (ps). °51 
‘562 Commander (8) 4-dr., $275; Cham- CHEVROLET —'5¢ Two-ten (6) 4-dr., $1,- per Statesman 4-dr., $385; 2-dr., $350. (62) coupe de Ville, $595°. "46 62) 4- 
pion (6) coupe, $200, ’51 Commander (8) $1,250, $1,240, $1,230, 2 at $1,225, OLDSMOBILE — ’'57 (88) Super Holiday, dr., $180. 
4-dr,, $155. $1, si1i5% 65 Bel Air (6) Hardtop, $1,-| $2,850* (ps); conv., $2,825* (ps); (88)| CHEVROLET—’S7 Two-ten (8) 4-dr. sta- 
Wikis 51 Jeepster, $290, '50 Jeepster,| 355° $e. 1, $1, 180*; Two-ten (8) Delray,| conv., $2,815* (ps); Holiday, §2,600*| tion wagon, $2,485*; (6) 2-dr., $1,825; 
$450 $1,120° $800, $785*; One-fifty (6) (ps). "56 (98) Holiday, $2,395* (ps), $2,-| Bel Air (8) 4-dr., $2,440°. 56 Two-ten 
MISCELLANEOUS’ 57 Volkswagen 2-dr., 2-dr. $700, o dere, $665. Ba Two-ten 4- 285° (ps), $2,240° (ps); (88) Super (8) 4-dr, station wagon, $2,070*°, $1,985* 
$2,025; Chevrolet %-ton pickup, $1,505; dr., $860°; Bel Air 4-dr., $740; One-fifty Holiday, $2,125* (ps), $2,105* (ps), $2,- (ps), $1,760*; (6) 4-dr., $1,270. °55 Bel 
English Ford 4-dr., $1,480, °56 Volks- 2-dr., $565. °53 Bel Air conv., $710; 2-dr., 095* (ps). °55 (98) 4-dr., $1,820° (ps); Air (8) 2-dr. Hardtop, $1,650° (ps), 
wagen 2-dr., $1, 495: Ford %-ton pickup, $605¢; Two-ten 2-dr., $550; ‘4 dr., $330°" Holiday, $1,690° (ps); (88) Holiday, $1,475, $1,400*; 4-dr., $1,450° (ps), $1,- 
$980. °55 Gmc % -ton Pickup, $815. '54/) CHRYSLER—’57 NY Hardtop $3,775°. 56 $1,685° (ps); 2-dr., $1,300°. ‘53 (88) 360; Two-ten (8) 4-dr. station wagon, 
Chevrolet %-ton pickup, $725. Windsor 4-dr., $1,900°. "55 se Winteor Nas- Holiday, $745*; (98) Holiday, $725° (ps), $1,500; 4-dr., $1,180; (6) 4-dr., $1,240*, 
sau, $1,615°; 4-dr., $1,275*; NY 8&t. $695* (ps); conv., $565, $495*. °52 (88) $1,140; 2-dr., $1,105, $1,060; Bel Air (6) 
CHICAGO Regis, $1,605°; 4-dr., $1, 365*, '53 NY Super 4-dr., $450°, $420°, $385°. '51 (88) 2-dr., $1,375; One-fifty (6) 2-dr., $1,000, 
conv., $470°; 4-dr., $390°. 2-dr., $295*. "49 (88) 4-dr., $220°. $920; Business coupe, $670. "54 Two-ten 
(Arena Auto Auction. Sale every Tues- 55 Firedome Hardtop, 2 at $1,-| PLYMOUTH—’55 Suburban 4-dr., $1,415*; 4-dr, station wagon, $1,180*. '53 Bel Air 
day. Prices are for sale of June 18.) 455°, $1,380°, $1,370*. Firedome Belvedere (8) conv., $1,370*; Hardtop, 2-dr. Hardtop, $990°, $770; 4-dr., $700. 
ims 234 cars out of 339 consign- conv., $535°. $1,205*, $1,195°; Savoy (8) 4-dr., $800; 52 SL Deluxe 2-dr., $495°; 4-dr., $480; 
DODGE — ‘56 Royal 4-dr., $1,625°,. °55 Plaza (6) 2-dr., $560, $515. '54 Savoy Special coupe, $460; 2-dr., $460. '51 SL 
BUIOK.~’57 Special Riviera, $2,500°. ‘56 — Hardtop, $1,275*. '54 Coronet (8) (6) 2-dr., $530, '53 Suburban 2-dr., $575; Deluxe club coupe, $375*; Bel Air 2-dr. 


Century Riviera, $2,090°; Special Rivi- , $570*. ’53 Coronet (8) 2-dr., $405*; 4-dr., $360; Cranbrook (6) 2-dr., $340. Hardtop, $325*, $300, '50 BL 2-dr., $300°; 





THOUSANDS OF MILES OF SERVICE 


EATON DEVELOPMENTS 





Extra Stamina 
| Makes EATON 2-Speed Axles BEST 
| for Modern High-Powered Trucks 


Through continuous advancement in design and metal- 
; lurgy, Eaton 2-Speed Axles provide the greater stamina 
needed to meet the demands of modern motor truck 
| transportation. They supply the perfect combination of oe 
ruggedness and light weight, which means that Eaton 
fi Axle trucks haul maximum payloads, at lowest cost per 
ton—and lowest cost per mile. 





Ate 


| By furnishing the right gear ratio for every operating 
condition, Eaton 2-Speeds reduce stress and wear on 


. M than T Milli 
engines and all power transmitting parts; they keep Senn dette te Trucks Gain. 


trucks on the job, out of the repair shop. Operating and 
maintenance costs are held down to rock bottom; trucks 


last thousands of miles longer, and are worth more when 
traded-in. 








AXLE DIVISION 


MANUFACTURING COMPANY 
. CLEVELAND, OHIO 





oe cade 


| B PRODUCTS: Engine Valves , Tappets . Hydraulic Valve Lifters Valve Seat Inserts , Jet Engine Parts , Hydraulic Pumps 
Motor Truck Axles , Permanent Mold Gray Iron Castings . Forgings . Heater-Defroster Units , Automotive Air Conditioning 
Fastening Devices . Cold Drawn Stee! _ Stampings , Gears « Leaf and Coil Springs , Dynamatic Drives, Brakes, Dynamometers 





CHRYSLER — '52 Saratoga 


DeSOTO—’52 Custom 2-dr. #H 
DODGE—’53 Coronet 4-dr., 


$260. 
’53| FORD —’57 (8) station 





HODSON—'S1 Pacemaker 2-dr,, im 
KAISER—’49 4-dr., : 
MERCURY—’55 Montclair tt 


NASH—’57 Metropolitan 2-dr, 


OLDSMOBILE — °55 (98) 2-ar 





PLYMOUTH—’56 Savoy (8) 2-dr,, 


FOTIA 0s Chieftain (8) 





STUDEBAKER—’55 

















































4-dr., $225. °46 4-dr., $100. 






(ps); Windsor 4-dr., $455°. ’49 
$160°. 







cee 


brook 4-dr., $275. ’51 Meado 


























Fairlane 2-dr. Hardtop s2.1898 % 
Custom (8) 4-dr, station 
(ps); Fairlane (8) 2-dr. 
785°; 2-dr., $1,595°; 4-dr. E 
650° (ps); 4-dr., $1,570° (pg); 
2-dr., $1,255. ’85 Thundert 
Fairlane (8) aan 6 
$1,525*; 4-dr., $1,140°; 
a Wagon, $1,290; oan 4 i 
$950; Main (8) 2-dr. si00, 
saoh (8) 2-dr., $835. ’53 Vie 
Main (8) 4-dr., $525; 
$460, ’51 Custom (8) club 
4-dr., $450, $300. °50 (6) 4-dr, 
4-4r., $190, °49 Custom (8) | 


cr se 


E 


4 


* 


ak 





~~ 


He Gr 


$1,610*; Monterey 4-dr. $1,280%, . 
4-dr. $1, O75, '564 Monterey 

(ps); 4-dr., $1,075* (ps). 53 
4-dr., $725, '52 Monterey 2-dr 
$595; Custom 2-dr., * 
$290. '50 2-dr., $200, 






























— 
= 


Rambler station wagon, $1, 
sador 4-dr., $1,290°. ‘51 Ra 
station wagon, $360; (6) 2-dr 
$170; Statesman 2-dr., $135, 


88 


geet 


$1,875* (ps); Super (88) 
$1,850° (ps); (88) 4-dr. & 
785°, $1,750°; 2-dr., $1,215* 
(98) 2-dr, Hardtop, $1,615¢ 
$1,500° (ps); (88) 2-dr. 
4-dr., $700*. '52 Super (88) 2 
top, 500"; <8) (98) 2-dr. 

(ps); 4-dr. , $600*° ¢ 
2-dr. Hardtop. $550°. Pig ¥ 
$300°; 4-dr., “Fi 70°. 


4 
} 


at 












"55 
Plaza 


(8) 4-dr. station 
(6) 4-dr., $785. '54 


AREER 


4 


















$3 
en, 


F 


, $1,600° (ps); 4-dr., Es 
4 " Chieftain (8) Hardion 


tain (8) 2-dr. 
$620°, $575°. 52 Chier Chieftain af i 
; 2-dr., yy a 


ae 


Tort 


ary 
Q 


WOBSGES TT AEEES 


ee Tie oe rar 


* 


: . 


: 


ps); . 
Bel Air (3) station wagon, 
Sport coupe, $1,900, $1,850, 
$1,775* (ps), $1,600; 4-dr., 
740°, 2 at $1,700*, $1,665°, 
Air (6) 4-dr. , $1,660°; Two-ten 
coupe, $1,850; Delray, $1,745; 
570°, $1,555°, $1,505*, 
Air (8) Nomad, $1.780°° (pe); port a 
$1,435° I 
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tom (8) 2-dr., $720, $525; Main (8) 
4-dr., $685. ’53 Custom (8) 2-dr., $540, 
$500, $450; (6) 2-dr., $400; Main (8) 


Used-Car Auction Prices || ‘svc s.ctida.- 8" 


DSON—’55 Hornet (8)- 4-dr., $1,250°*. 
51 4-dr., $115, 
LINCOLN—’55 Capri 4-dr., $1,530* (ps). 


(Continued from Page 36) ’54 Capri 2-dr., $1,135* (ps). ’53 Capri 


(8). 4-dr., $325. °51 conv., 
gis; Matom (8) 4-dr., $175, '50 Cus- 
8) a-at., $250, $170. "49 4-dr., $145; 


emt "+52 Hornet 4-dr., $350, '50 Com- 


ander 4-dr., $110, 
. —'57 Premiere coupe, $4,500* 


’ 4 Premiere coupe, $3,350; Capri 
(9). oo, 505° (ps). °52 Capri coupe, 


157 Montclair coupe, $2,495*; 

$2,290° (ps). 56 Montclair coupe, 

5°, es prentered Somes, ¢ i (ps), 
320, *54 om 2-dr 

a ses. $650, '53 Custom <-ar., 

Monterey club coupe 

ge. 3! Supe, $210; 4-dr., $110. 

157 Rambler Cross "Country, $2,- 
-dr., $295. 


oo 


coupe, 
ato (ps), 

, $2,100* (ps); Ss $2,- 
- - (98) Holiday, $1,885* (ps), 
(ps), $1,580°; (88): Super Holl- 

me (88) Holiday, Z. ,365*. _ 

day, $1,450; (88) Super 4-dr., 
A "98) Holiday, $735*; 4-dr., 
, (88) Super Holiday, $575°*. "Bi 
‘guper Holiday, $4€0; 4-dr., $400, 
. (98) 4-dr., $230°. ’50 (98) 4-dr., 
 conv., $145; 4-dr., $130. 
DD "51 4-dr., $305° (ps), $215*. 

i—'57 Belvedere (8) 4-ar., $2,- 
, 56 Custom (8) Suburban, $1, ‘950°; 

700*, $1,090°; Sport coupe, $1,- 
r, $1,310° ; Belvedere (6) 4-dr., $1,- 

: ‘Savoy (6) sedan, $1,000°; 
(8) 4-dr., $745°, $735, $725, $575°; 
(6) _ sedan, $685. 


4-dr., $305, $295. 
$220. "49 4-dr., 
D ar Star Chief Catalina, $2,- 
(ps). '56 Chieftain station wagon, 
(ps); Star Chief Catalina, $1,- 
5 station wagon, $1,865° 
Catalina, $1,545° (ps), 
. 64 Chieftain (8) Catalina, $1,000° 
go70* (ps), $670°; Star Chief 4-dr., 
= Catalina, $425°, $315*, $295; 
Deluxe 2-dr., $250. °51 4-dr., 


ral 


: 


ane Suueqaas 


the 


eye 


[ER—'56 Power 2 S. a 

» Commander (8) 4-dr. 1 ‘ 
(8) coupe, $1,080°, "54 
coupe, $775. '53 Commander 
, 575°. '52 Commander (8), $250. "50 
50. 


$1 
saye—'50 station wagon, $350. 49 sta- 


$295. 
pUS — '57 Chevrolet mee 


(8) 

$1,095; %-ton pickup, $1,- 

orem (6) %-ton pickup, $850, 
‘4 English Ford Consul 4-dr., $325. 
Gherrolet %-ton pickup, $500. "48 
%-ton pickup, $195. 


DANVILLE, VA. 


ies eee tor on Sale every Wed- 
Prices are for sale of June 19). 


— Super 2-dr., $1,055° (ps). ‘53 
, $750* (ps); ‘Super 2-dr., $605°. 
Ser 2-dr., $400. °50 RM 2-dr., 


57 Bel Air (8) 2-dr., 

"6 Two-ten (8) 4-dr., $1,170. 
Air (8) 2-dr., $1,345*; 4-dr. $1,200. 
A Two-ten (8) 4-dr., $915*, $805*. ’53 
Deluxe 4-dr., $475; Bel Air coupe, $775; 
Tweten (8) 4-dr., $635. "52 Deluxe 4- 
$215. "51 2-dr., $325. *50 2-dr., $390°, 
$280, $225; Deluxe 2-dr., $185, 
9 2-dr., $415, $220, $160, "41 4- 


'561 Windsor 2-dr., $210. 
49 2-dr., $175. 
36 station wagon, $1,700*; Custom 
® #4r., $1,685*, $1,660, $1, 275, $1,255, 
; Fairlane (8) Victoria, $1,655° 
$1.645*; club sedan $1,415°. 55 
(8) Victoria, $1,380*; 2-dr., $1,- 
. $1,200; 4-dr. $1,130° (ps), $1,- 
MH; Custom (8) 2-dr., $1,180*, $1,105, 
"Mi Custom (8) 4-dr. $625; 
$880; Main (8) 2-dr. 
Gutom (8) 2-dr.. $735, $5 
$80", $490°; Crest (8) 
55; Main (8) 4-dr., $415. "52 
(8) 2-dr., $450, $445. '51 Crest 
, $370; Custom (8) 2-dr., 


“an—S5 Capri 2-dr., $1,375* (ps). 
; -—'50 2-dr., $310. '47 4-dr., $130. 
4-dr., $270°. 
— "S53 (98) 4-dr., $760°; 
$785°. eae (88) 4-dr., $360, ‘51 
$380*; (98) conv., 
ns <4., $205*; (88) 4-dr., 
. 49 (88) 4-dr., $110. 
a Belvedere (8) conv., $1,- 
seo, dr., $815. ‘53 2- dr., 
tar . 49 4- dr., $140. 
84 coe. $680°. °51 2-dr., $155. 
$170, *49 2-dr., $150°. 
ul "51 Champion 2-dr., $180. 
$260° 


station wagon, $905, °51 2- 


jUS—'56 Ford %-ton pick- 

53 Chevrolet %-ton pickup, 

: eo "52 Chevrolet %-ton pickup, 
Panel truck; $405. ‘51 Dodge 


as” $230; International %-ton 


JENISON, MICH. 


Rapids Auto Auction, .Sale every 

Prices are for sale of June. 18:) 
to finish. Even average cars 

\B Bo0d ‘price. Sold 144 out of 195 


SST Special 2-dr., $2,000, '56 Spe- 
» $2,140; Super. Riviera 2-dr., 
(ps); Special Riviera 2-dr., $1,- 


a Riviera -4-dr., $1,465*; 
Pai, ne ig ots 
. 7 


4-dr., $685*, $655*. °51 Cosmopolitan 4- 
CADILLAC—’54 (62) conv., $250* (ps).| 4f., $245°. 

46 4-dr., $155°. MERCURY—’55 Monterey 2-dr., $1,335*, 
ur te os on. ae om hae a 0 ’564 2-dr., $655, $605. °52 4-dr., $145. 

4 Bar orve' 4 ; r aon @ ° 
(8) 2-dr., $1,600°, $1,125; Two-ten (6) | VDSMOBRUM — "56 (86), conv. $2,350 
2-dr., $1,300, $1,275*, $1,075, $1,000*. $2, 150° (ps), $1,960* (ps); Holiday 2-dr., 
‘55 Bel Air (8) station wagon, $1,450; $1,975* (ps). $1.760° (ps). '55 (88) Holi- 
2-dr., ra $1, 300* ; 4-dr., $1,185; (6) day 4-dr $1, 600°. $1, 505° (ps); Super 
2-dr., 2 at $1,200%, $1,175%, $960; Two-| (83) “o-ar °si.s00* ips): (98). Holiday 
ten (ay station wagon, '$1,300*, "54 Two-| 4 ar $1.300° (ps). "ba Super (88) 2-dr 
ten station wagon, $900; Bel Air 4-dr., $1,285*; (88) 2-dr., $1,100; 4-dr., $1,065* 
Two-ten sdr., $750°, $075" "BS Ber aiz| (Pa), $660. "53 (98) ‘A-dr., $770° (pe), 

ggg a gh ya #. TF! $700* (ps); Super (88) 4-dr., $675*; (88) 
2-dr. $750°*, $625; ‘4- dr., $590°, $550. 4-dr:, $600*. ’51 2-dr. $185° 
52 SL conv., $395*, 51 SL station wag- i = ; 
on, $430*. PACKARD—’55 Clipper Super 4-dr., $835*. 

DeSOTO—'57 Fireflite 4-dr., $2,780* (ps). "54 Clipper 4-dr., $935*. '53 4-dr., $375*. 
55 Sportsman 2-dr., $1,505*; Firefiite| °'52 Custom 2-dr., $300*. 
2-dr., $1,162.50. ’°53 Firedome (8) 4-dr.,| PLYMOUTH—’56 station wagon, $1,295. 
$575* (ps); Powermaster 2-dr., $425; ‘55 Belvedere (8) conv., $1,230; station 
4-dr., $425. wagon, $1,065; Plaza (6) 4-dr., $820. '52 
DODGE—’56 Coronet conv., $1,700*; Cus- Suburban, $330. ‘51 Cambridge 4-dr., 
tom Royal 4-dr., $1,530*. "85 Royal Dan- $160. 
cer 2-dr., $1,185; Coronet (6) 2-dr., $925.| PONTIAC—’56 Star Chief 2-dr., $1,850° 
"52 Coronet 2-dr., $235, ’51 4-dr., $130°*. (ps); conv., $1,820*; Chieftain Catalina 
'50 coupe, $150. coupe, $1,550° (ps); 2-dr.. $1,410*. '55 
FORD — ’'57 Fairlane (8) 4-dr.. $2,130*; Star Chief (8) Custom talina 2-dr., 
Custom (8) station wagon, $2,025*. °56 $1,395*; Chieftain 4-dr., $1,215*. '54 
(8) station wagon, $1,660*; Custom Vic- Chieftain (6) 2-dr., $700*; Deluxe 4-dr., 
toria (8) club coupe, $1, 640; 2-dr., $1,- $605*. ‘53 Chieftain (8) 4-dr., $615°*, 
550. '55 Victoria (8) 2-dr., $i, 440°; ” Cus- $600*. '35 2-dr., $225. 
tom (8) 2-dr., $1,285*, $1,275* (ps);| STUDEBAKER—'53 2-dr., $620, 
conv., $1,250°;' Fairlane’ (6) 4-dr., $1,-| WELLYS—’53 2-dr., $190. 
210°, $1,175*; Main (8) 2-dr., $835;| MISCELLANEOUS—'57 DKW coupe, $1,- 
Custom (8) 4-dr., = $815°; 2-dr., 825. °55 Volkswagen 2-dr., $1,200, '30 
$795. '54 (8) Ranch Wagon, $836°; Cus-| %-ton pickup, $275. 


} Extra-long cylinder sleeve overlap for perfect 
alignment during the dump cycle. 

2 Chevron-type packing rings hold maximum hy- 
draulic pressures safely. 

3 Wiper Rings guard packing and cylinder walls 
from scoring. 

4 Spherical bearing. base mounting of cylinder pre- 
vents side strain on cylinder sleeves. 

5 Hydraulic inlet located at top of cylinder elimi- 
nates possibility of oil loss through control valve. 
© Manganese bronze bearings throughout assure 
smooth, trouble-free action and long life. 

7 Plunger-type control valve is fully balanced, with 
snap-in control positions, integral pressure relief and 
check valves. 

8 High-pressure Heil Perma-Pump, mounted in- 
line with power take-off, delivers. dependable lift- 
ing capacity. 

9 Complete hoist frame.is: part of unit, actually 
reinforces track frame, provides simple, low-cost 


WAREHOUSE POINT, CONN, [eee 00" ipa bo come Hatatop, 


), $1,600° (ps). 
(Southern Auto Sales, Inc, Sale every a 
Wednesday. Prices are for sale of June 19.) ee Ga a. station wagon, 
, . . 
(Sold 131 cars cut of 178 consigm- | f1'015*; Custom Hardtop, $600°, 0. 
, e; 
BUICK—'56 Special Riviera, $1,960°, $1,-| sag dar gus et Oe , 
. 66 Super =, te gener em. NASH—’53 Rambler conv. ft. 
$855*. ’ per P., 
"81 Super 4-dr., $115*, '49 Super | "Coay sar, 'g1,240" (pa), "68. F48* asd 
4-dr., $210*. top S ., $555*, °51 (88) 
CADILLAC—'56 Eldorado conv., $4,010* *, 
(ps); (62) conv., $3,640* (ps). °63 (62) 
4-dr., $1,200* (ps), $1,185* (ps). ’52 (62) 
os. $1,000°. °51 (62) 4-dr., $670°, 


CHEVROLET—'56 Two-ten (6) 4-dr:, $1,- 
275, $1,225, $1,220, 3 at $1,200. 55 Two- 
ten (6) , $1,245; 4-dr., 
$1,100, 
Two-ten 4-dr. 
2-dr., $700, $505. 
Deluxe conv. $385, att ok 61 Deluxe 2- 
dr., $370*, $350*, $250, $225. °50 
Deluxe 4-dr. —, dive: 
CHRYSLER —’ Saratoga 4-dr., $300* 
(ps). 
DeSOTO—’53 Custom 4-dr., $570* (ps). 
DODGE—’ 54 Coronet 4-dr., $710*. °53 Cor- 
onet station wagon, $650; conv., ok Get $100°. 
$400°*; Meadowbrook 2- dr., $380, °50 Cor-| WILLYS—’53 station wagon, $445. 
onet 4-dr., $135*, $105. MISCELLANEOUS — °47 Cadillac Ambu- 
FORD—’56 Fairlane (8) 4-dr., $1,600* (ps), lance, $350°. 
oa oe), a | Main (8) — 
‘agon, 1,310. °55 Custom (8) -dr., 
$920*; Main (6) 2-dr., $750. "54 Custom SEATTLE 
(8) conv., $810* (ps), "$800° ; Custom (6) (South Seattle Auto Auction, Sale every 
4-dr., $570. "53 Custom (8) 4-dr., $620*; | Wednesday. Prices are for sale of June 19.) 
Main (6) Ranch Wagon, $580, $450, $325. (Premium prices on cleaner units. Sold 
"52 Custom (8) 4-dr., $470*, $410, $310.| 127 out of 220 offerings.) 
‘51 Custom (8) 2-dr.. $375, "$350° $255, en Ge Special station wagon, $1,- 
$125*, $105. 49 station wagon, $195. ; Sport coupe, $1,395*; Century Sport 
HUDSON — '55 Hornet Hardtop $1,340° aaah $1,665* (ps). 
(ps). °52 Hornet club coupe, Base” 52| CADILLAG—'57 (62) 4-dr., $4,405* (ps). 
Wasp 4-dr., $200. 'S5 (62) Sport coupe, $2,730° (ps); 4- 
KAISER—’54 2-dr., $515*. (Continued on Page 38, Col. 2) 


mounting on any truck; no fixed projections below 
top of truck chassis. 


10 Wide hinges and large-diameter hinge through- 
shaft assure stable dumping action with heaviest 
loads. 

VW Two types of easy-acting lever controls available, 
plus finger-tip torsion bar tailgate release mechanism. 
V2 Air vent at cylinder top vents air from cylinder 
with finger-tip action—no wrenches required. 
13 Cast steel external packing glands reinforce cyl- 
inder sleeve ends and protect from “flaring.” 


V4 New standard SAE “0” ring and 37° flared 
pressure fittings instead of conventional pipe thread 
fittings in all pressure lines. 


Yes, you can look to Heil for advanced: body and 
hoist design. And you can look to your Heil dis- 
tributor to back you up with (1) expert help in- 
working out dump truck specifications; (2) factory- 
approved parts and service to keep your customers 
satisfied. 


MILWAUKEE 1, WISCONSIN 


DUMP BODIES and HOISTS 











530° (ps), °54 (62) Sport coupe, 
einade tre (ps). ’50 (61) Sport coupe, $650*. 
OHEVROLET—’57 Bel Air (8) 4-dr. Hard- 
$2,475*; Sport coupe, $2,450°, $2,- 
$2,360°; 420° 


$1,300° ; 
105°. 54 Bel Air 4- dr., $935* ; 
4-dr., 2 at $785. '53 Two-ten 4-dr., 3870, 
"52 Deluxe 4-dr., $450*, ’51 Deluxe 4-dr., 
$410, $235, ‘50 ‘Deluxe 4-dr., $275, $125. 
"49 Deluxe 2-dr., $125, $120. 
CHRYSLER—’57 Imperial Southampton 4- 
dr. Hardtop, $4,350* (ps). ‘55 NY Deluxe 






Centennial Ahead!— 


Recognition of leadership is nothing 





4-dr., $1, 745° (ps). °51 NY station wag- 
new to G. H. Thornton, left, president, on, $430°; Imperial 4-dr., $400°. 
Thornton-Fuller, iInc., Philadelphia, this | pesoToO —’'55 Firedome (8) Sport coupe, 
year celebrating his 50th anniversary as|_ $1,580°. 


DODGE—’56 Royal 4-dr., $1,595* (ps). °55 


@ Dodge dealer. Here Thornton shows his | Gustom Royal 4-dr., $1,495*. '53 Coronet 
son, F. P. B. Thornton, dealership general 4-dr., $595°, $295°. °52 Coronet club 
manager, an ad from the Feb. 3, 1934,/ _ coupe, $155. .. 2.980° 
iseve of the Saturday Evening Post which | * 0% 9 ,—,'St Pairiane, (8) 2dr. See. 
featured him and others of the nation's $1,880°*; aoe L739 a ten ba. 
most successful Dodge dealers. The picture| Custom (8) 4-dr., , , s ; =” 
also will appear in the Post's automotive rs Seen o> ay 3° 


feature “Selling Slants.” 





no solvent! no clamp! 
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no reduction in I D.! 
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This tube fitting is 
especially designed for 

; At last—a tube fitting designed for plastic and rubber 

tubing. It’s simple . . . fast . . . versatile. Requires no 


: solvent, no clamp, no threading. And the new Danco 
tube fitting assures a union as strong as the tube itself. 





en eee 


If you have a tubing application in mind where you 
think this new tube fitting design can help, 

write today outlining your requirements. 

A free sample is available for your study. 
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DANIELSON MANUFACTURING COMPANY DANIELSON, CONNECTICUT 
A SUBSIDIARY OF NICHOLSON FILE CO. 
GENTLEMEN: Please send 
0) Free descriptive specification sheet 


(1) Your representative to supply free sample 





atti Catenin toceseceenee fetalabicintianimnmettssss 
YOUR APPLICATION IN PLASTIC oR. RUBBER TUBING? Mesesttnerdibkancnsseee=cuk-oih tie 
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(Continued from Page 37) 














coupe, $550, °53 Victoria, $880*; 

(8) 4-dr., $725, $550; 2-dr., $690°. "51 
(6) club “coupe, $190; 4-dr., * $170, $160, 
$150, °50 4-dr., $150, °49 2-dr., $135. 


LINCOLN—’ 56 Premiere Sport coupe, $3,- 
175* (ps). '55 Capri Sport coupe, $1,870* 
(ps). °51 4-dr., $340°. 

MERCURY — °55 Montclair Sport coupe, 
$1,725* (ps); Monterey Sport Leong $1, - 
445° (ps). 54 Custom Sport cou 
‘53 Monterey station wagon, aoe "i 
4-dr., $315. 

NASH—’55 Rambler Cross Country, 
365°; Country Club coupe, $1,150°*. 

OLDSMOBILE — ‘56 (88) 4-dr. Hardtop, 
$1,895* (ps). °55 (88) Sport coupe, $1,- 
705*. '54 Super (88) conv., $1,440° (ps); 
4-dr., $1,440° (ps), $1,225° (ps). "48 4- 
dr., $170°. 

PACKARD—’52 (200) 4-dr., $260. 

PLYMOUTH—’ 57 Belvedere (8) 4-dr. Hard- 


$1,- 


top, $2,495°. °55 Belvedere (8) 4-dr., 
$1, 170, $960*; Savoy (8) 4-dr., $960°; 
Plaza 2-dr., $790. ‘54 Savoy (8) Subur- 


ban, $910°: 4-dr., $790; Savoy 4-dr., 
$560. '51 2-dr., $160. 


PONTIAC—’57 Chieftain (8) Sport coupe, 


$2,385*. "53 Chieftain (8) 4-dr., $575*, 
$515*. °52 Catalina Sport coupe, $455*. 
"51 4-dr., $140°; 2-dr., $305°. '49 2-dr., 
$145°. 


STUDEBAKER—’55 President Sport coupe, 
$1,445° (ps). 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of June ee = 


z 


mente. 

BUICK—’53 Super Hardtop, $725°, $655°; 
Special 2-dr., $525; 4-dr., $480. 52 Super 
conv. $400°" "50 Super Riviera, $200*, 
$180°; Special 2-dr., $135. 

CADILLAC—'54 (62) coupe de Ville, $2,- 
200°. ‘49 (62) 4-dr., $220. 

—' 57 One-fifty 2-dr., $1,450. 
"66 Bel Air (8) 2-dr., ¢ 
4-dr., $1,230, $1,200; 2-dr., 
Bel Air Hardtop, $1,330*; 
$890, $870; 2-dr., $930, 
oe *ar., $800, "$795. 
, $650; One-fifty 4-dr., $365, '53 Bei 


yy conv. $600; 4-dr., $660, $650; One- 

fifty station #400. ‘Si 4-dr., 

| 2-dr., $205. 50 station wagon, 
. 

CHRYSLER—'SS NY 4-dr., $1,330°. ‘53 

Windsor 4-dr., $310°. "52 Hardtop, $160°. 


51 Windsor 4-dr. $160". 
DeSOTO—’S4 Firedome Hardtop, $800*. °52 
Custom 4-dr.. $175. "51 Custom 4-dr., 


$155°. 
DODGE—'55 Royal (8) Lancer conv., $1,- 
400°; Coronet 4-dr., $930*. 50 Meadow- 


Main 4-dr . "54 Main 4-dr., 
"61 $275; 2-dr.. $285, $160, 
$150°. 
HUDSON—’55 Hornet Hardtop, $1,375*. 
LINCOLN—’53 4-dr., $500°. 
MEROCURY—’'56 Phaeton Hardtop, $1,910* 
"54 Monterey Hardtop, $980° 
OLDSMOBILE—'57 (98) Hardtop, 
"S65 (98) conv., $1,600°; Hardtop, $1,510°. 
— 4-dr., $500°. ‘S52 (98) 4-dr., 
o 


station ‘ 
a Savoy 2-dr., $1,250°. ‘55 rood 
, $820. "54 Savoy 4-dr., $700°; Poo 
Cranbrook 


4-dr., $210. 
PONTIAC—'S6 Star Chief conv., $1, 
"S55 Chieftain 2-dr.. $1,205°, $1,050°. 


Chieftain 4-dr.. §750°. ‘52 Catalina, 
= "51 4-dr.. $210. ‘50 Catalina, 
15° 
STUDEBAKER —'52 —— 4-dr., $210. 
WILLYS—'55 4-dr., $530. ‘54 station wag- 


on, $525. 

MISCELLANEOUS — ‘56 Volkswagen sta- 
a wagen, $1,510. ‘53 Jaguar conv., 
1,100. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of June 21.) 
(A good sale this week. Sold 75 per- 
cont of 398 ence vegtotered.) 
$2,085°. ‘55 Spe- 


54 station wagon, 
, $915*. "53 Super 


$550°. 
CADILLAC—'s6 sedan de Ville, $3,800* 
(ps). "54 (62) 4-dr.. $1,700° (ps). 

57 Bel Air (8) Sport se- 
dan, $2,510*; Nomad station wagon, $2,- 
375*; Two-ten station wagon, $2,250*; 
H $2,038 (ps); One-fifty 4-dr., 
$1.715. "56 Bel Air (8) 4-dr., $1,255. 55 

Bel Air Hardtop, $1,350*; 2-dr. 
a ane 4-dr., . $1,050°. 
2, ae Bel Alr 2-dr., 


. $550. 
oo YSLER — '57 Saratoga 4-dr., $3,150* 
Ds) 


FORD—'57 Fairlane (8) 500 4-dr., $2,185* 


(ps), $2.040*; 2-dr., $1,900; Custom 4- 
dr., $1,710. ‘56 Fairlane (8) Victoria, 
$1, 700; conv.. $1.350°; Parkiane station 


; Custom 2-dr. $1,- 
‘55 | Thunderbird, oa. $2,100, 
$1,600°;: Fairlane 4-dr., Custom 
4-dr., $965; Main 2-dr., 
4-dr., $850°; 


toria, $655; 4-dr., 
2-dr.. $180. '51 4-dr., $350*: 2-dr.. $210. 
MERCURY—'57 Monterey 2-dr., $2;400°. 


51 2-ar., gaeee” 


NASH—'55 Statesman 4-dr., $1,050°. '53 
Super Ambassador 4-dr., $195. 
OLDSMOBILE—'56 (88) Holiday, $1,800°; 


2-dr., $1,775*. *55 (88) Ho , $1, 
4-r.,, $1. $1,220*. "54 (98) 4-dr., (210°, si 
(88) 2-dr.. $400°. 

PLYMOUTH—'57 Savoy (6) 2-dr. $2,075°*; 
4-dr., $2,075. °56 Belvedere (8) 4-dr., 
$1,550°. °55 


Belvedere Hardtop, $835; 
Plaza 4-dr., $675. *54*Savoy station wag- 
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’53 (88) Super 4-dr., $790, mau 
Holiday, $405°, 51 (88) 4-dr,, 


PLYMOUTH—’54 Belvedere 2nd - 


on, $700. ’53 station wagon, $600; 2-dr., 
$295. °52 4-dr., $310, °50 4-dr., $225. 


PONTIAC—’ 56 Chieftain 4-dr., 4 390°. '55 
20°. 


t= \\\ 











Chieftain 2-dr., Chieftain} °52 Sport coupe, $375; 2-dr, n 
Catalina, $925. °53 Chieftain Deluxe} Hardtop, $160. ' 
4-dr., $475*. '51 2-dr., $185*, '50 2-dr.,| PONTIAO — '53 Catalina, §¢ 
$175. $660*; 2-dr., *, '52 4- dr., x 

STUDEBAKER — '54 Commander station} 2-dr., $220*. '49 2-ar., $100*. mn 
wagon, $750°, °51 4-dr., $250*. STUDEBAKER—’52 4-dr., $245, gig i] WhO ‘ 

MISCELLANEOUS — '55 Chevrolet %-ton | MISCELLANEOUS—'53 Chevrolet qual / 
pickup, $780. '54 Ford %-ton pickup,| $285. ’52 Chevrolet %-ton p Wont 
$495, ‘51 Chevrolet %-ton pickup, $210.| ‘51 International %-ton stake gig” 

a. 
W. PEABODY, MASS. EBENSBURG, Pa, 9) * 
(Peabody Auto Auction, Inc, Sale eve (Ebensburg Auto Auction, 
Thursday. Prices are for sale of June 20.) be ee ee oo 7 of x, only. 
(Sold 72 cars out of 122 consignments.) out of 91 find. Sg : 

BUICK—’55 Century Riviera, $1,385*; Su-| BUICK—'54 Century cony. $1,150° & 
per 4-dr., $1,055*; Special 2-dr., $850.| °53 Special Hardtop, $725*: qa. imal Exclus 
*53 Super Riviera, $885*, °51 Special 4- ’52 Special Hardtop, $460°. 51 ue 
dr., $235*. '50 4- dar., $100. 2-dr., $300. '50 Super 4-dr, S179" c 

CHEVROLET—'55 Two-ten (6) 4-dr., $1,-| CADILLAC—'53 (60) 4-dr., ‘$1259 } World 
175*, $1,050, $850*; Bel Air Sport coupe,| "52 (62) 4-dr., $825°. '50'4-ar gu 
$1,100, *54 ‘Bel Air Sport coupe, $960°:| CHEVROLET—'56 Two-ten Dei Mel of lie 
Two-ten Delray, $710*. '53 Bel Air Sport| $1,325. ’54 Bel Air Hardt a 
coupe, $685*; ‘4-dr., $655, $650, $635;| 90°; One-fifty 2-dr., $565. ‘53 ga Mmm) mono’ 
Two-ten (6) 2-dr., $490, ’52 2-dr., $305.| coupe, $800*; One-fifty 4-dr, 25 | 
'51 sedan, $325*;'4-dr., $340. °50 2-dr.,| SL Deluxe 4-dr., $425°; Special ) 
$190, $150. °49 2-dr., $100. $140. '51 SL Special 2-dr., $719 alll Territo 

CHRYSLER—’53 Windsor 4-dr., $675*. Deluxe 4-dr., 2 at $135; 24. oy 

FORD — '57 -station wagon, $2,000°. °56| $125; Special 4-dr., $125; cony - 
Custom (8) 4-dr., $1,100; 2-dr. $1,125.| “49 FL Deluxe 2-dr., $125, $110: W 
55 Fairlane (8) 2-dr., $1,345*. '54 conv., counoaae — Sal a Ne 
$940; Main (8) 4-dr., $605; 2-dr., $500. p indsor 4-dr, 

53 Custom (8) 4-dr., $650*, $640*; Main| DeSOTO—'53 Firedome (8) tt 
2-dr., $385, $355. °61 conv., $300. ’50| °52 Firedome (8) 4-dr., $300*, ig lo 
club coupe, $120; 2-dr., $100. tom 4-dr., $210. 

MEROURY —'55 ‘Monterey 4-dr., $1,055;| DODGE—'54 Coronet (6) 2-dr, seu 
Montclair 2-dr., $1,405*. °54 Monterey| Meadowbrook 4-dr., $360*. ‘si qe Ke 
4-dr., $995. ’53 Monterey coupe, $480;| Club coupe, $230°.''50 M 
4-dr., $385, ‘51 4-dr., $305, '50 4-dr.,| _4r., $125. Ar 
$160: FORD—'56 Custom (8) 4-dr., $1,400 

NASH—’53 Statesman 2-dr., $385. Custom (8) 2-dr., $980; Fatrlane (j Te 

OLDSMOBILE—’54 (88) Hardtop, $1,225°. (Continued on Page 39, Col, 2) 
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How to Help | 
Prevent — 


Engine Trouble 
on Used Cars 


Treatment with 
Miracle Power® helps 
avoid costly comebacks 
from sticky and noisy 
valves, bent push rods, 
Poor compression. 
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The use of even the finest of modern oils 
isn’t enough to prevent valve troubles, comp 
sion loss, and bent push rods. That’s because” 
the heat of high-powered, high-compression ei 
gines tends to break down and burn off oil filma 
But Miracle Power, selected 100% petroleum 

lubricant, provides positive lubrication always, 

Its specially processed colloidal synthetic graphite, 
held in suspension, forms a lubricating film that 
won’t burn off... thus helps free sticky valves 
and keep them free. Helps prevent noisy lifters and 
bent push rods, too. And it improves compression. — 


That’s why many Ford dealers service used cars 
they sell with Miracle Power—8 oz. in the crank 
case, 8 oz. through the carburetor, 8 oz. in the gas” 
tank. The cost is a tiny part 
of your car-reconditioning — 
expense . . . the freedom: 
comebacks builds sa 
customers and better p 
for you! 


FORD MOTOR COMPANY 
ford Part No. 1A-19588-A 


GOT A CHEMRICAL ADDITIVE a se me me ce ms ee 





nies « 
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$1 000.00 per month or MORE 


sions to representatives 
who can qualify. 
Wont representatives now sell- 


ing seat covers, car mats and 
giher accessories to car dealers 


| Exclusive protected territories. 
World's largest manufacturer 
of license plate frames and 
monograms. 
Territories Available: 

Wisc. — Minn. 

No. & So. Dak. 

lowa — Nebr. 

Kans. — Mo. 

Ark. — La. 

Texas 

Pacific Northwest 


THE BENMATT 
ORGANIZATION, INC. 


347 E. 15th St., Los Angeles 23, Calif. 


Results! 


USE THE WANT AD 
DEPARTMENT OF 


Automotive 
News 
TO BUY OR SELL 


THE FIRST 


“NEW LOOK’”’ 
PENNANTS 


in over 2,000 years 


Sed for our free literature illustrating 
fhe largest line of traffic stoppers ever 
Menilectured under one roof, Make your 
plate stand out like a sore thumb. You 
$1 attention with’ Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 


THE FINEST 
WAUTY INDIVIDUALIZED 
DEALER NAME PLATES 


are made by 
. STEMAC, inc. 


FORMERLY STEMAC, INC.) 
vg ee, Denver 23, Colo. 
fer typical sample, complete details 


(Continued from Page 38) 


dr., $685*. '64 Main (8) conv., $645; (6) 
$650. '53 Custom (8) 4-dr., $625°. 
ictoria, $380°. '51 (8) 4-dr., $310. 

"50 Custom (8) 4-dr., $180. 

HUDSON—’55 Hornet (6) 4-dr., $655°. '54 
Hornet 4-dr., $460. '52 Wasp 4-dr., $265*. 
’51 Pacemaker conv., $100. 

MERCURY—’56 Custom 2-dr., $1,345. ‘53 
2-dr., $490. ’52 conv., $390°, ‘51 2-dr., 
$330*, $220, $195°. 

NASH—’51 Statesman 4-dr., $130. 

OLDSMOBILE—’'54 (88) 4-dr., $995°. °53 

Super (88) 4-dr., $875°. °50 (88) 2-dr., 

$100°. 

PACKARD—’ 54 Clipper Custom 4-dr., $800. 

PLYMOUTH — ’55 Savoy (8) 2-dr., $950, 
$920*; Plaza (6) 4-dr., $850. °51 conv., 
$315, $290; Cranbrook 2-dr., $220. 

PONTIAC—’' 50 4-dr., $155. 

MISCELLANEOUS—’56 Dodge %-ton pick- 
up, $910. '55 Dodge (8) %-ton pickup, 
$695. °54 Chevrolet .%-ton pickup, $550. 

‘63 Ford (6) %-ton pickup, $500; Henry 

J 4-dr., $205. 


WINDSOR, VA. 


(Windsor Auto Auction, Sale every 
Thursday. Prices are for sale of June 20.) 

(We had a very good of cars 
at the sale this week, with a high per- 
centage of them being sold.) 

BUICK—’'57 Special Riviera 2-dr., $2,470*. 
*56 Special Riviera 2-dr.. $1,860°; 2-dr., 
$1,800°; Super conv., $1,855*. °55 Cen- 
tury Riviera, $1,625* (ps), $1,570°. ‘54 
Special 4-dr., $1,260*, $1,250°, $1,150*; 
Riviera, $1,200*; Century 2-dr., $1,240* 

$900° (ps); Rivi- 

-dr., $665°; 4-dr., 
Riviera, $275°. ‘50 
$105°. °41 Special 4-dr., 

CADILLAC—’57 (62) coupe, $4,400° (ps). 
"55 (62) coupe, $2,675° (ps). "53 (62) 
coupe, $1,675° (ps), $1,305° (ps). ‘51 
(62) 2-dr., $720°, $700°. 

LET—'57 Bel Air (8) 4-dr., $2,- 
015°; Two-ten (6) 4-dr., $1,475. "56 Bel 
Air (8) 4-dr., $1,850°; 2-dr.. $1,790°; 
(6) 4-dr.. $1,585°; Two-ten (8) 2-dr., 
$1,445, $1,390; (6) 4-dr., $1,260°, §$1,- 
125; 2-dr., $1,150, "55 Bel Air (8) Sport 
coupe, $1,420°; (6) 4-dr., $1,000°; Two- 
ten (6) 4-dr., $1,040. '54 Bel Air Hard- 
top, $1,085; 2-dr., $600; Two-ten 2-dr., 
$740; One-fifty 2-dr., $460. "53 Bel Air 


Convertibles Gain 


Softtop Sales at Peak, 
Wright Says 


DEARBORN. — Convertibles are 
accounting for 3.3 percent of the 
total car market, the highest figure 
in the 10 years that such records 
have been kept, according to J. O. 
Wright, Ford division general 
manager. 

He said Ford division is outsell- 
ing its closest competitor in the 
convertible market by better than 
a three-to-two ratio. Ford sold 33,- 
623 softtops in the first five months 
of this year, compared with 24,633 
in the year-ago period, he added. 

In May, according to Wright, one 
out of every 12 Fords sold was a 
convertible — either the conven- 
tional type or a retractable hard- 
top. More than 5,000 retractables 
have been sold since their introduc- 
tion in mid-April. 


4-dr., $695, $675, $310; Two-ten 4-dr., 

, $590; 2-dr., $575; One-fifty 4-dr., 
$470; 2-dr., $400. '51 Special 2-dr., $325; 
Deluxe 4-dr., $195*. ‘50 Deluxe 4-dr., 
$335, $180*. °49 Deluxe 2-dr., $105*. 

—_—-m Windsor 4-dr., $1,045*, 

DeSOTO—’56 Firedome 4-dr., $1,755°, °53 
a 4-dr., $575°*. °50 Custom 4-dr., 

DODGE—’57 Coronet (8) 
"55 Royal Lancer 4-dr., 
$1,350°. 

F OR D — '57 (8) Ranch Wagon, $2,500° 
(ps); (6) Ranch Wagon, $2,175*; station 
wagon, $2,065*; Fairlane (6) 4-dr., $2,- 
100; Victoria, $2,075. '56 Thunderbird, 
$2,690* (ps); Country sedan (6) $2,030° 
(ps), $2,000° (ps), $1,825*, $1,665°; 
Ranch Wagon, $1,925*; station 
$1,625; Fairlane (8) Victoria, 
$1,730°; Fairlane (8) 2-dr., 
club sedan, $1,475*, $1,410°. Ranch 
Wagon (8) 4-dr., 95; Custom (8) 
4-dr., $1,350*, $1,140, $1,125, 
$1,000°; 2-dr., ; Fairlane (8) 4- 
dr., $1,275*, ; Victoria, $1,235; 
conv., $1,225*; (6) Victoria, $1,160°; 
4-dr., $1,100. °54 Custom (8) 4-dr., $800, 
$780; 2-dr., $810; (6) 2-dr., $610; Main 
(6) 2-dr., $500 (police car). 53 Victoria, 
$795*; Custom (6) 4-dr., §425. °51 Cus- 
tom 2-dr., $250, $175. °50 Custom 2-dr., 
$170, $110; 4-dr., $120. '49 Custom 2-dr., 
$105, $100. 

LINCOLN—’55 Capri, $1,525* (ps). 

MERCURY—’'55 conv., $1,550° (ps); Mon- 
terey 4-dr., $1,250° (ps); 4-dr., 
$1,080°. °54 Monterey 4-dr., $1,075*, "52 
Monterey 4-dr., $450. ‘51 Custom 4-dr., 
$355. "50 4-dr., $280. 

OLDSMOBILE—’57 (88) Holiday, $2,850° 
(ps). °S56 (98) Holiday 4-dr., $2,100° 
(ps); (88) Holiday 4-dr., $1,750°. ‘55 
(88) Holiday, $1,600°. ‘54 (88) 4-dr., 
$1,220° (ps). "53 (88) 2-dr., $570°. 
(98) 4-dr., $460°; (88) 4-dr., $200°. 
(98) 4-dr., $165°. 

PLYMOUTH—'56 Belvedere 4-dr., 

. "65 Belvedere (8) 4-dr., 


2-dr., $2,500*. 
$1,415°; 2-dr., 


$1,550*, 


-.. $500. ‘S51 Chieftain 2-dr., 

"50 4-dr., $195. 
ELLANEOUS—'55 Ford %-ton pick- 
up, $695. *54 Detee %-ton Pickup, $500. 


— Auctions in Brief — 


BIRMINGHAM, ALA. 
Dixie Auto Auctions. Sale every Monday 


Bel Air Auto Auction. Sale every Thurs- 
day (June 20). Today we had 133 cars at 
the sale. The market was stronger this 
week and therefore there was a greater 
Sescentnge GH8e., | . ° 


SYRACUSE 
Syracuse Auto Auction, Sale every Wed- 
nesday (June 19). Much of the sale 
June 19 was red hot with clean, ¢ 
. However, 


ngs after 
number 90. Sold 64 cars out Of 106 
signments. 


Port-of-Entry Prices 
On Imported Cars 


A-55 deluxe 4-dr. sed., $2,127. 
standard.) 
AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 
BENTLEY—Series S—2-dr. or 4-dr. sed. 
(Mulliner), $19,316; conv., $20,383. Con- 
tal—4-dr. sed. (M $20,035. 


+, $2,552 
$2,365; conv., $2,910. 
HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535, 
ISETTA 300—$1,048. (Heater standard.) 
JAGUAR—Mark VII 4-dr. sed., $5,470. 
3.4 Liter sed., $4,420 (overdrive); $4,505 
(automatic ). XK- cpe., 
$4,475; XK-150 conv., $4,595. 
MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL cpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-© 4-dr. sed., $7,- 
559; 300-SL cpe., $8,905; 300-SO conv, or 
roadster, $12,272. (Power brakes standard 


+} Large 2-dr. 
*/ sport cpe., $2,688; 
Vedette V-8 Series— 


on 219 sed.; automatic transmission stand- 
ard on 300-0 sed.) 

MG—-MGA roadster (disc wheels), 
389; roadster 


863; deluxe -stat. wag., 
standard on deluxe models.) 

RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 

ROVER—90 4-dr. sed., $3,295; 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Silver 


1058 4- 


iner), . chassis, 
480. Silver Wraith chassis, $9,976.) 
SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat, wag., $1,899; Grand 
hardtop, $1,999; Plein Ciel 
Oceane 


999; Versailles 4-dr. sed., $2,199. 

standard on Grand Large, Plein Ciel and 

Oceane. ) - 
SUNBEAM — Rapier 2-dr.~ sed., $2,499. 

(Heater and overdrive standard.) 
TRIUMPH TR-3—softtop, $2,625; hard- 
, $2,790 


YOLKSWAGEN—2-<r, sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,996; Combi 
wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag. $2,235; 
Karmann-Ghia sport cpe., $2,395; deluxe 
$2,712. (Heater standard on all 
all models.) 
VOLVO—2-dr. sed., $2,170; 2-dr. stat. 
wag., — (Heater standard on both 


FORTY 


L 


SECOND 


INTERNATIONAL 


ONDON 


CTOBER 


16—26 


This great annual event will display the cars of the world 
to the world. Visitors from overseas are welcomed 
and details of the special facilities available to them 
can be obtained on application to the address below. 


THE SOCIETY OF MOTOR MANUFACTURERS & TRADERS LIMITED 


148 PICCADILLY - LONDON - W.1 - ENGLAND 





AUTOMOTIVE NEWS, JULY 1, 1957 


Current Prices on New Cars 


The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 


New NIADA Chief 
Pledges Stronger 
Organization | 


WASHINGTON. — Strengthening 
of the National Independent Auto- 
mobile Dealers Assn. and the or- 
ganization of state associations was 
pledged last week by Val T. Jones, 
NIADA’s new executive vice-presi- 
dent. 

In a news bulletin to NIADA 
members, Jones set forth a “pat- 
tern for progress” designed to assist 
independent dealers. 

“The chief enemies of this associ-| 
ation,” he said, “are not other 


| 
| 
| 
| 


| top, 


779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat, wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr,. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., rs. Roadmaster 
—4-dr, hardtop, $4,053. i.’ © hardtop, 
$3,944.33; conv., $4,066. Roadmaster 
75°" —_4-dr. hardtop, $0,468.33; 2-dr, hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
“"75."" Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 


CADILLAO-— Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., | 
$5,292.96; Eldorado Seville 2-dr. hard- 
$7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074, Sixty Special—4-dr. hardtop, 
$5,614.32. Series 756—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag.,- $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456. 32; 
4-dr. 3-seat stat. wag., $2,563. 32. Bel Air— 
4-dr, sed., $2,290.32; 2-dr, sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr, hardtop, 


$2,041.88; 2-dr, sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr, sed., $2,105.28 Fairlane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr, hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr, sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr, hardtop, §2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe, (V-8 only), 
$2,942.05. Station Wagons — 2-dr, 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556.08; 4-dr. 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12, 

HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr, hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80. (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr, hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. -dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 


LINCOLN—Capri—-t-ar. sed., $4,794; 4- 
dr. hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 


MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 


4-dr, hardtop, $3,316.80; 2-dr, hardtop, $3,- 
235.80; conv., $3,429.80. Turnptke Cruiser— 
4-dr, hardtop, $3,848.80; 2-dr, hardtop, $3,- 
757.80; Pace Car conv., $4,102.80, Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr, 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager 

$3,402.80; 4-dr. 3-seat 

Park — 4-dr. 3-seat, > 

O-Matie standard on ‘Montclair, “Turnpike 
Cruiser, Voyager and Colony Park, Power 
steering power brakes standard on 
Turnpike Cruiser.) 


METROPOLITAN — 2-dr. hardtop, $1,- 
527; conv., $1,551. 

NASH — Ambassador Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80, 
Ambassador Custom V-8—4-dr. sed., $3, 
010.75; 2-dr.~ hardtop, $3,100.80, (Power 
brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr, hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat, wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, ‘stat, wag., 
$3,541. ‘47. Series 98—4-dr. sed., $3,740.55; 
4-dr, hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power ‘steering, power brakes stand- 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat, wag., $3,384. (Flighto- 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Piaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., 
$1,898.75. Savoy—4- ar, sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr, hardtop, et 
2-dr. hardtop, $2,229, Belvedere—4-d: 0 
$2,309.75; 2-dr. sed., $2,263.50; ate, “hard- 
top, $2, 418.50: 2-dr, hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 





top, $2,925.25. Station wagons—2-dr, 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
440; 4-dr, 2-seat Custom, $2,493.75; ‘4-dr. 


3-seat Custom, $2,648.75; 4-dr. 
$2,621.75; 4-dr, 3-seat Sport, 


PONTIAC — Chieftain — 4-dr, 
527.39; 2-dr, sed., $2,463.39; eng 
$2,614.39; 2-dr. hardtop, 
2-seat stat. 33 Se $2,441.39; 
stat. wag., $2,898.39. Super 
sed., $2,664. 39; 4-dr. hardtop, 
2-dr, hardtop, ‘$2,735. 39; 4-dr, 
wag., $3,021.39. Star Ohiet- . 
sed., $2,839.39; 4-dr, custom sed., § 
4-dr. hardtop, $2,975.39; 2-dr. 
901.39; conv., $3,105.39; Bonn 
(fuel injection), $5,782.39; , 
Safari stat. wag., $3,481.39; 


powe 
Bonneville.) 


RAMBLER — Deluxe Six — 
$1,961.45. Super Six—4-dr. 

4-dr, hardtop, $2,207.65; 4-dr, | 
wag., $2,409.65. Custom Six. 
$2,212.65; 4-dr. 2-seat stat. w: 
Super V-8—4-dr. sed., ou 
seat stat. wag., $2,539.65 Cc 
dr, sed., $2,342.65; 4-dr, hard 
4-dr. 2-seat stat. wag., $2,629, 
seat hardtop stat. wag., $2,714.60, 
8—4-dr. hardtop, $2, 785.90, 


STUDEBAKER—Scotsman 
$1,826; 2-dr. sed., $1,776; 
stat. wag., $1,995. 
tom sed., $2,048.99; 4-dr. deluxe » 
170.79; 2-dr, custom sed., $2, 
deluxe sed., $2,123.09. 0 
4-dr, custom sed., $2,173. 29; , 
sed., $2,295.09; 2- dr. custom sed., 
2-dr. deluxe sed., $2,246.09. 
—4-dr, sed., $2,407.29; 2-dr, sed., 
President Classic — 4-dr. sed, 
Station Wagons—2-dr., 2-seat’ 
$2,381.59; 2-dr. 2-seat’ Parkview ¥ 
504.69; 4- ‘ar. 2-seat Provincial V-§, % 
4-dr. 2-seat Broadmoor al 
Hawks—Silver Hawk 6 
Silver Hawk V-8 epe., $2,263.11 
Hawk V-8 2-dr. hardtop, $3, 
drive standard on Golden 7 
standard on Scotsman.) 


New Commercial Car Registrations, - 
25 States for May, 1957-1956 | 


Truck registrations by states 
are released here weekly, as 
compiled by R L. Polk repre- 
sentatives in state capitals. 


$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 


associations, governmental restric- 
tions or any tangible opposition. 





Brock- 
way 


5015) | | + 199) 
4646 | 2085 49 189 225} 
79| 
52) 
110} 
106) 
212) 
252) 
114) 
256) 


15 States Previously 
Reported for May 


| Arizona 


386 | 
18 
31 
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289 
789 2) 
396 | 
425 
916 
839) 
415) 
594) 
325) 
430) 
760) 
895 | 
140) 
Hit} 
863) 143) 43 
653) 295) 667 
1049 251; 1337 
1140 24) 265} 1124 
| 05 3) 50? 
| 664 | 2) 476 
10736} 16 11004) 
10686 | 174) wa 
Year zs | 103716) 1300 17620) 93750 23966 | al ae 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, To Date "56 371 10894" | 1542) 20145) 95912) 31486) 4690 1060 a6, 5685; 7617 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. | “The information contained in this report has been compiled from official state documents. Every reasonable precaution 
FORD—(Prices are for 6-cyl. models. exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is 
For V-8s, add $99.98.) Custem—4-dr. sed.,' R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions."'"—R. L. Polk & Co. 


Colorado | 
10 
23 


The chief enemies are indifference | cpe. or conv. (V-8 only), $3,465.32. 

$3,153; 4-dr. 2-seat stat. wag., $3,575; 
publisher of Auto Week magazine, | 

| Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
editor of Auto Week, Jones has) 745.50, 300-C—2-dr. hardtop, $4,929: conv. 
cation of a new weekly called | Fiite, power brakes standard on 300-C.) | 
Miller is editor of the new auction | brakes standard.) 
tomotive Market Report, of Pitts- | ‘os sar see tant Sat 6 | 
69 


” | CHRYSLER — Windsor — 4-dr. sed., $3,- 
long is former editor anal 9; 4-dr, hardtop, $3,217; 2-dr. hardtop, 
Saratoga—4-dr. sed., $3,718; 4-dr. hard-| 
of Nashville, Tenn. | top, $3,832; 2-dr. hardtop, $3,754. New 
With John R. Miller, managing) top, $4,258.50; 2-dr, hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
formed J-M Publishing Co. in) §5 359. :TorqueFiite, power steering stan 
Nashville, which has begun publi-| ard on Saratoga and New Yorker. om 
CONTINENTAL — 2-dr. hard $9,- 
Southern Auto Auction Reporter. | 45° (rurbo-Drive, power cenatine, pole 
periodical. DeSOTO — Firesweep — 4-dr. sed., $2,- 
Auto Week has been sold to Au-| 777.25; 4-dr, hardtop, $2,911.75; 2-dr, hard- 
| seB abe 4-dr. 3-seat stat. wag., $3,310.25. | Florida 171) 
burgh. | Firedome—4-dr. sed., $2,957.75; 4-dr, hard- 215) 
68 
174| 
100 
204 | 
179) 


167; 
15) 
65 


i FG FG eal gy 


Gea gases 


| top, $3,141.75; 2-dr, hardtop, $3,084.75; 
conv., $3,361.25. Firefiite—4-dr. sed., $3,- 
| 486. 75; 4-dr, hardtop, $3,670.75; 2-dr. hard- | 
| top, $3,613. 75; conv., $3,890.25; 4-dr. 2-seat 
$3,981. 75; 4-dr. 3-seat 


Kansas a 
64 
5! 


2 


7 
0 
Massachusetts ‘aa 
48 


Scotsman to Be Prize 
At Chicagoland Fair 


CHICAGO.—A new Studebaker 
Saepeion Scotsman station 
wagon will be the grand prize at 
the Fair’s Chicago 
Day, July 2. 


The car will be on display dur- 
ing the entire run of the fair, 
June 29-July 14. The festival is 
designed to draw attention to the 
Midwest as a center of travel and 
trade, culture and scientific prog- 
ress. 
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897 
948 


rh) 
74 


114 
131 


Minnesota Fell H| 
339 9 
31! 
31) 
197) 
349) 
395 
479) 
137 
175 


a7) 


. ; conv., ,272.25. 
standard on Fireflite and Adventurer. 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25, Coronet V-8—4-dr. | 
sed., $2,558. 50; 2-dr. sed. $2,478; 4-dr. | 
hardtop, $2,665; 2-dr. hardtop, atm | 
conv., $2,841.50. Reyal V-8—4-dr. $2,- | 
711. 50; 4-dr. hardtop, $2,818; 2- a hard- | 
top, $2,768.50. Custom Royal V-8—4-dr. | 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
2-seat Suburban, $2,861; | 
4-dr. Sierra, $2,946; 4-dr 3-seat 
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To Date for May 
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New Passenger Car Registrations, 21 States for May, 1957-1956 , 
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Shop Picketed . . . 


etroit Dealers Seen 
farget of Teamsters 


By JosePh M. Callahan 
Staff Writer 
Sain union activity among 
dealership employes was dor- 
~ in most areas last week, 
sae were several reports indicat- 
vg that Local 376 of the Teamsters 
wntinuing its slow but relentless 
we to organize Detroit-area deal- 


the past few months the 
has followed the policy of 
maintaining a picket 

line at a single De- 
troit-area dealership. 

When one dispute is 
settled, the pickets 
shortly appear at 
dealership where the union 


g “problem.” 

for the past couple of weeks 
fie Teamster picket line has been 
af Bill Root Chevrolet in subur- 
pen Farmington. 
Gaal Basis of the dispute is the in- 
» (Oy ~ of Root and the Teamsters 
| a satisfactory contract 
mt for the Root shop per- 


for 


nan 
Wp . 
B | 


, . 3 es 
dks Drag On 
MEGOTIATIONS have been drag- 
AY ging along for several months, 
ing shortly after the Root 
mics voted 9 to 6 for repre- 
ion by Local 376 in a Michi- 
State Labor Mediation Board 


declined to discuss the dis- 
The picketing at Root’s began 
after i 


i 


it ceased at Dawson 
Chevrolet in Detroit. The 
keting at this dealership 
after Taylor acquired the 
from Don Homer and im- 
ly laid off almost the 
service department. 
When Teamster officials com- 
that this eliminated the 
of some of their members, 
told them that his dealer- 
ais would not operate a service 
mt for the present. 
# several weeks of picketing, 
union agreed to withdraw the 
t line when Taylor agreed 
he would “talk” to the union 
he did install a service de- 
é It was made clear that 
}was not agreeing to recognize 
union by this action: 


Sells 


PRIOR to this dispute, the Detroit 
Teamster pickets had been in 
of Hutcherson Lincoln-Mer- 

in suburban Wayne until 

h announced that he was 


Eee ai ead 


z 
Lu 
z 
: 
| 
1 


t 


chapter of this episode 
several days ago when 
sold the company to 
who also has Lincoln- 
outlets in Detroit and 

ite, Mich. 
sther Detroit union activity, 
mecal 376 has petitioned the Michi- 
gan labor for a representa- 
election at Smith-Briggs 
. The union is also conduct- 
Sontract negotiations at Down- 


Speed Weeks 
sve Feb. 9-23 


DAYTONA BEACH, Fla. —The 
~ annual International Safety 
ormance Trials, better 
as Speed Weeks, will be 

here by NASCAR Feb. 


(Bl France, NASCAR president, 
;.  €Xpanded program of events 
ng safe driving and perform- 
would precede major 

events Feb, 21-23. 
events will be conducted 
“om the beach, he said.. 
fe Said he believed the turn- 
ear: can and foreign cars 
i ee atele would exceed 


rire 


8} 


town Ford and at Dameron Motor 
Sales (DeSoto-Plymouth). 


* * * 


Toledo Wage Boost 


ie TOLEDO, wage boosts of 12 
cents an hour were provided for 
in a contract negotiated between 
the Toledo Automobile Dealers 
Assn. and the Machinist Union. 

Covering 400 mechanics, the 
contract calls for an extra eight 
cents an hour in one year and 

brings the average mechanic’s 
wage to $2.35. 

Local 946 of the Automobile 
Salesmens Union was decertified as 
the bargaining agent for the sales- 
men at Eger Motors in McKees- 
port, Pa., when the men voted 5-3 
for no union, The union won bar- 
gaining rights two years ago by a 
6-2 margin. 


In Buffalo, UAW Local 55 also| 


received a setback when it with- 
drew its petition for a state labor 
board election at North Bailey Mo- 
tor Sales (Chevrolet) on the 
grounds that the union no longer 
represents a majority of the em- 
ployes. 


* * * 


Picketing Criticized 

HE Automobile Merchants Assn. 

of New York, in commenting 
on the recent Supreme Court deci- 
sion that permits state bans of or- 
ganizational picketing, said: 

“The bill introduced in the New 
York State Legislature this year 
to prohibit organizational picket- 
ing, if it had been enacted into 
law, would have given the em- 
ployers of this state the weapon 
to wipe out this coercive type of 
union organizing. 

“Now that the Supreme Court has 
upheld the state’s rights in the 
situation, we should all make an 
extra effort to get the New York 
State bill enacted into law at the 
next session of the Legislature.” 


Illuminated Signs 
For Jeep Dealers 


TOLEDO.—New, illuminated signs 
for Jeep dealers now are available, 
according to C. W. Grins ad- 
vertising and nferchandising direc- 
tor for Willys Motors, Inc. 

One sign. for outdoor display on 
a building or pole is three by four 
feet, and the other for display in 
windows is 13% by 50 inches, Both 
are made of plastic with fluores- 
cent light tubes inside. 

The window sign has a series of 
colored fluorescent tubes that flash 
on and off for a variety of color 
tones. 





Nene 


Foreign Cars on Parade— 


Small Cars Gain 
Sales Popularity 
In Inland Areas 


DETROIT.—New trends in im- 
ported-car markets are developing 
as overall sales continue to increase 
throughout the U. S., according to 
J. W. Watson, American Motors’ 
Metropolitan sales manager. 

“Sales emphasis of the smaller- 


+| car market is rapidly broadening in 


the inland areas,” Watson said. 


_| “The rate of increase is overtaking 


Economy cars, sports cars and luxury sedans manufactured in England for export 
to the U. S. are shown in New York City’s Central Park prior to departure for the 
British automobile industry's press trials at Lime Rock, Conn. Included in the group 
are Austin-Healey, Hillman, Jaguar, MG, Morris, Rollys-Royce, Sunbeam and Triumph. 


Ford Sponsors Campaign 
To Improve Truck Safety 


NEW YORK.—Sponsorship of a 
safety program aimed at helping 
thousands of truck drivers upgrade 
their driving skills and habits has 
been announced by Ford division. 

The effectiveness of the new 
approach to safer and more skill- 
ful driving already has been 
tested in Detroit where it helped 
the 350 drivers of Hess Cartage 
Co. cut their accident insurance 
claim rate in half and reduce the 
firm’s accident cost by $130,000 
annually. 

The program was announced at a 
meeting of the American Highway 
Safety Committee, Private Truck 
Council, by Fletcher N_, Platt, man- 
ager of Ford’s traffic safety and 
highway improvement department. 

The program will be conducted 
by Harold L. Smith, of the Institute 
of Driver Behavior and originator 
of the “Smith System for Safe 
Driving.” The new system has been 
the subject of numerous magazine 
and newspaper articles and is ex- 
plained in a motion picture which 
will be part of the instruction. 

Basically, it involves evaluating 
individual truck drivers on a 12- 
point rating system, and then out- 
lining five simple principles for new 
habit formation that will help 
avoid accidents. 

T. N. Boate, manager, accident 
prevention department, Assn. of 
Casualty and Surety Companies, 
said the system “ .. . touches on 
the very heart of our traffic acci- 
dent situation ... and . .. performs 


Chrysler Lines 
Hottest in Dallas, 


'|Nichols Says 


DALLAS. — Chrysler Corp, car 
sales are increasing faster in Texas 
than in any other state, Byron J. 
Nichols, general manager of group 
marketing, said here last week on 
a special trip to congratulate 
dealers in the Dallas-Fort Worth 


area. 


Nichols said that Chrysler Corp.’s 


‘|gain in the Dallas area averaged 
lover 93 percent above 1956 in the 


Off to Rio— 


Vice President. Richard Nixon, second 
from right, and Senator Gordon Allott, 
right, Colorado Republican, bid bon voy- 
age to two University of Colorado stud- 
ents as they prepare to take off on a 
16,000-mile tour of South America, The 
expedition, sponsored in part by Willys, 
which provided the Jeep, is composed of 
Andy Kohischutter, left, and Rolf Kjolseth. 
Both are seniors at ‘Colorado and expect 
‘to complete their Latin American tour in 
time to return to their classes in the fall. 


first five months of the year, com- 
pared with a nationwide gain of 
30 percent. 

He listed various gains in the 
Dallas area as follows: Plymouth, 
126 percent; DeSoto, 103 percent 
(tops in the U. S.); Chrysler and 
Imperial, 67 percent, and Dodge, 39 
percent. 


Derks Marks 50th Year 


In Auto Industry 

NEW ROCHELLE, N. Y.—Ernie 
Derks, of Derks Buick Co., is cele- 
brating his 50th anniversary in the 
auto industry this year. 

Derks joined Buick Motor Car 
Co. in New York in 1907 and be- 
came the Buick dealer in New 
Rochelle in 1921. 


the needed task better than any 
yet devised.” 


Smith will conduct on-the-road 
training courses for the safety 
directors of major trucking firms 
at no charge to them. At the con- 
clusion of the one-week course, 
the safety directors can help their 
driver’s evaluate their driving and 
“seeing” habits and, where needed, 
form new habits. 

The course is being conducted on 
a six month pilot basis to determine 
its effectiveness. If it proves as 
popular and successful as it did at 
Hess Cartage, it will be conducted 
on a continuing basis in various 
trucking centers over the nation. 

During the six-month trial period 
alone, a total of 140 safety directors 
representing approximately 60,000 
truck drivers, will be invited to 
attend. Six safety directors will be 
orientated each week of the 26-week 
period, The first courses will be 
conducted in the Detroit area and 
later in other truck centers. 


AMC Dealers 
Set 2 Records 


DETROIT. — American Motors 
dealers broke two of their own rec- 
ords in the second 10 days of June, 
the company said. 

A total of 3,716 Ramblers were 
sold during the period, the com- 
pany said. The total represented a 
gain of 87.49 percent from the same 
period of last year, when sales 
amounted to 1,982, 

The sale of 413 Metropolitans 
during the period was also a record 
high, the campany said. Metropoli- 
tan sales in the similar period of 
1956 were 233. 


the previously predominant East 
and West Coast and Gulf-port cities 
and towns.” 

Watson noted that Metropolitan 
sales in the 29 inland states in- 
creased 160.5 percent during the 
first five months of 1957, and regis- 
trations available for the first four 
months showed an increase of 209.4 
percent, Tota] foreign-car registra- 
tions in the inland areas rose 141.0 
percent during the first four months 
of this year. 

“The pattern of distribution in 
the small-car field is widening as 
more and more car buyers are be- 
coming ‘economy-minded,’” he 
said, 


Beyer Heads Up 
Motors Insurance; 


Towell Promoted 


NEW YORK.—Harold E. Beyer 
has been elected president of Mo- 
tors Insurance Corp. while Thomas 
W. Towell has been named execu- 
tive vice-president, staff 
ment, for Motors Insurance’s par- 
ent firm, General Motor Acceptance 


presi- 
Insur- 


Harold E. Beyer 


Corp. Beyer also was elected 
dent of General Exchange 
ance Corp. 

Beyer succeeds Lewis L. Lukes, 
who is retiring after 37 years’ 
service, 15 as president. George 8. 
Whowell has been placed in charge 
of branch operations succeeding 
Beyer and Ward Randol has been 
named to succeed Whowell in 
eharge of claims. 

Towell succeeds G. ArDee Ames, 
who is retiring after 34 years with 
GMAC. Towell has been vice-presi- 
dent in charge of eastern branch 
operations and is succeeded in that 
post by Warren H. Wilson, former 
Chicago regional manager. 


Advertising Veteran Honored— 


One of the real veterans of advertising media circles, Norman W. Sharrock, third 
from left, this month completed 35 years of continuous service with Campbell-Ewald 
Co., Detroit. At a reception in Sharrock's honor, company officials presented him with 
the traditional 35 roses and a check. Here at the event are, from left, L. R. Nelson 
and J. J. Hartigan, senior vice-presidents; Sharrock; H. G, Little, president and board 
chairman; E. A. Schirmer, senior vice-president, and Clarence Hatch jr., executive vice- 
president. Sharrock, who started with Campbell-Ewald when 15 years of age, has 
served in the company's Detroit, Chicago, New York, Los Angeles and San Francisco 
offices. He was president last year of the Detroit Adcraft Club. 





Today the strongest, safest ti 


Nylon makes an important safety improvement in tires... and customers 
know it. They want the added protection nylon gives against the hazard of blowouts= 


mile-after-mile driving with complete confidence. Nylon cord tires are good news 





NYLON CORD PROTECTS AGAINST 
THE 4 MAJOR CAUSES OF BLOWOUTS 


1. BRUISE DAMAGE 
caused by hitting a rock, 
hole or bump is a frequent 
cause of blowout. Nylon’s 
shock-absorbing toughness 
guards against impact dam- 
age, gives extra safety, added 
protection mile after mile. 


2. MOISTURE seeping in 
through cracks or cuts in 
tire rubber weakens ordi- 
nary cord; results in danger- 
ous, unseen damage to tires. 
Nylon ends blowouts due to 
moisture damage because 
water can’t rot nylon cord. 


Taxi fleets prove nylon’s dependability 
in millions of miles of driving under all condi- 
tions— over open highway or city streets, over 
good roads or bad. Fleet owners everywhere 
want the extra safety of nylon cord tires. 


3. FLEX STRAIN that 
occurs every time a tire 
turns can sap its strength, 
lead to failure. Nylon’s re- 
silience guards against dam- 
aging flex fatigue, gives last- 
ing protection against this 
cause of blowout. 


4. HEAT can permanently 
weaken tire cord, lead to 
blowouts. Nylon gives two- 
way protection: It has 
greater heat resistance— 
also makes cooler-running 


tires. That’s why racing tires 
are made with nylon. 


High-powered promotion helps you sell. The advantages of nylon cord 
tires are being demonstrated to millions of Americans through Du Pont’s powerful 
advertising campaign. It brings the story of nylon’s safety and dependability to 
your best potential customers. The rising sale of nylon cord tires is proof of the 
growing public demand for nylon’s extra strength and safety. 


made with nylon cord 


to your customers and good business for you. 


Du Pont produces nylon fiber. 
Tire manufacturers 
make nylon cord tires. 


They’re a piece of change-over business that increases 


Customer satisfaction, influences sales. 


REG. U.S. PAT.OFB 
BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Bickel Quits Buick | 
For Plymouth Solo 


MILWAUKEE.—Bickel Buick Co. 
has given up its Buick franchise in 
order to become Milwaukee Coun- 
ty’s first Plymouth exclusive. The 
changeover was expected to take Wondering how new-car and truck pro- 
place today (July 1), according to| duction and sales are making out? AUTO- 
Bert Bickel, dealership president. | MOTIVE NEWS gives you the entire story, 

Donald R, Marteeny, Buick zone| plus many other pertinent facts concerning 


|the automotive industry, every week 
manager, said there were no pres-' throughout the year. 





ent plans to reassign the Bickel 
franchise. 
Marteeny also said candidates 





franchise relinquished recently by 
Walter J. Reese when he resigned 
as treasurer of Walter Buick Co., 
formerly Sawyer Buick Co. 











Important Notice To All 


JOBBERS and DEALERS! 


Our VAN BRODE Kant-Ker-Rode® battery hold-down is protected by U. S. 
Patent No. 2,710,660 granted to us on June 14, 1955. 


Recently there has appeared on the market a plastic battery hold-down 
made by another manufacturer which infringes on our valuable patent. 
This infringing battery hold-down is colored and packaged to simulate the 
well-known Kant-Ker-Rode®). To protect our patent rights we were compelled 
to bring suit against this manufacturer to enjoin this infringement and 
unfair competition. 

Since a seller of an infringing item is equally liable with the manufacturer 
thereof, we think it only fair to the trade to call these facts to your at- 
tention. 

Jobbers and dealers have enjoyed years of successful sales with the VAN 
BRODE Kant-Ker-Rode® battery hold-down, and for their protection as 
well as ours we must of necessity protect our patent rights. 

Users testify to the Kant-Ker-Rode’s® merits. It is the finest battery hold- 
down on the market today. BUY THE ORIGINAL AND ENJOY ITS ADVAN- 
TAGES. 


4! 








BATTERY HOLD-DOWN 
VAN BRODE MILLING CO., INC. 


VAN BRODE SALES CO., INC., Clinton, Massachusetts, Distributor 
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SELL DRAW-TITE HITCHES 
Custom Built for Any Car Make or Model! 
PROVEN DEMAND-—Over — WE SHIP IN 24 HOURS! 


500,000 Sold You do not need to stock a large 
CUSTOM DESIGN—Only the inventory to sell DRAW-TITE 
BALL Shows! HITCHES. Any car model, any year, 


there’s a hitch custom built and 





EASY-TO-SELL—National adver-  "eady to install! 

tising is building a steady stream am 

of prospects — AND PROFITS — for s Me 

you! Each year thousands of car y - DRAW-TITE 


owners buy DRAW-TITE. This busi- OMPANY 
ness can be YOUR business — with- c A 

out adding to your overhead or BELLEVILLE 19, MICH. 
personnel! STARKE 28, FLA. 


FINEST HITCHES & COUPLERS FOR BOAT & UTILITY TRAILERS 


OWN YOUR OWN 
FINANCE COMPANY 


Carry your own installment contracts. Retain entire finance charge and insur- 
ance profit. No additional capital of your own required. Using yeur present 
aute agency as a t.ucleus for purposes of controlling the new finance company, 
additional. capital comes from public participation. Entire procedure planned 


and carried out by 


SY FIELD 


1457 BROADWAY, NEW YORK 36, N. Y. 


still are being interviewed for the| 





. 


Ware Adds Mercedes— 


Keith Ware, of Keith Ware Studebaker 
& Packard on Main, Kansas City, signs a 
new franchise to handle the Mercedes- 
Benz line of imported cars. R. O. Chaney, 
S-P Kansas City zone manager, looks on. 
S-P said that more Mercedes-Benz dealers 
are being franchised. S-P will market the 
West German-made automobiles in the 
U. S., Canada, Mexico and Cuba under 
a three-way agreement by S-P, Curtiss- 
Wright Corp. and Daimler-Benz of North 
America, Inc. 


U.S. to Refund 
Tax on Gasoline 


Ruined in Disaster 


WASHINGTON. — Dealers who 
operate gas pumps will get a slight 
tax break in the event of a natural 
disaster under a bill sent to the 
Senate last week by the House. 

A provision of the bill stipulates 
that dealers are eligible for refunds 
of the Federal excise taxes (three 
cents per gallon) paid on gasoline 
held for resale which is lost, des- 
troyed or rendered unmarketable by 
virtue of a major disaster. Such 
disasters must be officially desig- 
nated so by President Eisenhower. 

Refund claims must be filed with- 
in six months after the disaster 
and proof must be furnished that 
the destroyed gas was not insured. 

The refund provision covers any 
gasoline held for resale on which 
title has passed to the dealer. 











PHILADELPHIA, — Max Elion, 
president of Elion Motors (Pon- 
tiac), has established a training 
program for young salesmen which 
tends to use a young man’s na- 
tural ability. 

He doesn’t use his older and 
more experienced salesmen as 
teachers. If anything, he has kept 
new salesmen away from the 
older men in order to permit the 
neophytes to develop business 
through their own contacts and 
in their own manner. 

Elion cited an example of a new- 
comer who was brought under his 
personal tutelage. Elion helped 
close some sales, but the new man 
was able to close more sales in his 
first month than many of the more 
experienced staff members. 

Here is how a new man is pro- 
cessed: 

1. He is put on salary to give 
him security and confidence. 

2. He is given a week or two to 
become “acquainted” with the cars, 
to drive them home and around 
town. 

3. He is shown how to work up 
@ prospect list and is encouraged 
to make a stated number of per- 
sonal or telephone calls daily. 

4. He then is shown how to 
handle people in the showroom. ~* 

After several weeks of manage- 
ment closing deals for him, the new 
salesmen is either considered good 
potential or is dismissed. If he is 
kept on, he is watched for several 
weeks, but is allowed to sell on his 
own. 

Elion explained that many of his 
older salesmen still play up price, 
rather than the value of the car. 

“They still feel they must under- 


3 Chattanooga Dealers 


Sell Vehicles to City 


CHATTANOOGA, Tenn. — The 
City Commission has awarded con- 


tracts for automobiles and trucks) 


to the following low bidders: 

Department of Public Works, 
car, Hailey Chevrolet, $1,420.54; 
Traffic Engineering, truck, Newton 
Chevrolet, $1,763.59; Relief Bureau, 
car, Newton Chevrolet, $1,443.52; 
Finance Department, car, Furlow- 
Cate (Ford), $1,745.43. 


Prepared by NADA Committee . . . 
Employe Record Forms Set 


WASHINGTON, — An employe’s 
performance record, designed to 
help automobile dealers keep a 
graphic history of the persons who 
work for them, has been completed 
by the personnel relations commit- 
tee of NADA. 


The record is divided into 
sections to show a complete pic- 
ture of a worker’s progress, In- 
cluded are a record of absentee- 
ism, wage increases, insurance 
payments, payments under com- 
pensation claims, and job 
changes. 

The absenteeism section has suf- 
ficient space to list the reason given 
by the employe for his absences, 
and the annual yearly earnings 
section will be especially significant 
to dealers when reviewing the per- 
formance of sales and service per- 

sonnel. 

The record is set up to serve as 
a guidepost for dealers to recognize 
any potential trouble with em- 
ployes, It is designed to help deal- 
ers find out statistically why the 
work load in one department does 
not equal that in another. 

It indicates any problem of at- 
tendance or turnover of personnel 
and will pinpoint any trouble area, 
thereby making a solution easier. 

The committee which developed 
the form is composed of James 
R. Johnson, Hartford, Conn; 
Leon E,. Titus, Tacoma, Wash.; 
Maurice J. Grant, Manchester, N. 
H.; Al Long, Detroit; J. W. 


Pickens, , S. C. and 
eg B. McFee jr., 
a. 


The forms can be ordered from 
NADA headquarters in Washing- 
ton at $1.50 for a pad of 50 forms. 
NADA’s application for employ- 





ment form, another project of the 
personnel relations committee, still 
is available to dealers. 

“Careful screening of job appli- 
cations will make NADA’s em- 
ploye’s performance record even 
more valuable,” said Johnson, “It 
therefore is suggested that you 
order the application for employ- 
ment blanks when you order the 
employe’s performance record.” 


Keener Elected 
President by 
B. F. Goodrich 


AKRON.—J. W. Keener, execu- 
tive vice-president, has been elected 
president, a director and member of 
the executive 
committee of B. F. 
Goodrich Co., ef- 
fective Aug. 1. 

He succeeds 
William S. Rich- 
ardson, who is re- 
tiring. Richardson 
will continue as a 
director. 

Reuben B. 
Robertson jr. 
president of 
Champion Paper 
& Fibre Co. Hamilton, O., and 
former deputy secretary of defense, 
has also been elected to the board. 
He served as a director before ac- 
cepting the Federal post. 

Richardson joined Goodrich in 
1926 and was named president in 
1954, Keener joined the company in 
1937 as a research analyst and was 
elected executive vice-president in 
1956. He is 48. 


OT ae 


d..W. Keener 


Developing Sales Ability 


Elion Helps Newcomers Train Themselves; 
Vets Not Used as Teachers 




































































sell competitors, rather 
the value of their Products,” he 
plained, “We want our 
younger men to sell their pus 
and not price.” by 

A training course is 
chiefly to give new men tm, 
portunity to develop theip ; 

style of selling: Elion 4 

allowed the older men 

new salesmen the ropes, even», 
men would be sitting ane 
waiting for customers to : 

Then the main talk | 

price. th 

Elion Motors also teaches 
salesmen the importance tl 
service department and what 
mean in a sale. 2 

One young man concluded 
even though he offered legs 
tradein, because the custome 
sold on the importance of thes» 
ice department and on the jp 
of the salesman. 

“We tell our new men 
themselves to a great extent,” 
explained, “but to make 
they can follow through ang 
that the customer gets 
service.” 
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Ont YEAR WARRANTY by 


THIS SEAL 
on your 


USED CARS 


inspires 
CUSTOMERS TO — 


CONFIDEN 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 
Nation-wide inspection 
and warrantee service 
guaranteed by well- 
known U.S. insurance 
company... for complete 
details WRITE TODAY _ 


AMERICAN 
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AUTOMOTIVE NEWS, JULY 1, 1957 
Week’s Car Yield: 122,958... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U, 8S. PRODUCTION ONLY) 


Jan. 1 
To 
dune 30, 
1956* 


60,858 
4,323 
11,037 
45,498 
473,909 
59,153 
5,600 
57,070 
108,545 
243,541 
868,848 
1,029 
701,501 


dan. 1 
T 

Output, 
June 


9,998 
186 

640 
9,172 
111,680 
11,368 
4,053 


‘o 
June 29, 
1957 

55,583 
1,362 
3,627 

50,594 

719,073 

72,569 

24,404 

72,930 

170,112 
379,058 
1,013,535 
444 


27,562 
2,287 
788 
2,051 
6,733 
15,703 


818,445 
27,437 23,474 

138,881 171,172 

224,011 1,729,355 1,543,464 

27,262 322,271 238,919 

13408 84,376 85,050 

126,802 878,885 792,364 

30,437 252,241 228,624 

26,102 191,582 198,507 

4,455 59,628 37,188 

34 13277 6,079 

4421 46,351 31,109 

118,805 496,226 3,192,598 3,368,843 


COMMERCIAL CARS 
(U, 8, PRODUCTION ONLY) 


Week 
Ended 
June 29, 


US. and Canada....156,590 135,091 151,043 


dan. 1 
To 
June 30, 
1956* 


196,303 


Week 
Ended 
June 22, 
1957* 


7,392 
1098 
40 
1,382 
6,596 


Jan. 1 
To 
June 29, 
1957 
187,095 

2,470 
1,806 
41,528 
184,587 
34,873 
59,043 
9,068 
2,036 
5,798 


Total 


Output, 
June 


29,256 


9,756 
511 1,943 
48 7,448 

1,152 9,659 8,262 

6,070 31,703 33,112 
316 1,834 1,529 


91,024 594,295 571,207 


343 
132 
160 
289 
1,436 
77 


22,171 


1,371 


140,976 587,250 3,786,893 3,940,050 


10,067 38,921 276,238 262,335 


626,171 4,063,131 4,202,385 


Misceliancous includes Corbitt, Marmon-Herringten, Federal, Four Wheel 


ete. 


¢ Al U, 8. totals include cars and trucks for military orders. 


eed 


Dealers 


Freightliner and Sterling are included in White totals; Brockway included 
totals. 


Tell Me 


(Continued from Page 3) 


ites @ person want to do business 
I should know — I've 
five used car there!’ 

L, Bullis, of 1049 Univer- 
: said this. He and thou- 
tof other satisfied customers 
iW our reputation as the area’s 
worthy automobile dealer- 
Meaningful. Won’t you visit 
you're ready for your next 

a * 


ng 


* * 


. far and away. 
the past 30 years, I've 


y Shopping Center 
mene of Dealer Show 


wABY, Ind. — Ten automobile 
mts held a successful two-day 
stOm0 show of 1957 convert- 
station wagons at the Vil- 
Center. 
me Gealers were Baker Chevro- 
th Oldsmobile, Bosak Mo- 
ales, Inc. (Chrysler-Imperial- 
); Fifth Avenue Motors, 
tk); Grantham Auto Corp. 
efiymouth); McAnary & 
Inc. (Ford-Edsel); J. B. 
Motors, Inc. (Chevrolet); 
Lincoln and Mercury, 
2°wnsend Pontiac, and Wal- 
Mor ‘Co. (Studebaker). Other 
eae Centers will be used for 


of 
ES 


purchased used cars from at least 
12 different dealers. Of them all, 
Van Curler Motors is far and away 
the company that’s given me the 
most satisfaction. Those people 
back their guarantees to the hilt!’ 

“Mr. Alfred T. Deere, of 129 
Henry St., made this statement. If 
you’re thinking of replacing. your 
present car, why not visit us? 
Satisfaction is no accident at Van 
Curler Motors—ags Mr, Deere and 
over 10,000 other customers will 
testify.” 


* * ” 


“Tll say this ... 

“‘T’ve purchased four used cars 
from Van Curler Motors since 1950. 
I'll say, this— that. organization’s 
salesmen have always treated me 
very well. It’s a fine company to do 
business with!’ 

“These are the words of Mr. 
George Kaufman of 2727 Plunkett 
Ave. He and thousands of other 
used-car customers and re- 
ceive courteous and intelligent 
treatment from our sales personnel, 
If you consider this important, you 
should visit us when you’re ready 
to replace your present automobile. 
Won't you?” 


Output Edges Upward; 
June Totals 496,000 


(Continued from Page 1) 


and a 1,252-unit increase at Ford 
division, 

Mercury, which worked all four 
of its plants on a five-day schedule 
last week, turned out 5,100 cars, 
compared with 3,101 a week earlier, 
when the. division’s Wayne (Mich.) 
assembly plant was out of opera- 
tions. 

* - om 

INCOLN, which builds only at 

the Wayne plant, turned out 
875 cars last week, compared with 
none the entire previous work 
week. 

Ford division’s Dallas plant re- 
turned to operation last week, 
after having been idled due to a 
strike a week earlier, and the 
division’s overall output jumped 
from 29,248 units during the week 
ended June 22 to an estimated 
30,500 last week. 

Highlight of assembly activities 
at Ford Motor last week, however, 

was the assembly of the one-mil- 
lionth car of the 1957 calendar-year 
on Thursday (June 27). Its counter- 
part of 1956 didn’t roll from the 
lines until July 27, or a month be- 
hind this year’s milestone unit. 
* > > 

N ACROSS-THE-BOARD de- 

cline by American Motor’s three 
assembly units dropped corpora- 
tion output from 2,524 units the 
previous week to 2,420 last week. 

A break 


2,319 to 2,230 units; Nash off from 
156 to 145, and Hudson off from 
49 to 45 assemblies. 

S-P remained about on par with 
the previous week as it turned out 
a corporate total of 755 cars last 
week, compared with 758 a week 
earlier. 

+ + > 


ACKARD was off from nine 

assemblies the previous week to 
five last week, but Studebaker 
turned out an estimated 750 units 
last week, compared with 749 a 
week earlier. 

Declines 


Chevrolet dropped from 31,202 
units a week earlier to an esti- 
mated 30,700 last week; Buick was 


Rolls-Royce Plans 
To Boost Exports 
To U.S. Market 


NEW YORK. — Rolls-Royce is 
planning to increase exports of cars 
to the U. S. spokesmen for the 
British firm said last week after a 
sales promotion tour of cities east 
of the Mississippi proved a success. 


Production of Rolls-Royce for 
worldwide sales totals slightly more 
than 2,000 cars a year and J. S. 
Scott, general sales manager, said 
output could not be increased by 
more than a few hundred cars 
while using’existing facilities. 

Scott said there had been five 
new models of the Rolls-Royce 
during the 53-year history of the 
company. One model continued in 
production for 20 years, he said. 

“The caravan tour has been suc- 
cessful far beyond our expecta- 
tions,” Scott said. “Although motor 
cars in the Rolls-Royce class are 
purchased after some deliberation 
rather than on impulse, cars were 
actually sold during the three-day 
stay of the caravan in each city.” 

The tour was a joint effort of 
Rolls-Royce and J. 8. Inskip, Inc., 
New York, distributor of the firm’s 
cars in the U. S. since 1920. Inskip 
once served the entire U. S. but 
now, by mutual agreement, has 
confined its business largely to the 
areas east of the Mississippi. 

Peter Satori, Inc., Los Angeles, is 
distributor for southern sections of 
the Far West and British Motor 
Car Distributors, Ltd. San Fran- 
cisco, serves the northern sections. 


The firm has entered the South-|- 
western market. for the first. time 


with the appointment of Overseas. 
Motors: Corp., Fort Worth, as dis- 
tributor for the region: 


off from 6,924 to 6,500, and Pontiac 
skidded from 6,521 to 6,300 units. 
* * = 

ADILLAC, back to its normal 

3,360 units a week level from 
the 3,349 cars turned out the pre- 
vious week, and Oldsmobile, up 
from 7,616 to 7,798 units, were the 
only GM divisions to show increases 
over a week earlier. 

Oldsmobile turned out an esti- 
mated 30,437 cars during June to 
mark the second month this year 
that division has outproduced 
Buick. Buick, which also built 
fewer cars than Oldsmobile in 
March, produced an estimated 
27,262 units last month. 

Saturday operations at Plymouth, 
Chrysler and Imperial were big 
factors in jumping Chrysler Corp. 
output last week. 

* * + 
eSOTO was off from 2,051 units 
the previous week to 800 last 
week, but all other Chrysler units 
showed output improvements. 
Chrysler division (excluding Im- 
perial) was up from 2,287 to 3,100 


Scott Named President 


Of North Carolina Unit 


N. C—Sam Scott 
jr. Fair Bluff, has been elected 
president of the Columbus County 
Automobile Dealers Assn. He suc- 
ceeds Ben Gillam, Whiteville. 

Other officers are Tommy Woo- 
ten, Chadbourn, vice-president, and 


‘Harold Wells, Whiteville, secretary- 


treasurer. 


Curtice Urges 


45 


units; Imperial was up from 788 to 
1,150; Dodge jumped from 6,733 to 
7,200, and Plymouth, working Sat- 
urday in Detroit, was up from 15,- 
703 to 16,400 cars. . 


Truck production totalled an 
estimated 22,892 units last week, 
as compared with 22,171 trucks 
the previous week and 20,198 
units during the week ended 
June 30 a year ago. 

Output of commercial vehicles 
totalled an estimated 91,024 units in 
June, off considerably from the 
100,321 trucks assembled during 
May, but somewhat ahead of the 
87,627 units assembled during June 
a year ago. 

Canadian manufacturers turned 
out an estimated 10,740 cars and 
trucks last week, compared with 
10,067 a week earlier. Output for 
June totalled an estimated 38,921 
vehicles in Canada. 


M 


aryland Dealers 
Ponder Location 
Of Lien Records 


BALTIMORE.—Following failure 
of efforts to change the method of 
registering liens on automobiles in 
Maryland, the Automobile Trade 
Assn. of Maryland is surveying its 
members to find out where they 
stand on the issue. 

Existing laws provide for regis- 
trations of liens by the counties. A 
given lien might be registered in 
any one of 24 county courthouses. 

The difficulty in checking on 
liens has led to losses for a num- 
ber of Maryland dealers, ATAM 
said. The group said a number of 
lawyers in the state back a change 
that would require the Maryland 
Department of Motor Vehicles to 
register liens. 

ATAM said results of the survey 
would be given to interested groups 
including members of the Legis- 
lature. 


Emphasis 


On Safety Enforcement 


DETROIT.—President Harlow H. 
Curtice of General Motors called 
Thursday for greater emphasis 
upon “enforcement and education” 
in an intensified campaign for 
highway safety. He also acclaimed 
the auto industry's new policy of 
playing down auto speed and 
horsepower. 

“We must encourage the public 
to back strong action against 
recklessness and incompetence,” he 

told the board of 
directors of the 
National Safety 
Council, meeting 
at the GM Tech- 
nical Center. Cur- 
tice is a trustee 
of the Council, 
and chairman of 
the President’s 
Committee for 
Traffic Safety. 

“I do not be- 

H. H. Curtice lieve that most 
people are indifferent to the traffic 
accident problem,” he said. “I think 
they are deeply concerned and 


Makers Discuss 
U.S. Small Car 


(Continued from Page 2) 
“The company has given this 


manufacturing 
such a vehicle in the U, S., and 

(2) The relatively limited market 
by American standards for such 
a vehicle makes it economically 
undesirable to enter the market 
with such a car at this time.” 

N. B. Christie, of Technical 
Information Services of. Chrysler 
Corp., wrote: “The market for used 
cars (one and a half times greater 
than the new car market in 1955) 
seems to be another indication that 
American car buyers would rather 
buy the largest package that they 
can for their money than spend a 
comparable amount for a new 
small car. 

“If enough car buyers are con- 
vinced that a small car is what 
they really want, the entire industry 
will do everything possible to 
satisfy their desires.” 


want sound action taken. They 
don’t need alerting as much as 
they need facts and leadership.” 


We must intensify them.” 

“We must do an increasingly 
effective job of encouraging proper 
skills and attitudes behind the 
wheel--employing both the positive 
force of driver education and the 
deterrent influence of soundly ad- 
ministered enforcement,” he said. 

Curtice said the automotive in- 
dustry hopes that its new policy of 
further de-emphasizing speed “will 
make a meaningful contribution” 
toward increased highway safety. 

“We have 


now appears to call for this new 
and stricter policy, under which we 
are divorcing ourselves from all 
racing events and avoiding any 
implication of speed in our adver- 
tisi ” 


ng. 

Curtice said his industry has 
made “tremendous progress, and 
We are making more every day” 
in designing its vehicles for safety. 


‘Truly Australian Car’ 
Planned at BMC Plant . 


the British Motor Corp.’s $27,000,000 
plant now being completed here, 
according to the Australian News 
and Information Bureau. 

The car will be designed to meet 
Australian. conditions and the com- 
pany also hopes to sell it in South- 
east Asia and the South Pacific 
area, 
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Dealers Are Enthusiastic . 
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GM’s Import-Car Move Lauded 


(Continued from Page 6) 

prices down to where they belong.” 
A West Coast Buick dealer feared 
an adverse effect on used cars in 
the $1,800 bracket, but a Midwest- 


VW Stock Sale 
Stirs Complaints 
In W. Germany 


WOLFSBURG, Germany.—No 
action has yet mn taken on the 
proposed sale of Volkswagen stock 
to the public, and it is reported that 
the company’s management and 
employes are not in favor of the 
sale. . 

The State of Lower Saxony, in 
which the VF facilities are located, 
has challenged the West German 
Government on the ownership of 
the company. 

Lower Saxony is opposed to the 
sale. It feels private ownership may 
weaken the company’s competitive 
position and that workers now re- 
ceiving dividends each year may 
leave the plants. 


Another problem involved in the 
sale is that of the status of the 
original VW investors who financed 
the building of the plant during the 


Nazi regime. 


erner countered with: 


“A lot of|an opinion that was shared by a 


people can’t afford new cars and| Philadelphian. 


don’t like used cars. Maybe the 
Opel is their dish, I’m certainly 


going to apply for a franchise.” 
As might be expected, there 
were some complaints about the 

GM announcement, Miami and 

Los Angeles regretted that they 

were not to be included in the 

first wave of shipments, Both 
noted that they are hot markets 
for imported cars. 

Many Miami dealers preferred 
not to comment until they had more 
information, while Buick and Pon- 
tiac dealers in Denver were un- 
decided whether the import policy 
would be successful in that area. 

One Denver dealer said he felt 
the idea was like going back to 
the Model T era. He said the for- 
eign car is a fad and will not long 
continue in use in this country. 

> * aa 


Here to Stay? 
oe an opinion may be heard 
in various areas, but most 
dealers are coming to regard it as 
a “head-in-the-sand” attitude, They 
believe that—like them or not—the 
smaller foreign cars are here to 
stay. 
In Miami, an import dealer said 
foreign-car buyers want a “true 
foreign model, not an ersatz make,” 





Obituaries 


Charles B. King, 89; 
Built Auto in 1896 


NEW YORK.—Chariles B. King, 
89, who is said to have designed 
and driven Detroit’s first automo- 
bile, died June 23 at his home in 
Rye, N. Y. He completed the car 
on March 6, 1896, and drove it on 
Detroit Streets. 

King assisted Henry Ford in 
making the first Ford cars at 
about the same time. He later pro- 
duced the King car and several 
others. 


Former Hudson Aide, 
Walter A. Ernst 


FORT LAUDERDALE, Fila. — 
Walter A. Ernst, well known in the 
automobile sales circles in Detroit 
and by mae age died of a heart at- 
tack May 28, in Fort Lauderdale, 
Fla. He served in the Marine Corps 
during World War I, and as a 
major in Army Ordnance during 
World War IZ. 

After World War II, he became 
northeastern divisional sales man- 
ager for Hudson in Washington and 
later became Hudson .northcentral 
divisional sales manager, with 
headquarters in Detroit, a post he 
held until his retirement. 

= 7 


James J. Russell 
ALLIANCE, 0.—James J. Russell 
who was associated with Russell: Bhostthorn 
(Ford) here until his retirement in 1949, 


Caruso, 9 Aides 
Ordered Tried on 
Fraud Charges 


LOS ANGELES.—Henry J, Ca- 
ruso, operator of four Los Angeles- 
area dealerships, and nine of his 
associates have been ordered to 
stand trial Oct. 1 on conspiracy, 
grand theft and forgery charges. 

Pleas by Caruso’s lawyers for 
dismissal of indictments were re- 
jected by Superior Judge H, Burton 
Noble, who commented: 

“The (defendants’) course of con- 
duct shows that the (grand) jury 
was justified in coming to a con- 
clusion that there was a prear- 
ranged plan and scheme to defraud 
the public.” 

The charges were filed in April 
after a grand jury hearing of 
charges by Caruso customers that 
they had been cheated on new-car 


died at his home here June 14 after a 


four-month illness. 
* * * 


Nelson Davidson 
. — Nelson Davidson, 4, 


was killed June 15, in 
lision. After World War II 
opened his dealership in Yate’s Center, 


Mans., ond moved Reve i 2005 
> * 


Charles Pearson 


MOUNTAIN VIEW, Calif. — Charlies 
Pearson, a 40-year auto veteran, died June 
9. He was a Maxwell salesman for many 
years, later was a Chevrolet dealer in 
Mountain View and in recent years had 
handled Oldsmobile. 

. > © 
Peter Kinnear 


58, owner and operator of the Shelton 
Motor Co, (Studebaker) here since 1949 
died June 21. 


Creditors Sue 
2 Dealers in West 
For $100,000 


DETROIT. — Two western auto 
dealers have been named by their 
creditors in suits which seek nearly 
$100,000. 

E. L. Hullet, Newton (Kans.) 
Ford dealer, was sued for $64,907.94 
by Universal C. I. T. Credit Corp. 
After the corporation had attached 
the dealership, a judge ordered it 
out and appointed a Hullet employe 
as receiver and operator of the 
business. 

The judge’s temporary order 
banned Universal representatives 
from the dealership. 

The legal action followed the 
wounding of Hullet in his used-car 
lot. He was wounded in the ab- 
domen by a shotgun blast but was 
reported recovering in a hospital. 

Finance Corp. and two service 
stations filed a suit asking $29,- 
800.64 from Jesse M. Chase Corp., 
Casper (Wyo.) used-car dealership. 

Finance Corp. charged that Chase 
was about to dispose of its property 
with intent to defraud Finance and 
other creditors and had fradulently 
contracted the debt. Finance also 
charged Chase Corp. with issuing 


| $16,000 in checks which were not 


A second hearing, which followed | 
the April indictments, resulted in 


honored by the bank. 
As a part of the legal action, 


additional charges against Caruso | sheriff's deputies seized nearly 60 
and his aides. Pretrial hearings on| cars from Chase’s two lots and im- 
those charges have been set for) pounded them, pending a settle- 


July 10. 


ment. 


Other Philadelphia foreign-car 
retailers scoffed at the GM plan 
because of the small number of 
Vauxhalis and Opels that will be 
brought in, but they admitted 
the models would be stiff compe- 
tition both from a promotion 
standpoint and because they have 
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some innovations that other im- 
ports lack. 

A final warning on the foreign- 
car question was sounded by a Los 
Angeles man who formerly handled 
imported makes. 

“It’s like trying to put water in 
a full glass,” he said. “The size of 
the market does not justify the 
vast choice of makes now avail- 
able.” 


totalling 41,500, according 
Society of Motor Manufact 
Traders Inc. This was 29 
than the previous record 
July, 1954. iS 
Included in the shipment, 
8,000 units sent to the U. 8, 
has become the British 
dustry’s leading auto expe 
ket. British vehicle ppg 
amounted to about 100,009 
during May. rs 
A total of 218,500 cars 
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British Auto Exports 


Set Record in Month ported from Britain in the fin 


LONDON.—British auto exports; months of 1957, compared 
set a monthly record in May by| 000 units during the 1956 p 
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HELP WANTED 


PARTS MAN, Fast growing Mopar whole- 
saler needs experienced counterman. 
Good pay, good location, good opportuni- 
ties. Write references and background to 
Arizona Motor Parts, P. O, Box 2415, 
Phoenix, Ariz, 


WANTED—SALESMEN to cover protected 
territory with an excellent sales promo- 
tion program for dealers. 32% of Los 
Angeles dealers bought this program 
from direct mail advertising. Write for 
complete details, giving sales experience, 
personal history and area desired, Auto 
Sales Aids, 654 S. Westlake Ave., Los 
Angeles 57, Calif. 


SALES MANAGER for Chrysler Corpora- 
tion dealership in southwest. Currently 
selling 180 new units per year in city of 
60,000. Well established, well financed 
dealership. Service absorption 95%. Un- 
limited . possibilities for aggressive sales 
leader. Write full details of experience, 
former locations, age, marital status and 
present connections. Send a. 
All information strictly confidential. 

7259, c/o Automotive News, Detroit a 


REGIONAL 
SALES MANAGER 


Our expansion program involves the 
opening of an Eastern Regional 
office in New York. Broad experience 
in wholesale and retail automobile 
merchandising and knowledge of the 
related financing and _ insurance 
phases are essential. 

Consideration will be given only to 
applicants who have operated at 
least at a divisional level with 
ability to meet and deal with execu- 
tives of established national ac- 
counts. 

This is a rare Opportunity to become 
associated with a national publisher 
of essential automotive services, fore- 
most in the field for over 45 years. 
Salary and incentive income assure 
five figure earnings. Include photo 
with complete resume. Box 7284, 
c/o Automotive News, Detroit 26. 


SALES MANAGER WANTED. Well estab-| ACCOUNTANT -OFFICE MANAGER. 


lished, 25-year-old firm needs 
capable regional manager. Must have 
sales management experience. Prefer 
auto parts background, but not essential. 
Some travel required. Home on week 
ends. Excellent salary plus 


expenses. | i$ 
Opportunity for rapid advancement. Give| MR. DEALER—CAN YOU use my experi- 


full details first letter. Box 7277 


Automotive News, Detroit 26. 


ARE YOU AMBITIOUS? Here is an excel- 
lent opportunity for a man who has 
ability and determination. Ford dealer 
requires sales r. Experience de- 
sirable. Salary and incentive. Our em- 
ployes know of this ad. Forest Hills 
Motor Co., 2300 Ardmore Bivd., Pitts- 
burgh 21, 


TRUCK SALES MANAGER, Young, ag- 
gressive man with successful sales and 
sales management record wanted by ex- 
clusive truck dealership to take complete 
charge of sales department in major city 
in Florida, Earnings unlimited to a man 
who can qualify, Box 7283, c/o Automo- 
tive News, Detroit 26. 


, ¢/o 





Own Your Own 
BUSINESS 


AMERICAN SURE-CAR CORP. 
Main Office: Dept. E, Sea Cliff, N. Y. 
(See our advertisement on Page 44) 





GENERAL OR SALES manager —— 


SERVICE FOREMAN, Parts. GM experi- 


GENERAL, BRANCH or used car man- 








HELP WANTED 


OFFICE MANAGER and bookkeeper for 
Chrysler product dealer, Excellent work- 
ing conditions. Give complete past ex- 
perience and references. Include small 
photograph. Write Box 11, Station A, 
St. Petersburg, Fia. 


SALES MANAGER—GM product. 300,000 
population (midwest). Sell 500 units per 
year. Must be able to train and direct 
salesmen, Attractive incentive proposition 
to right party. Give complete details plus 
references. Box 7260, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 


GENERAL MANAGER WOULD 
tion on buy-in basis in dea 
owner is retiring or developing of 
terests. Can invest small amount 
onstration of sincerity. I am noe 
shot ‘“‘double your sales’’ type of 
but will guarantee getting a 
of the market at a profit. 1 am 
and reputation minded and J 
clean honest business tactics, At 

connected with 350 car medium & 
GM deal located north central, 5 
c/o Automotive News, Detroit 2¢ — 


DEALERSHIPS AVAILABL 


DEALERSHIP HANDLING FORD isi 
land. Excellent setup. No used ’ 
accounts receivable. Priced to b 
7249, c/o Automotive News, Detms: 


HANDLING BUICK, PONTIAC s 
modern city of 3,500. Central 
heart of hill country and lake 7 
sell for inventory—appro 
Will lease or sell modern brick belie 

Box 7251, c/o Automotive News, 


































reece Peng 


PARTS MAN. Must have Chrysler experi- 
ence, Old established south Florida deal- 
ership. Send complete resume. Box 7274, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER, South Florida Chrys- 
ler dealership. Give full information first 
letter, Box 7275, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER, Mercury dealership 


Ht 


in booming eastern Ohio town, Low over- 26. 
head and good sales potential. Does not 
necessarily have to have general man- 
agerial background. Willing to 
of stock for $14,000 if desired. Box 
c/o Automotive News, Detroit 26. 


ESTABLISHED EXCLUSIVE T 
dealership available for Los es 
southern California. Box 7254, e/@) 
motive News, Detroit 26. af 


DEALERSHIP HANDLING PON 
Westchester County, N. Y. 
potential, modern building, t 
40,000 population. No real 
cars or receivables, Other 
son for selling. Box 7255, ¢/o 

tive News, Detroit 26. 


DEALERSHIP NOW HANDLING @ 
CURY for sale, New York arma, 

low cost operation. Personal reas 
wanting to sell. Write full 
7258, c/o Automotive News, D 
Mich. 


HANDLING CHRYSLER, Pt 1 
Imperial. 250-300 car deal and Gm 
town 40,000 and 10,000 air base, My 
estate, used cars or accounts 
Business showing good profit, 
son for selling. Box 7247, c/o 
News, Detroit 26. 


dealership in Ni York—Nassau or fer = ; on amie ‘fe 

ea Pp ew — ling Chrysiler-Plymou 

folk County. Resume on request. Age 40 western Pennsylvania town, * 

years, Box 7226, c/o Automotive News, area. No Chrysler Motors 

Detroit 26. Box 7248, c/o Automotive News, 
26. a 


MUST SELL—Handling Dodge, 
and Dodge trucks, annual 
units, Modern facilities, good 
with or without used cars and & 
bles. Nice town, excellent t 
eastern section Texas. Priced to @ 
7279, c/o Automotive News, = 


HONOLULU DEALERSHIP AVA 
Established leading midd 
Profitable operation. Will sel 
stock at fair book value with 
Personal guarantee against any 
sessments or undisclosed 
000 will handle, Box 7281, ¢/@ 
tive News, Detroit 26. 


HANDLING PONTIAC AND GMC on 
ing small town, Rich - 
with new chemical industry. # 
units per year potential. 
lease to buyer. Rayburn Auto a 
Co., 212 N. Main 8t., Tuscola, 


DEALERSHIP, HANDLING 
Iowa. Trade area of 1 
and farming area. 300 car 
minimum parts inventory, 
equipment. Excellent facilities 
7265, c/o A 


sell 47% 
7276, 


es 
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Exeelient top level, proven 
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enced, Sober. Box 7243, c/o Automotive 
News, Detroit 26, 
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Twelve years’ automobile dealership. 
Broad accounting knowledge. Financial 
statement analysis. Timely reports. Loyal, 
dependable, trustworthy. Box 7261, c/o 
Automotive News, Detroit 26. 


Lhe | 


ence? Successful background as 
man, used car and truck manager, sales 
manager, factory representative. Know 
what it costs to sell a car plus how to 
get a profit. Will consider sales manager, 
= buy in on smaller 
8. only. Box 7262, c/o 
Automotive News, Detroit 26. 


sales- 


SP 
F. 


ager. 43 years old, 23 years’ experience. 
Know all the angles of the garage busi- 
ness. Can make shop pay. At present 
new and used car dealer at Noxon Rapid 
Dam. No repossessions in 14 months. If 
you want money in the bank not volume, 
a leader not a pusher, a retailer not a 
a write Ray Carpenter, Noxon, 
‘on 
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DISTRICT MANAGER FRANCHISES 


Auto inspection and | year warranty service . . - 
sweeping the country . . . $25,000 to $50,000 « 
Many territories still open . . .. successful 
sales. background necessary. 


UNITED STATES CAR TESTING CO. — 
5327 W. Third St. Dayton 7, 
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— 7IP HANDLING OLDSMOBILE, | WANTED — PARTNER-MANAGER. Ford 
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ii, Tae ve Avomaine| Wi oy te ae to vo armas [AAA DRIVEAWAY. INC. RICK PARTSI| BLUE © CHIP 
ca! x 
pemolt 28. News, Detroit 26. See eee CHICAGO 


——sasHIP HANDLING FORD in small DRIVERS TO ALL POINTS uP TO 50% DISCOUNT 


town, Good trade area. o or 


* i Sern, News, Detroit 26, The Finest Free inside bugscreens provided if desired. e 

- iP, HANDLING PONTIAC, in ONE MAN BUSINESS 343 $. Dearborn webster 9-2364|1 Rea Keech Buick WITH LUBRICATED 

e le, Ind. ee Loute- in Your Town 3333 hess, c KE 
ie - 1h You make $50 to $75 & 9B scp aenieenyteremensinsorsnshosiepenensiaiiailanen cele Frederick AUTOMATIC BRA 

-ia 00 Spring, Jettersonville, || Regrove ‘fires for, automobile, deaiers __GARS FoR SALE Baltimore 29, Md. 


fleet operators, and trucking companies. oO 
The portable,’ HONEYGUT? Automatic Phone EDmondson 6-4400 & GUIDE CABLES 


ING FORD (1,200 cars), Excel-|] TIRE REGROGVER, grooves all standard 
city. Lease realty. Others. | make treads . . . does a uniformly per- 
c/0 Automotive: News, Detrti| fey job. “Paje’ for ‘ieelt in ust” thre Llovd ee) MOI eee, 
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twenty-five poses. wr town, a om re OUTLAY THAN | neon =. > beet = caw ae 
red miles sou 0} jcago— A H iM otors, Inc., 2035 ydras -” ew = (ee TT ATR 
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t have factory approval. Herman Smith 
77268, c/o Automotive News,| 9 sic aust ma t WRECKER—1945 REO 10-ton army built, $52.35 Fed. Tax Included 
26. aig Phone CA 7-9545 a ee $1 295 P. O. E. 10-wheel drive, equipped with heavy duty WITH AUTOMATIC BRAKE 
SarORFUL COLORADO, Handling ot 7 Garwood telescopic boom, Wrecker in BRAKE CABLE 
oo nd International Harvester use and in perfect condition. Completely AND 
irrigated section, splendid | ——@——__J__—_—_____ Dealers Inquire os steps. d _s many entree, $8,000. Less Guide Cables 
, plant. Near mountains. Excellent DECAL TRANSFERS ic otors ne., Route . ite- 
hunting — fishing. Reason, ill| TRUCK DECALS; no for sketch; Gallagher Motors, Inc. house, N. J. Phione Whitehouse 298. GUIDE CABLES 
7269, c/o Automotive News,| durable, brilliant colors, Write for sam- ‘ & DEALERS’ SPECIAL (F.O.8. Net) 
i. Scuae tow. temp. Lee West of Mississippi let two-speed, 750 x 20 tires, low mileage, $9.90 Fed. Tax included 
; condition wi t 
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Has always operated in , 
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Mens, Detroit 26. Wagons for price chart NOW AVAILABLE $44.85 Fed. Tax included 
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tSHIP LI BUICK—Ex- - 6802 Chevrol Meets 1.C.C. Strength Requirements 
ayy and very oret- FORDS 6 et 54 passenger 1957 a * 

+. service operation. Amsastive lease. CANELL Co : cam — o passenger = 

on N Engl 7 e 

. ian 4 he AND = car don ean Liberal Quantity Discounts 


54 passenger 1954 
jw pick up options on two other 40 Liberty St., Little Ferry, N. J. 8 6802 Chevrolet Ot pennneer 0908 To Distributors 


August ist. All replies confi- Lug Carriers—Decal 
Se it “7212, ¢/o Auto- Weed Ports (0081 Ford Adore) PLYMOUTHS Transit Sales & Service, inc. Write for Illustrated 
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‘Box 7278, c/o Automotive News, Incentive Compensation— . ACCESSORIES WANTED 


26. " All 4-dr. ex-taxis with aw a 
Dat Used Car Salesmen cant tn ae, Gs ea ee 

Are you constantly forced to wholesale excellent operating shape; most a an 

DEALERSHIP HANDLING perfectly good used cars at a substantial only 8-10 months. Many available with 


One OF “BIG THREE” loss because your used car department power steering and automatic transmission. A U T °o s A D I °o s 
In Northwest) 





fails on - retail? en ise e 
xo toning or, not weather. 100 car | Mowtande of, dealer, are forced Jp do WANTED 
; pating large chunks of new * 
trek oo : _ vg -- - car gross. Why a atget powerhouse Don’t walt . . . call, wire or write 
used-car men with our “Incentive Pay” 
me imarance agency on main seat I Siet “tog "eompltted "as a'r" {|| CURRY CHEVROLET 
rental and insurance premiums. wide research with successful Broadway and 133rd Street 


dealers? Dealers order toda your 
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‘Uhe truck dealer whose happiness is spotty | 


Sure, he’s got some models that are goad sellers — but what gets him down 
are those orders he’s missing because he doesn’t have a complete line. 


He could be happy ail the time if he had an INTERNATIONAL Truck fran- 
chise. With the world’s most complete lime of trucks — half-ton to 96,000 Ibs. - 
GVW and everything in-between, in¢luding new Golden Anniversary 
models up to 33,000 lbs. GVW — he wouldn’t have to pass up any business. 


You can pick up more business, too,jas an INTERNATIONAL Dealer. And 
you'll find it’s the best kind of business — repeat business from users who 
find out for themselves that INTERNATIQNAL Trucks cost least to own! 


Write: Manager of Sales, Motor Truck Division, International Harvester 
Company, 180 N. Michigan Avenue, Chicago 1. 


INTERNATIONAL TRUCKS 





